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succeeds Mr. Evans as 
president and Charles M. Close replaces 

Mr, Newcomb as executive vice presi- 
dent of the fire insurance companies. 
Messrs. Newcomb and Close will serve, 
also, as vice presidents of Great Ameri- 
can Indemnity. Daniel R. Ackerman, as 
chairman of the board, continues as chief 
executive officer of the Group. 

Mr. Evans 
known for his many contributions to the 
fre insurance business not only as a 
company executive but also as a mem- 
ber of top-level committees directing the 
activities of many important cooperative 
rate-making and service organizations. 
He entered fire insurance in Texas, his 
native state, while a high school student. 
His first job, which helped to finance 
his education, was preparation of copies 
developed by individual 
fellmen for the guidance of their home 
graduation from high 
school in 1908 he went with Texas Fire 
Prevention Bureau where, among other 
activities, he made diagrams of special 
hazard risks. 

In 1910 when the Texas legislature en- 
ated a statute requiring approval by 
the Insurance 
‘chedule of rates for fire insurance Mr. 
Evans joined the rate-making organiza- 
tion established by the companies for 
this purpose. Later, when the state it- 
lf undertook to make and promulgate 
fates, Mr. Evans joined Fireman’s Fund 
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benefit program which includes a retire- 
ment plan as well as automatic life 
insurance and consists of three separate 
Group plans. 

The first plan is Combination Hospital! 
and Surgical “ixpense which provides 
more liberal benefit payments than the 
plan previous'y offered for insuring 
accidental injury and sickness. Because 
written on a Group basis, the plan 
allows Phoenix Mutual to provide the 
same coverage for all agents and field 
employes, no matter where located in 
field. 

Under Major Medical Expense plan, 
an employe or agent and each dependent 
is insured up to a maximum of $5,000 
for expenses resulting from sickness or 
accident, This payment will cover medi- 
cal and surgicat suppnes, nursing serv- 
ices both in the hospital and at home, 
extensive hospital room and_ board 
charges and physician’s and surgeon’s 
bills. The plan pays 75% of the total 
expenses after the deduction of a speci- 
fied amount which includes benefit pay- 
ments under other hospital and surgical 
plans available and a percentage of the 
annual‘income. The portion of the de- 
ductible amount relative to the annual 
rate of earnings is only 3%. 

The third plan of the program gives 


every employe an opportunity to buy an 
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By bringing Life to your general insurance 
clients. And the man to call on for skilled, 
professional service is your Travelers Life 
brokerage man who is a specialist. He’s 
interested in helping you build Life insurance 


volume, and is on call at all times 
when you need him. 


Of course, you get full commissions! Your 
Travelers Life brokerage man is ready to serve you 
without charge. You'll find rich opportunities 

in Business Life and the personal lines among 
your present clientele. Why not get in touch with 
your Travelers Life brokerage man now? He’s 


as close to you as your telephone. 


Or . . . fill out the coupon and send it to us. 









You Can Bring Your Files To 


LEE... 


Tue Traveters, Life Agency Department, Hartford 15, Connecticut 


I am interested in writing Life Insurance with The Travelers. Please have your nearest 
brokerage manager get in touch with me. 
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Career of Judge Deane C. Davis 


National Life of Vermont President Worked Long Hours as 
Farm Boy; Earned Way Through Boston University Law 
School; Held Numerous Public Offices 


By CLarENCE AXxMAN 


When elected president of National 
Life of Vermont—the ninth to hold the 
post—Deane C. Davis had already won 
distinction as judge of the Vermont 
Superior Court. Vermont voters also 
had elected him to several public offices 
and he had later become a member of 
one of the principal law firms of Ver- 
mont. His predecessors in the presi- 
dency of National Life were noted fig- 
ures in the state either in law, housing, 
education or medicine. One of these 
presidents—Ernest M. Hopkins, who had 
served as president of Dartmouth Col- 
lege, was not a Vermonter but was born 
of similar stock in New Hampshire. 

The father of Deane Davis was Earle 
R. Davis, who had been a judge of the 
probate court. Davis, pere, who had a 
large legal practice, was college educated 
but had no law school training when 
elected to the bench. At the time the 
family was living in Barre, Vt., which is 
a few miles from Montpelier. 

Busy Life on Farm 


The boyhood of Deane was decidedly 
a healthy one and as a lad he led the 
type of life which would stagger a large 
city-bred boy. By the time he was eight 
years old he was getting up at 6 o’clock 
in the morning, walking two and a half 
miles to the farm on which he worked, 
his initial duties being to feed and water 
the chickens and pigs after which his 
attention was paid to the cows. These 
he milked; then he would carry the milk 
to the separator and the next chore was 
a walk with the cows to a _ pasture 
nearly a mile distant. During the win- 
ter time and after he reached the age 
of 10, he spent considerable time in his 
father’s law office as a handy man which 
meant keeping the office in order and 
tunning errands, incidentally - learning 
how to use the typewriter. There was 
plenty of legal atmosphere in the office 
which Deane imbibed. When 12 he 
also organized a boys’ club in_ his 
father’s office and accepted the task of 
composing its constitution and by-laws. 


Graduate of Boston University 
Law School 


_ After leaving Spaulding High School 
in Barre, Vt., Deane went to Boston for 
purpose of attending Boston University 
Law School. While he was convinced 
that he would eventually become a law- 
yer, his motivation was to acquire 
tnough knowledge to qualify for the 
Students Army Training Corps. It was 
the only law school left at the time 
N@ was ready to apply that had any 
Yacancies in its SATC contingent. Since 
'@ was not quite 18, and told the re- 
‘ruting officer so, he was informed that 
he could not be accepted until his 18th 
birthday, which would be on the next 
Novemby t 7. When that date arrived he 
vas informed there would be a further 
“Cay, Reason, an Armistice was in 
‘ight. It was signed on the 11th, thus 
ending World War I. 

: \s atter the Armistice there would be 
thi ga ier need for SATC recruiting 
aS lett Davis on his own as far as 
¢ Problem of meeting his college and 
wig expenses were concerned. Visit- 


rnbicoad office of Homer Alvers, then 
hin 2 the law school, he acquainted 
sel his predicament and said he 
« “es Probably have to leave college. 
Rec not necessary,” the dean ob- 

You will have to find ways 


* fan your living, and I’ll give you a 





job which will be some help at the 
start.” The offer was to be secretary of 
Alvers during afternoons after lectures 
were finished, which was at 1 o'clock. 
At that time Alvers had two offices, one 
in the law school and the other in his 
law office on State Street, Boston. The 
secretarial chore did not require much 
except answering the telephone and tak- 
ing messages to be delivered. Thus, 
Davis had an opportunity to study while 
he was working. The job, however, paid 
enough to meet his college tuition ex- 
penses. 


Ran Shoe-Shine Place With 
Fellow Student 


Within a few days a 62-year-old pro- 
fessor at Harvard University called on 
the ’phone, said he was a blind man, 
was studying law in the freshman class 
at Boston University as an outside in- 
terest, and wanted the service of a 
young man who would read law to him 
four times a week at his home in Cam- 
bridge. For this work he promised to 
give Davis a good dinner, a dollar fee 
for reading and his subway fare back 
and forth from Cambridge. 

Shortly thereafter Gelsie Monti, an- 
other young Vermonter, who was also a 
Boston University Law School student, 
and Deane Davis learned that a small 
shoe-shining parlor on Huntington Ave- 
nue, Boston, could be leased for $40 a 
month. It- had eight chairs, and the 
proposition looked good to this pair of 
students as it was in the Back Bay sec- 
tion of Boston where thousands of col- 
lege students lived. They were attend- 
ing classes at Tuft’s College, Northeast- 
ern University, Boston Conservatory of 
Music, Massachusetts Institute of Tech- 
nology and Harvard medical and dental 
classes. It looked like a good proposi- 
tion and they signed the lease and took 
over. 


An Experience Showing Value of 
Publicity 


One lucky Saturday a woman came in 
to have her shoes shined and soon be- 
gan to ask Davis and his partner a large 
number of questions about their families, 





background, where they lived before 
coming to Boston and so forth. A few 
days later a reporter for the Boston 
Post accompanied by a_ photographer, 
put in an appearance. It developed that 
the woman customer was secretary to 
the editor of The Post. On the follow- 
ing Sunday the Post came out with an 
illustrated feature story headlined “Two 
Vermont Boys Work Their Way 
Through College Shining Shoes.” 

This article brought such a flood of 
new customers that business almost im- 
mediately doubled, and it was the first 
demonstration which Davis had of the 
value of publicity. For a year and 
a half the boys continued to run the 
shoe-shine establishment and then sold 
out. 

“We didn’t mind the hard work,” said 
Mr. Davis to the writer, “but the hours 
were too long taken in connection with 
the other things we were doing. We 
each got a part-time job in a drug store 
where, however, there was not much 
improvement in the hour situation as 
we worked from 7 o’clock in the evening 
until midnight when the drug store 
closed.” 

During their third year at the law 
school Davis and Monti organized a 
group of salesmen, 12 in number, and 
what they sold was Fuller brushes in 
Maine during their summer vacation. 

Graduating in 1922 Davis returned to 
Barre where he engaged in practice of 
law and also managed to pick up some 
extra money making investigations for 
Retail Credit Co. on persons who had 
applied for insurance. For each investi- 
gation he received 50 cents. 


Elected Prosecuting Officer and 
Becomes a Judge 


Soon after hanging out his shingle as 
a practicing lawyer young Davis was 
elected state’s attorney and also city 
prosecuting officer. Next, he was elected 
to the board of aldermen but gave up 
the latter post when it was found that 
the same individual could not legally 
there hold the other public offices and 
also be an alderman. His reputation in 
the state was growing and prediction 
was that his future would be a brilliant 
one. Among those holding this belief 
was Governor Stanley C. Wilson who 
in 1931 appointed Davis a judge of the 
Vermont Superior Court. That position 
Davis occupied for five years, during 
which he became a popular and _ suc- 
cessful judge but he began to feel the 
confining character of the judgeship and 


Judge Davis on a favorite mount. 


——. WF 
__ emia VAY. FASTERN 
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not desiring to continue a lifetime tenure 
in such a post he returned to private 
practice. In the meantime, Governor 
Wilson had left the service of the state 
and formed with J. Ward Carver and 
F. Ray Keyser a law firm which they 
asked Davis to join, and he did. Wilson, 
who had studied law in the noted office 
of Dillingham, Huse and Howland, 
Montpelier, had been a judge of the Su- 
perior Court of Vermont, Speaker of 
the Vermont House, member of its Sen- 
ate, and had been twice elected Ver- 
mont’s Governor. Carver, one of the 
best trial lawyers in the state, had been 
an Attorney General of Vermont. Key- 
ser was a former state’s attorney. The 
new firm became known as Wilson, Car- 
ver, Davis and Keyser, and for four 
years did a statewide practice. 


Appointed National Life’s General 
Counsel 


The first contact with the insurance 
business which Mr. Davis had was when 
he was engaged by the National Life 
to do a research job in connection with 
a legal setup and in that function came 
under the close review of Fred A. How- 
land, then chairman of National Life, 
and Elbert S. Brigham, its president. 

Brigham asked Davis if he would en-. 
ter the permanent employ of the com- 
pany as general counsel. At first re- 
luctant to leave private practice he even- 
tually went with the company, the di 
rectors also having been persistent, too, 
in wanting him to come there. Mr. 
Davis built up the legal department with 
new associates, and in three years had 
so demonstrated his worth to the com 
pany that he was elected vice president 
and general counsel. In 1950 he was 
elected president. 


Business Purchase Agreements Book 


Since joining the National Life, Judge 
Davis has found time to prepare consid- 
erable literature which was written pri- 
marily for the field and has been unusu- 
ally helpful to agents. Most of the liter- 
ary material has emphasized business in- 
surance. His style is simple, explanatory 
and easy to follow. Best known of his 
works is “Recent Developments in Life 
Insurance and Business Purchase Agree 
ments,” which book, when published in 
1950, was a revised second edition of 
a booklet under the same title written 
five vears before. This was recently 
brought up to date by a talk delivered 

(Continued on Page 17) 


ee | 








Page 4 











Career of L. Douglas Meredith 


Executive Vice President of National Life Is Chairman of 
Finance Committee and a Director of Company 


L. Douglas Meredith, executive vice 
president, National Life of Vermont and 
chairman of its committee on finance as 
well as being a director of the com- 
pany, has long been a noted figure in 
the insurance and investment fields. The 
company’s role in the mortgage loan and 
investment real estate arena has been 
an outstanding one, also, sometimes be- 
ing of a pioneering nature. Leading up 
to the prestige he has won as a financial 
and investment officer is a colorful back- 
ground. 

A native of Pennsylvania, holder of a 
number of college degrees and a Phi 
Beta Kappa, he has been a university 
professor, a newspaper and magazine 
writer, Commissioner of Banking and 
Insurance of Vermont and a nationally 
known lecturer on economics and’ fi- 
nance. 

When a Syracuse University sopho- 
more of which college he is now an 
alumni trustee, he began reading Stock 
Market pages as a hobby; got a kick out 
of making stock and bond transactions 
on paper. 

Early Became Interested in Economics 

Born in Scranton he had practically 
decided upon becoming a chemical en- 
gineer and won honors in chemistry at 
Bucknell University. But, he also found 
himself more interested in reading about 
business and studying the equations of 
economics than he was in the equations 
of chemistry. Accordingly, he trans- 
ferred to Syracuse University where he 
specialized in economics, and there it 
was that he took up stock trading on 
paper as a hobby. Evidence that he 
then had nothing but paper and pencil 
to trade with was disclosed by the fact 
that he spent his summer vacations 
working with a crew of carpenters and 


managing A. & P. stores to meet col- 
lege expenses. Even at that, he bor- 
rowed money to complete his college 


course but of debt within 90 
days after graduation. While at college 
he did considerable debating and during 
his senior year was an economics in- 
structor. Winding up with a Master of 
Arts degree he planned to become an 
instructor there, but when offered an 
assistant professorship at University of 
Vermont he accepted it, held the posi- 
tion for three years and managed to 
save enough to attend Yale University 
graduate school in 1930-31 where he got 
a university Fellowship. He returned to 
University of Vermont in fall of 1931. In 
1933 Yale conferred upon him the degree 
of Doctor of Philosophy and that fall he 
became secretary to the Vermont Bank- 
ers’ legislative committee. He also gave 
courses for the American Institute of 
Banking in Barre and Burlington. At 
the time he was also writing editorials 
for the Burlington Free Press on eco- 
nomic subjects. 

Joined National Life as Investment 

Analyst 

Mr. Meredith joined National of Ver- 
mont as an investment analyst and in 
1938 went on the finance committee. In 
the following year he was appointed as- 
sistant to the president of National Life 
of Vermont, being elected treasurer in 


was out 
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1940, vice president in 1943, chairman of 
the finance committee in the following 
year and became executive vice president 
in 1947, 

In 1952 Mr. Meredith was named 
chairman of a committee which later 
spent two years in studying the field 
of taxation for the state. Also, he served 
a three-year term as a member of the 
Residential Real Estate Credit Advisory 
Committee of the Federal Reserve Bank 
of Boston. 


His Many Activities 


Currently, he is a director of Keystone 
Junior College of LaPlume, Pennsyl- 
vania; a member of the National Plan- 
ning Committee of New England; a di- 
rector of the Central Vermont Public 
Service Corporation, the Vermont Mu- 
tual Fire Insurance Co., the Northern 
Mutual Fire Insurance Co., and chair- 
man of the education committee of Asso- 
ciated Industries of Vermont. He is a 
member of the New England Textile 
Committee, appointed by Governor of 
Vermont to represent the public of that 
state. He is a vice president and mem- 
ber of the executive committee of New 
England Council, a member of regional 
committee under Voluntary Home Mort- 
gage Credit program; chairman of 
Greater Vermont Association’s transpor- 
tation committee. 

He is a member of American Economic 
Association, University Club of New 
York, Metropolitan Club of Washing- 
ton and St. Botolph Club of Boston. 
Also, he is a 32nd degree Mason. 

Among other posts he has held are 
these: member of board of governors, 
Mortgage Bankers Association of Amer- 
ica; director of the National Committee 
on Housing, and a member of the Con- 
struction Industry Advisory Council, 
Construction and Civic Development 
Committee of the Chamber of Commerce 
of the U. S. and is a member of the 
executive committee of Associated In- 
dustries of. Vermont. Mr. Meredith is 
author of: two books. His “How to Buy 
a Housé,” published by Harper & Bros., 
headed the list of the ten best volumes 
in the real estate field published during 
1947. His first book was “Merchandis- 
ing for Banks, Trust Companies and In- 
vestment Houses,” He has written ex- 
tensively for insurance and finance peri- 
odicals. In 1948 and in 1952 Life maga- 
zine appointed him one of a group of 
experts to ‘participate in Life Round 
Tables on Housing. In 1952 he was a 
lecturer of the S. S. Huebner Founda- 
tion, University of Pennsylvania, and he 
lectured in 1949, 1950 and 1951 at Life 


National Life’s Mortgage Loans 
And Investment Real Estate 


National Life on December 31, 1954, 
had approximately 68% of its admitted 
assets invested in mortgage loans and 
investment real estate. 

Of the admitted assets 32.6% were 
invested in loans insured by the Fed- 
eral Housing Administration, and 16.7% 
in loans guaranteed in whole or in part 
by the Veterans Administration. 

Most of these investments were on a 
monthly payment basis and, conse- 
quently, tend to liquidate themselves 
over a relatively short period. 


Pioneering Loans 


The National Life has been very ac- 
tive in entering new fields and new 
phases of home lending. It was one of 
the first life insurance companies to en- 
ter the field of FHA loans, and for 
many years held in its portfolio the first 
loan on which insurance was completed 
by FHA. National Life was the first 
life insurance company to enter the 
VA loan field 

The company’s purchases of FHA and 
VA loans since the inception of these 








programs and the December 31, 1954, 
balances are outlined below: 
ORIGINAL PURCHASES 
Number of Loans Amount 
PIMA <whcles cess s eee 61,648 $451,995,745 
WAS kkingsesnabsaseee 24,273 136,899,515 
85,921 $588,895,260 
DECEMBER 31, 1954 PORTFOLIO 
Number of Loans Amount 
BEEP. so ejccneawnissiapis Lf $192,641,092 
NAS Gukgrokanninas ore 99,255,697 
45,737 $291,896,789 


Packaged Mortgage Loans 


National Life was the first national 
lender to make packaged mortgage 
loans. The packaged mortgage loan plan 
was announced on April 6, 1945, and rep- 
resented a real innovation in the field of 
mortgage lending. This is a plan of 
financing which permits the borrower to 
include household equipment such as 
refrigerators, ranges, home _ laundries, 
and so forth, as part of the real es- 
tate, and thus within the lien of the 
mortgage. The modern concept of 
kitchen equipment as part of the house 
made a new procedure for its financing 
very attractive to prospective home pur- 
chasers. 

The plan of the packaged mortgage 
has numerous advantages over other 
types of financing. The payments for 
the equipment, instead of being concen- 
trated in a short period of two or three 
years, are spread out over the entire 
life of the loan which may be 15 or 20 
years. The payments are uniform for 
the entire period, and the total burden 
per month is reduced during the early 
years. The rate of interest paid for 
financing the equipment is exactly the 
same as that paid for financing the rest 
of the house. Furthermore, the financ- 
ing of the equipment becomes an inte- 
gral part of the over-all financial pro- 
gram and pattern which has been care- 
fully worked out for the purchase of 
the house. 





Officers Investment Seminar of ALC 
at Beloit College. In 1949 he was given 
the scroll of honor award of Keystone 
Junior College Alumni Association. 

In Vermont civic, state and church af- 
fairs he has been chairman of Vermont 
State Merit System Council, a member 
of Vermont Council of Safety, state 
chairman of Vermont Naval Officers 
Procurement Advisory Committee, and 
vice chairman of Vermont War Finance 
Committee. He was secretary-treasurer 
of Vermont Division of the New Eng- 
land Council and is a member of finance 
committee of the Vermont Congrega- 
tional Conference and a director of Hea- 
ton Hospital, Montpelier. 

Mrs. Meredith was Laura J. Parker 
who was a fellow member of University 
of Vermont faculty. 


_ granite. 


“Open-End” Provision 


National Life also was among the firs; 
companies to include the “open-end” 
provision in its mortgage loan contracts, 
Under this plan, the borrower, with the 
consent of the lender, may increase his 
loan without rewriting the loan. In 
other words, this involves the lending 
of additional funds which are secured 
under the first lien obtained when the 
original loan was made to the borrower. 
In addition to the usual requirements oj 
satisfactory security, a satisfactory re- 
payment record on the original loan, and 
adequate prospects for the continuance 
of the borrower’s ability to repay, there 
are usually only two other requirements 
which the borrower must meet. The 
additional loan, when added to the un- 
paid balance on the original contract, 
must not exceed the original indebted- 
ness, and the increase must be amortized 
within the term of the original loan. 


Enters Installment Financing Field 


The most recent innovation in life in- 
surance investments adopted by National 
Life has been its entrance into the field 
of installment financing. This was un- 
dertaken only after extensive and in- 
tensive study of the field, and to date 
has been confined to the financing of 
mobile homes. The company to the end 
of the year had purchased more than 
$1 million of this paper, and was rapidly 
accelerating its daily rate of acquisi- 
tions. 

The investment portfolio of the Na- 
tional Life Insurance Co. is a bit unique 
in that while only 5% of the assets con- 
sist of United States Government bonds, 
47.8% of the ledger assets consist of 
U. S. Government bonds and other gov- 
ernment obligations in the form of in- 
surance and guaranties. 





National Life Directors 


The National Life has a board of di- 
rectors who are noted figures in states- 
manship, banking, education, railroading 
and business. Company officers on it 
are President Davis and Executive Vice 
President Meredith. 

Chairman of the board is Ernest M. 
Hopkins, who was for 29 years president 
of Dartmouth College; was a_ former 
president of Woodrow Wilson Founda- 
tion, and has won distinction also in 
business and industry. These are the 
board members: Ralph Edward Flanders, 
United States Senator from Vermont, 
Edward Sanborn French, a former presi- 
dent of Boston and Maine Railroad and 
Maine Central Railroad. He is also 
chairman of the’ board of directors 0! 
both railroads and of Jones and Lamson 
Machine Co., Springfield, Vt. 

Lewis Blair Williams, chairman of the 
board of National City Bank of Cleve- 
land, and was chairman of the board 
of Federal Reserve Bank of Cleveland 
John Roy McLane, a prominent lawye! 
in Manchester, N. H., and president of 4 
bank there, was chief of the Industrial 
Relations Board, og hee re Corps, 
U. S. Army during World War |}. Lat- 
rence F, Whittemore, a eel presi- 
dent of New York, New Haven & Hart- 
ford Railroad and former president of 
Federal Reserve Bank of Boston, '§ 
chairman and president of the Brow? 
Co. of Berlin, N. a. : 

Geoffrey Smith is president of Giraré 
Trust Corn Exchange Bank oi Phila- 
delphia. John H. Patrick is one of the 
leading business men of Vermont and 
has been a member of the Senate 


| 


that state. Harold D. Hodgkinson is 
treasurer and general manager of Vil- 
liam Filene Sons Co., a leading Bosto" 


department store. Robert S. Gillette 1 


president of Rock of Ages Corp., which 
manufactures memorials from Vermon! 


Joseph G. Davidson, vice pres 
and Carbon 


know! 


of Union Carbide 
internationall) 


dent 
Goro; 41s .an 
chemist. 
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A phenomenal achievement in life in- four were from Vermont. ; often could not be obtained or when istic in his make-up. He was sure of 

“As a paper organization this was written were limited with restrictions his position when taken, strong in its 


surance is that a company could be 
formed in a city of less than 10,000 popu- 
lation, located in a mountainous sector 
of the country not easily accessible by 
transportation routes, and grow until it 
reached a stature of being one of the 
best known life insurance institutions of 
the United States. Such a company is 
National Life of Montpelier, Vermont, 
the state’s capital. 

When the National Life wrote its first 
policy 105 years ago only nine legal re- 
serve life companies had been founded 
in the nation. This policy was issued on 
January 17, 1850, anniversary of Ben- 
jamin Franklin’s birthday which later 
was to be generally observed as Thrift 
Day. 

In that span of more than a century 
of expansion the company on December 
31, 1954, had passed the insurance in 
force mark of $1.5 billion and its assets 
had grown to $590,000,000. Its investment 
income for 1954 earned a net 3.43% after 
taxes. Of the company’s general agen- 
cies one of them—Harold T. Dillon, At- 
lanta—had a production last year of 
$18,000,000. Three of the principal mem- 
bers of the Million Dollar Round Table 
—John J. Kellam, CLU, of New Canaan, 
Conn. and Robert R. Burroughs of 
Manchester, N. H., and Mr. Dillon—are 
general agents of the National Life. 


Influence of Green Mountains Environ 


In the opinion of students of life in- 
surance the environ of National Life, 
the Green Mountains of Vermont, has 
played an important role in its suc- 
cess. Explaining this a representative 
of the company said: 

“It is natural that the idea of life in- 
surance should take such firm root and 
grow so progressively in. Vermont. Home 
protection was an ideal that burned 
hercely in the hearts of early Vermont- 
ers. Ethan Allen’s Green Mountain 
Boys were organized not to fight the 
British as may be generally thought, but 
to repel holders of questionable land 
grants who were threatening to seize 
established homes in what is now Ver- 
mont. Under Ethan Allen Vermont be- 
came very much like Switzerland under 
William Tell; it established itself as an 
independent ‘republic, and never in its 
history did it bow to any foreign yoke. 
Rugged persistence, self-reliance and 
thrift have from its earliest days been 
characteristics especially associated with 
Vermont, and it was Vermonters, earlier 
than people in most states, who took up 
the idea of life insurance.’ 


Chairman Hopkins Discusses Company’s 
Early Days 


Discussing the formation of the com- 
pany Ernest M. Hopkins, chairman of 
the National Life’s board and former 
President of Dartmouth College, said to 
the writer: 

“The National Life was conceived and 
founded by an out-of-state promoter of 
good repute, with a reputation as a 
financial genius and a record of success 
in previous enterprises. Apparently, 
Vermont, seemed to him to offer a par- 
ticularly propitious environment for de- 
velopment of the project he had in mind 
when he arrived in Montpelier. He set 
rd a board of directors having dis- 
‘inguished names, and headed by the fa- 
Nous statesman, Henry Clay of Ken- 
phy. Eight of these directors were 
tom seven widely distributed states and 





highly impressive, but with transporta- 
tion what it was in those days the per- 
sonnel of the legal corporation repre- 
sented an absentee control. The signifi- 
cance of this apparently seemed some- 
what dubious to the Vermont representa- 
tives upon whom responsibility was to 
devolve for direction and management 
of the company. These latter obviously 
decided that the organization should be 
in the hands of a personnel in a position 
to give its affairs careful and informed 
attention. Of course, in 1955 when in 
time and convenience of travel a couple 
of thousand miles is covered as easily, 
if not more so, than 25 miles was a cen- 
tury ago, the geographical distribution 
of the directors desired by the founders 
is possible without loss of frequent and 





especially relating to travel. 

Among those embarking on journeys 
far distant from New England were nu- 
merous Vermonters. That was the situa- 
tion when in 1848 Benjamin Balch ar- 
rived in Montpelier from Massachusetts 
with the idea that he could interest 
Vermonters in founding a company with 
headquarters in Montpelier, a company 
which among other risks would be will- 
ing to write insurance on those leaving 
their native soil for distant parts. One 
objective was nationwide operations. 
That accounted for the name of National 
which was finally adopted. 


Dr. Julius Y. Dewey 


Balch was well received in Montpelier. 
He had been successful in helping es- 


One of historical drawings used by National Life in its advertising. Caption for the 
ad reads: “Love of Home literally put Vermont on the Map—‘We owe no allegiance; 


we bow to no throne, Our ruler is law, and the law is our own.’ 


From the Song 


of Vermonters, 1779.” 


direct participation of the directors in 
formulation of the policies of the com- 
pany. And in numbers and informed 
solicitude for the nature of the manage- 
ment the directorate remains the com- 
pact body sought in the changes of a 
century ago. As to the quality of the 
management and the nature of the per- 
sonnel of the company now, after ten 
decades, I can speak, I think, with full 
knowledge and complete confidence in 
saying that high as standards of the 
company have been in the past they 
have never been higher than today.” 


Insurance on New Englanders Going to 


California Gold Mines 


The National Life started writing poli- 
cies in 1850 although legally born in 
1848. It was during a time of great ex- 
citement throughout the country over 
discovery of the California gold mines 
resulting in heavy emigration by East- 
erners to the midwest as well as the 
far West. Some especially long and te- 
dious voyages were those by ship around 
Cape Horn. Other journeys were often 
fraught with danger of attacks by In- 
dians and highwaymen. Life insurance 
coverages on such risks were in demand; 


tablish a company in Worcester, Mass.— 
the State Mutual. In the Vermont capi- 
tal he quickly got support from leading 
citizens and the company came into be- 
ing. Most interested of all in the project 
was Dr. Julius Y. Dewey, the leading 
physician of Montpelier. Among others 
were Timothy P. Redfield, who had been 
a Supreme Court justice; Paul Dilling- 
ham, later to be Governor of Vermont; 
and William C. Kittredge, Speaker of 
the Vermont General Assembly and la- 
ter a State Supreme Court justice. But 
the man who exerted the most influence 
in launching the organization and in its 
early days was Dr. Dewey, who became 
medical director of National Life of 
Vermont, a general agent and for years 
was its creak 

Dr. Dewey came from vigorous Puri- 
tan stock. Born on a farm in Berlin, Vt., 
in 1801 he was graduated in medicine 
from University of Vermont in 1824, his 
strength of character and_ professional 
skill winning a large medical practice. 
In an address at the National Life’s 
semi-centennial anniversary United 
States Senator Dillingham spoke thus 
of him: 

“There was not a negative character- 


advocacy and extraordinarily forceful in 
securing the object for which he set 
out.” Admiral George Dewey who de- 
stroyed the Spanish fleet at Manila was 


one of his sons. Another was Charles 
Dewey, who became National Life’s 
president. 


Impressive Board of Directors 


A board of directors was appointed 
by the new company which included 
Robert Dunlap, former Governor of 
Maine and long a Congressman; Julius 
Converse, afterwards Governor of Ver- 
mont; John A. Page, a Montpelier 
banker who became Vermont State 
Treasurer; United States Senator Wil- 
liam Upham; Congressman Lucius B. 
Peck; Joseph H. Barrett who later was 
appointed U. S. Commissioner of Pen- 
sions; William C. Houck, former Gov- 
ernor of New York; Samuel S. Phleps, 
United States Senator; and Nathaniel 
H. Eaton, a leading Vermont publisher 
and editor. 

It was not long after the company 
was organized that it began to write 
policies on travelers en route to the 
gold fields of California. The first death 
claim was received on May, 1850, when 
a policyholder who had gone to Califor 
nia died. Receipt of that claim so shortly 
after operations started was a shock to 
the directors, but, making a quick re 
covery, they pledged their personal re- 
sources to pay the loss. 


Had Services of Elizur Wright 


In its early days the company engaged 
as actuarial consultant the services of 
the top scientific and mathematical 
mind in the business—Elizur Wright, 
founder of state insurance supervision, 
and Massachusetts Insurance Commis- 
sioner. 

Among activities of National Life 
which have been outstanding are its 
mortgage loans and real estate invest- 
ments which are described more in de 
tail elsewhere in these articles. 

The idea of allowing cash surrender 


values was adopted by National Life 
during its first year in business, and 
that was many years before any state 


in the union required by law the pay- 
ment of the cash value on the surrender 
of the policy. In 1879 the National is- 
sued an “insurance bond” endorsing in 
the policy the values payable on surren- 
der, an act which Elizur Wright called 
an important step in fair dealing in the 
history Ms life insurance. 

The National Life was among the first 
to allow the insured to borrow upon his 
policy the full amount secured by its 
cash value, and this was some years 
before policies contained any such agree- 
ment as is now the custom, 

The company was a pioneer in this 
country in issuing a. Graded Premium 
life policy which it did back in the early 
days of the depression of the early ’30's. 
In Canada at least one of the domestic 
companies there had offered such a plan 
prior to its introduction by the National. 

The National has specialized in life 
insurance for the home and family, the 
protection of partnership and corpora- 
tions, and has written no Group or 
Weekly Premium insurance. 


Its 1954 Record 


The company sold approximately $193 
million of new insurance in 1954 which 
was 17.9% more than in 1953 and was 
the largest annual business in history of 
the company. Its 1954 dividend scale re- 
flected a 28% increase in total dividend 
payments over the previous year. And 
its $1.5 billion in force is a fine testi- 
monial to public appreciation of the com- 
pany as well as to the institution of life 
insurance. 
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New Hancock Policy 


Equitable Society Names 


Accept Purchase Offer for 
Midland National Life 


John Hancock District 





A new policy — eee: — Persha and Metcalf Managers Agency Opened in Miami 
snipe living gs en “3 “es squeal Two new agency managers have been The executive committee of Midland In line with a program of expansion ] 
ance ope life, a _ a appointed by Equitable Society. They National Life, Watertown, S. C., an- in the southeast territory of the United of 
rete y a ; —_ ' ancock. wg ant are Joseph J. Persha, who succeeds nounced that offers for the purchase of States, the John Hancock has announced 17 
oe = pinion . = = nai osetia , ne William C. Moore at Great Falls, Mont., a controlling interest in the company by the opening of a district agency in } 
- Pomesrncage a : a apd pO'- and Robert D. Metcalf who replaces C. W. Murchison have been accepted. Miami, Fla., with Alfred Keefe as dis. anit 
cies tor ages oO at issue. ie sum : . . ° yt? ¢ 
insured per policy ranges from $1,000to Dwight E. Lambert at Sacramento, Cal. Subject to FCC approval, applied for, the trict manager. Pal 
$2,999 on premium notice business and Mr. Persha was graduated from the Texas oil millionaire will own or control Joining with Mr. Keefe in the open- age 
from $500 to $2,999 on monthly debit University of Montana and earned his approximately 38 thousand of the 50 ing of the new office are assistant dis- bi 
—— limited to 20 th master of education degree at Columbia thousand shares of stock which have trict managers Carl G. Berns and Melvin the 
ain Hee rth iho seg sade 4 of $250 per University. In Shelby, Mont. he was been issued by Midland. R. Van Voorhis. sior 
$1,000 of sum insured available to the @Ppointed principal of the junior high The Federal Communications Commis- Although this is the first Hancock the 
insured at the end of 20 years if the school at the age of 19, was mamed sion must approve the application for pricy gor Aha aig tog la Ps te 
policy is then in full force. superintendent of schools at 21 and was the sale because of the company’s own- Cine saaveeueaan Wy Senate! 7. - she 

The cash benefit is considered a “Pure voted “Outstanding Young Man” in 1944. hi 5 aii. aabide KWAT. A “a 4 hee seneral Agent E. 
Endowment” since it is contingent upon Joining the Equitable at Shelby as a ae ae ae eee ee oe eee ee ee with a age 
the insured’s being alive on the due date. part-time representative in 1943, he re- proval is anticipated within 30 to 40 main office in Jacksonville, and a num- gen 
The insured may elect to apply the pure signed the school superintendency in days according to Alan L. Austin, sec- ber of Group department representatives, hah 
endowment to the purchase of paid-up 1945 to devote himself to a full-time retary and general counsel for the com- Mr. Keefe served as agent and assis- ii 
insurance, subject to evidence of insura- career with the society. An appointment pany. ; ‘ : tant district manager in San Francisco pres 
bility. Whether the pure endowment is as district manager in Great Falls took Midland’s executive committee, com- before being appointed district manager A 
paid in cash or applied to purchase paid- place the following year. posed of Frank L. Bramble, chairman of “8 Seattle, Wash., in August, 1940, when Mas 
up insurance, no further premium pay- Mr. Metcalf is a native of Sacramento. the board, John W. Ehrstrom, president, that cy was in its early develop- E. 
ments are required and the policy may He _ gained life insurance and other C. L. Chase, vice president, and Mr. “ieee “4 yagpeacent a 1952, he was trans- De 
be continued in force as a fully paid-up business experience there before and Austin, also announced that offers on ferret to the company’s regional organi- Fine 
policy. during his attendance at Sacramento behalf of Mr. Murchison to purchase the ation, where he has gained well. 

“The new policy presents another ex- Junior College. remainder of the stock now held by all rounded experience in the over-all John Mas 
ample of the emphasis which is currently During World War II, Mr. Metcalf other stockholders were mailed out on ee Facer age’ ; Dist 
placed on payments to living policy served in the Army Air Force, achieving March 23. ; Sent S88 ern Sr oer COmanay s siati 
owners,” Paul F, Clark, president of the an outstanding combat record which in- Mr. Murchison and his two sons have ¢mployment since November, 1947, and Grot 
John Hancock, said in announcing the cludes the Distinguished Flying Cross been interested in the insurance field for has served as assistant district mateger M 
new issue.” and the Air Medal with four Oak Leaf a number of years, and own the Atlantic @t a | Park (Chicago) since Novem- heli 

clusters. After his separation from serv- Life, Richmond, Virginia and Lamar ber, 1952, He held fourth position in the : 
company’s President’s Club in 1954, we 



































i i i i Life of Jackson, Miss. 
| oe ee ee ee: ee Mr VanYoorhie jmed he jon f= 
Home Life Basketball Champs moted him to district manager there sence, 5 November, 1949, and was 
nay p in 1947. i : : appointed assistant Manager at Fort 
In City’s Industrial Games Mr. Moore, while retiring from mana- Colonial Anniversaries Wayne, Ind., in 1953. Sc 
The basketball championship of the gerial work at Great Falls, is continuing Four employes of The Colonial Life, I 
ed York, City Industrial Recreation oven he peg as a gry Mr. with a total of 115 years of continuous nell 
ederation ‘was won by Home Life on ambert wi evote full time to per- service, were honored at a_recent Spin- 
March 23 when it defeated Kenyon & sonal production with the Equitable in ners Society luncheon in East a, _ Hear Holgar J. Johnson = 
Eckhardt advertising agency, 64-61. Sacramento. N. J. The Spinners Society is a Colonial Today’s widespread recognition on the 4 ’ 
More than 30 company teams, represent- Life employe organization of active and Part of American business of its four- rs 
ing New York’s industrial commercial, inactive members with a minimum of 25 fold responsibility for developing human he 
advertising and insurance fields, partici- . . years of service. relations is one of the healthiest factors n P 
pated in the championship events. Pre- Equitable Unit Managers The four employes honored at the m the social-economic outlook of the be i 
viously, Home Life had won the city’s Equitable Society has announced the luncheon were: Nicholas Van Wattingen, "ation, Holgar J. Johnson, president ol yer: 
Insurance League title losing but one appointments of seven new unit man- head of the purchasing department, Se- Institute of Life Insurance, said in ad- Nees 
game and that was to Yorkshire Insur- agers. The appointees, their territories caucus; Mrs. Emma Colucci, Industrial dressing the luncheon session of the — 
ance Co., 57-52. The Home Life pre- and agencies are: policy department, Jersey City; Ellen lth annual meeting of the Commercial rac 
viously had defeated Yorkshire, 52-42. A. Douglas Maas, San Francisco (A. D. McGlinchy, central files, Jersey City; Chemical Development Association re- ye 
The largest score victory of Home Life Hemphill, San Francisco); Daniel S. Mc- and William Haile, senior home office cently in New York City. Mr. Johnson — 
was against Chubb & Son team, 107-43. Leod, Sioux City (C. W. Poole, Des representative, underwriting department, cited the great changes in public atti- 
Home Life’s player-manager was Don- Moines); Walter R. Sapp, Pittsburgh Brooklyn. tudes that have come about in the past 
ald Moyle who succeeded Peter Town- (J. D. Kennon, Jr., Pittsburgh); Wal- President Richard B. Evans presented decade or two. : Post 
send who entered military service. ter S. Speir, West Palm Beach (A. R. gold wrist watches to Mrs. Colucci, Miss “In the present-day social and eco- 
Among Home Life’s squad players are Cassidy, Jacksonville); Edmund P. Steel, _McGlinchy and Mr.. Haile, who marked nomic atmosphere, it is practically a 
Edward Smith, formerly of New York Trenton (M. P. Dickenson, Philadel- 30th anniversaries, while Mr. Van Wat- necessity that a business fulfill its mul- \| 
Knickerbockers; Raymond Brennan, phia); Stanley S. Watts, Norfolk (J. S.  tingen became eligible for membership _ tiple public relations _ responsibilities,” Bb: 
Robert Clarke, William Kotary, Nelson Ferebee, Richmond), and Lee P. Winkler, in the Spinners Society on the occasion Mr. Johnson said. “Each and_ every ie P 
MacCallum, John Mahoney, Wayne New York (Milton Weiner, N. Y. C.). of his 25th anniversary. business has a responsibility to its own- Jy. 
Whittemore and Allan Wright. ers, to its employes, to its customers Jj." 
memes § "(0 (ie community as a whole for I. 
the development of the best possible a 
program of human relations. Under to- ee 
ohn F. Konrad’s New Post day’s conditions, all business and all in- ved 1 
_ F, Konrad, a_ specialist a the FOR AGENCY DEPARTMENT STAFF sean pore poe ‘by — of saggy od ap- i: 
Orthwestern Mutual Life, has become 968 ° proval and yet approval requires a roa 2 
i y mater se Soare, Sasce Mame es ye A mutual life insurance company located in New England understartding and appreciation of inter J hi 
company. In —. . ieee ae seeks the services of a man to assist with agent training and beakers igor: true public sec in ha 
Vice President D. C. Slichter saic y F ce ° ° ions, employe relations and community nee 
aia SHIN aiaiiiniss: Ela. Osniic. Ga she preparation of training material and sales aids. Please state relations.” ‘Be Tem 
bavesiannet field neoprnnen _ Soto details of all previous business experience, personal history Citing haw stipe nay 98 - the rs “a subste 
Thornborrow, manager of public utility e P " surance Dusiness in developing its fu fear 
 escnec ety s F and salary required. Our staff knows of this ad. Write Box ean Weleda Seems, Tis. Joluiees _ 
Mr. Konrad went to Northwestern 2303, The Eastern Underwriter, 93-99 Nassau Street, New said that for 16 years it has been er (class 
Mutual in 1954 after eight years with York 38. N. Y gaged in an intensive two-pronged pro- family 
the Wisconsin Public Service Corpora- = ea be eid gram: telling the story of life insurance HM |... 
tion, where he specialized in rates and to the public and reporting public att! ak 
economic research. lL ivora 
being 
before 
have l 
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Kenneth F. Antoine Retires 
From the John Hancock 


Kenneth F. Antoine, agency secretary 
of the John Hancock, has retired after 
17 years of service with the company. 

Mr. Antoine entered the life insur- 
ance business in 1924 as an agent for 
Paul °. Clark, who was then general 
agent for the John Hancock in Boston. 
in 1944, he went to the home office of 
the company as a member of the pen- 
sion trust salary deduction division of 
the Group department, and in 1947, 
transferred from that department to 
the general agency department as an 
agency assistant. He was promoted to 
general agency secretary in 1953 and 
has held that position up until the 
present time. 

An active Mason, Mr. Antoine is Past 
Master of the Joseph Warren Lodge, 
F & A. M., Boston; Past District 


Deputy Grand Master of the Boston 
First Masonic district; a member of the 
First Worshipful Masters Association in 
Massachusetts; a member of the Past 
District Deputy Grand Masters Asso- 
ciation; and a member of the Taleb 
Grotto of Quincy. 
Mr. and Mrs. 
home in Wollaston, Mass. 
two sons, Kenneth F., Jr., 
and two granchildren. 


Antoine make their 
They have 
and DeLacy, 





Southland Appoints Popma 


Leonard J. Popma, Jr., has been ap- 
pointed agency manager at Portland, 
Ore, by Southland Life Co. 

Born in New York in 1920 and edu- 
cated in the East he has long been a 
resident of the Pacific Northwest. He 
joined Southland in 1951 as an agent 
in Portland. On January 15, 1953, he 
became supervisor in the Portland 
agency. After World War II service he 
became affiliated with the State Vet- 
erans Administration at Portland, later 
becoming head of the collection depart- 
ment for veterans’ loans. 





Postal Life Announces 


Underwriting Revisions 

Along with its newly revised rate card, 
just published, Postal Life of New York 
has reduced its premium waiver rates, 
lowered the extra premiums on each of 
its substandard ratings, is writing Term 
—including its decreasing Term riders 
and policies—to 500%, and has liberal- 
ved its underwriting of many occupa- 
tions and diseases. The changes were 
effective March 1. 

The premium rate on the premium 
waiver benefit for women has been cut 
in half, the premium waiver rates are 
now the same for females as for males. 
Term policies and riders are now written 
Res ap to 500% (class P) except 
lor the five-year renewable and conver- 
ible term which can be written to 250% 
(class F). This 500% rule includes the 
‘amily income riders and mortgage re- 
lemption policies. Many occupations 
“me diseases are now given much more 
Wworable ratings. Substandard cases are 
being underwritten more liberally than 
‘ctore, and the premiums for each class 
“- been substantially reduced. 

Saul Rosenthal, vice president and ac- 
ary of Postal, said, “We hope the 
lower premium waiver rate will encour- 
= our brokers and surplus writers to 
Tess this important coverage. 








Woodward, Ryan, 
Sharp & Davis 
Consulting Actuaries 


55 BROADWAY, NEW YORK 6 
Telephone HAnover 2-5840 
“Wetec: 








James P. Graham, Jr., Forms 
Aetna Life Partnership 


James P. Graham, Jr., general agent 
for Aetna Life in Baltimore since 1937, 
has announced the formation of a part- 
nership with Harry I. Warren III of 
Baltimore and Ruxton, Md. The new 
firm will be known as Graham and War- 
ren, general agents, and will continue to 
represent the Aetna Life in that area. 

Mr. Graham has been affiliated with 
the Aetna as general agent for the past 
29 years, having represented the com- 
pany in New York City and Springfield, 
Mass., prior to his appointment in Balti- 
more. 

Mr. Warren began his life insurance 
career in 1935, serving successively as 
associate agent, supervisor, and general 
agent for several other companies in the 
field. He served as a member of the 
House of Delegates, Maryland Legisla- 
ture, during 1938-1950 and as a member 
of the Maryland Legislative Council in 
1941 and 1942. He has also been active 
on various committees appointed by the 
governor since his release from active 
duty with the Navy during World 
War II. 

Born in Philadelphia in 1911, Mr. War- 
ren attended the University of Virginia 
and John Hopkins University. 


Deans Guests of LIAMA 


Fourteen deans of college business ad- 
ministration schools were guests of the 
Life Insurance Agency Management As- 
sociation in Hartford for the fifth an- 
nual Deans meeting sponsored by that 
organization’s relations with universities 
committee. 

Presiding over the sessions was A. 
Rogers Maynard, second vice president, 
Metropolitan Life and chairman of the 
committee. Charles J. Zimmerman, man- 
aging director of LIAMA, described the 
life insurance business today and dis- 
cussed factors that may affect its future. 

Holgar J. Johnson, president of the 
Institute of Life Insurance, described 
the work of that organization, with em- 
phasis on the summer workshop pro- 


gram. LIAMA research director S. 
Rains Wallace outlined association re- 
search activity and William O. Cum- 


mings, senior consultant, told of the to- 
tal LIAMA program. Dr. Davis W. 
Gregg, president of the American Col- 
lege of Life Underwriters, and Herbert 
C. Graebner, dean, told the story of 
educational opportunities in life insur- 
ance. John L. Lobingier, LIAMA’s di- 
rector of public relations, outlined func- 
tions of the major life insurance trade 
associations, 
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Colonial Life Aviation 
Ratings Liberalized 


A substantial reduction in the 
premiums formerly required for civilian 
an- 


extra 


and military aviation risks has been 
nounced by Colonial Life. 

Civilian pilots and crew members on 
scheduled passenger airplanes in the 
United States or Canada, including pilots 
of such lines flying outside the United 
States or Canada will be written for an 
extra premium of $2.50 per thousand. 
The former extra rating was $5. 

Professional pilots flying company 
owned planes for business flying only, 
where the pilot’s qualifications, mainte- 
nance service, etc., are comparable to 
scheduled airlines, will also be written at 
the $2.50 per thousand rate, instead 
of $5 which was previously charged. In 
select cases, non-commercial pilots over 
age 30 with 1,000 hours experience will 
also be considered for the $2.50 per thou- 
sand extra premium. 

An extra premium of $5 per thousand 
will be charged for civilian pilots and 
crew members engaged in non-scheduled 
flying, instructing, charter, sightseeing, 
photogr: iphic, ete. and also for private 
non-commercial pilots and student pilots 
generally. The former rate ran from 
$7.50 to $15. 

Individual consideration will be given 
to commercial test pilots and military 
flying pilots, crew members and _pas- 
sengers. 

For civilian passengers, life insurance 
and the waiver of premium disability 
benefit are usually issued on a standard 
basis without regard to the number of 
flights. Special consideration will be 
given to persons whose occupational du- 
ties require them to fly as passengers, 
such as aerial photographers and crop 
dusters. Accidental death benefit may 
be issued at standard rates if flying is 
less than 150 he urs per year. If flying 
exceeds this limit, the benefit will be 
rated one a half times standard. 


Continental Assur. Reports 
Best Day in Its History 


February 28 was the biggest day in 
the 43-year history of Continental As- 
surance for written Ordinary business. 
A total of $4,295,766 was submitted the 
last day of the month. 

In addition, February was the com- 
pany’s biggest February for written Or- 
dinarv with a total of $31,190,603, an 
increase of 21% over the previous Feb- 
ruary. This figure just falls short of 
January, 1955, the biggest month in the 
company’s history. Total for the year as 
of February 28 was $65,718,007. 

Continental’s last four months, No- 
vember, December, January and Febru- 
ary, show the company to be more than 
$22 million ahead of the corresponding 
period a year ago, an increase of 21%. 


Franklin February Sales Up 

Field representatives of Franklin Life 
of Springfield, Illinois set another record 
during February with over $35,400,000 
in new paid sales (excluding annuities). 
The total represented a gain of 21.8% 
over the same month last year, and 
Franklin paid business for the year re- 
flects an increase of 21.1%. 

The sales organization of the Franklin 
is currently celebrating the company’s 
71st anniversary with a sales campaign 
Theme for the drive is “It’s In The 
Cards,” anticipating the company’s at- 
tainment of two billion dollar mark as 
to insurance in force during the next 
12 months. 
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SOMEDAY... Jimmie will go to college. Someday 














Back of 
your independence 
stands The 
PENN MUTUAL 





you'll pay off the mortgage. Someday you'll 
retire and travel. Someday can happen .. . does 
happen...every day. We know. We see it 
happen... help it happen... for thousands of 
persons just like you. 


Our specialty is Someday—making dreams come 
true... helping people achieve financial secur- 
ity and independence. 


Some people, those with little vision, say all 
we have to sell is life insurance. That’s one 
name for our product. 


But the dad who has just watched his son 
receive a college diploma... the man who is 
finally able to deed a mortgage-free house to 


his wife... the couple retiring to Florida... 
will tell you that Penn Mutual’s business is 
putting a date on Someday. 


You can find out without obligation how to put 
a definite and practical date on that Someday 
of yours by talking with your local Penn Mutual 
underwriter. 


Like the men of the Forrest J. Curry Agency 
whose story is told on the opposite page, your 
local Penn Mutual man has been specially 
selected and trained. He will put his training 
and experience to work for you. Get in touch 
with him today. Let him develop a personalized 
Penn Mutual Independence Plan to fit your 
dreams, your needs... and your means. 


Do it before you are a single day older. 


Today, more than 600,000 people have more 
than three and a half billion dollars worth 
of security with 108-year-old Penn Mutual. 
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for 1954. 


Typical of their work is the case 
of a young engineer, father of 
three small children. He and the 
bank ‘‘own” a house. He and the 
finance company ‘‘own’”’ a car. 
He had ideas about his Someday 
but with the press of his responsi- 
bilities, he did not see his way 
clear to do anything about it. 
But an Independence Plan from 
the Curry Agency showed him 
how to make a start toward his 
Someday—a start that also of- 
fered immediate benefits such as 
financial security for his family if 
anything happened to him... 
provision for emergency pay- 
ment of his mortgage... and the 
start of a ready cash reserve. 


A Penn Mutual Independence 
Plan can put a date on your 
Someday. Let your local Penn 
tgeg underwriter show you 
ow. 


Back of your 
independence 
stands The 


THE PENN MUTUAL LIFE INSURANCE COMPANY 
INDEPENDENCE SQUARE © PHILADELPHIA 


PENN MUTUAL 














Actuaries Praise Electronic Devices 


Discussion of Subject at Society’s Recent Hotel Commodore Meeting 


Reveals Enthusiasm Over Machines; Social Security and 


Other Topics; Comments Also Given 


The discussion at Society of Actuaries recent meetings at Hotel Com- 
modore on subject of electronic devices revealed enthusiastic approval of 
these machines. In The Eastern Underwriter’s report last week of the meet- 
ings furnished by the publicity committee of the Society summaries were 
given on a number of subjects. Because of lack of space last week the 
balance of the official report of the discussions is printed herewith. These 
extracts from the report include summaries of comments on electronic 


machines and Social Security. 


Life insurance is making rapid strides 
in use of electronic equipment. Speak- 
ers from several of the large and 
medium-sized companies made confident 


and enthusiastic remarks that machines 
now available or about to be announced 
by various manufacturers would have 
significant effect on home office proce- 
dures in the very near future. 

Although it is only three years that 
the Society of Actuaries received the 
first report from its committee on New 
Recording Means and Computing De- 
vices, M. E. Davis of Metropolitan Life, 
chairman of the committee, informed ac- 
tuaries that any misgivings as to accur- 
acy and dependability of the new type 
of equipment had all disappeared com- 
pletely. The Metropolitan installed a 
Univac about 10 months ago and has yet 
to find that the central unit (the “brain” 
of the computer) has made a single 
error traceable to the machine itself. 
This experience covered computations 
and processing involving 20 million poli- 
cies with machine utilization on a two- 
shift basis per day, eight hours to the 
shift. 

Peripheral or auxiliary equipment such 
as high speed printers are proving to be 
equally as accurate. Mr. Davis reported 
that on the high speed printer used in 
his company, printing from magnetic 
tapes as a source is being done at the 
rate of 600 lines per minute. In more 
than 50,000 lines an error of only one 
character in one line has been detected 
up to the present time. 


Tremendous Time Saving 


A significant development expressed 
by several speakers was the tremendous 
progress made in reducing the time 
consumed by the preliminary work of 
programming (ie., preparing the in- 
structions for the machine) for any 
particular function to be performed. This 
observation was of great importance to 
companies having little experience to 
date. Many of the larger companies 
have staffs of three to ten or more per- 
sons, usually actuaries, accountants, 
methods analysts and machine techni- 
cians devoting full time to the problems 
of electronic operations preliminary to 
reaching a decision on the type of ma- 
chine to be procured, what functions 
should be converted to the new equip- 
ment and the manner in which conver- 
sion should be made. 

M. R. Cueto, New York Life, stated 
that among the significant developments 
in the equipment in the past year have 
been the advancement of the high speed 
printer, the adoption of magnetic cores 
as satisfactory storage media as con- 
trasted to electrostatic storage, acoustic 
delay lines and magnetic drums, and the 
use of units permitting simultaneous 
reading, writing and computing. 

J. T. Phillips, New York Life, speak- 
ing especially to representatives of 
smaller companies, stressed the adapta- 
bility of presently available electronic 
equipment such as the IBM 604 and 

to many of the operations still be- 
ing done by less efficient methods. 


A Comment on Obsolescence 


J. W. Ritchie, Sun Life of Canada, 

pointed out that a company considering 
entry into the field of large-scale elec- 
tronic computers should not overlook the 
question of obsolescence. He stated that 
on the basis of cost studies made by his 
own company, a Canadian company could 
expect to find the critical volume of 
business in force in the matter of show- 
ing savings from the use of a large-scale 
electronic computer would be higher 
than for a United States company; the 
reason being that the equipment might 
have to be imported with import duty 
payable and that the operating costs 
pci be higher in Canada. He also 
observed that experience indicates that 
the effective computing time for large- 
scale computers varies considerably with 
the quality of maintenance and that the 
problem of engineers and technicians 
might be an important factor, especially 
in times of war. 

H. F. Rood, Lincoln National, com- 
mented that one of the cost savings in 
the adoption of large-scale electronic 
systems was the elimination of many 
files. He suggested that many of these 
might be eliminated even without the 
new program. 

D. H. Harris, Equitable of New York, 
related that his company had decided to 
make a series of conversions, each in- 
volving the mechanization and consoli- 
dation of a related group of functions. 
In this manner it is expected that the 
transition would be less difficult. and 
the impact upon many areas of the 
company less severe than if large-scale 
conversion to the largest machine were 
attempted at this time. 

R. D. Acker, Metropolitan Life, speak- 
ing on the experience of his company 
with actuarial and related operations on 
Univac stated that in many instances 
the time consumed by programers in 
preparing instruction for the machine 
had been reduced by over 50% and that 
greater reductions were anticipated as 
greater skill was attained and a “library” 
of programs became available. 

J. S. Hill, Minnesota Mutual; S. Hast- 
ings, Mutual of New soe Bi me i. 
Wright, Manufacturers; F. Reich, Equi- 
table of New York, and J. M. Boer- 
meester, John Hancock, reported on 
various phases of the use of electronic 
equipment stressing various subjects 
ranging from the organization of an 
association for the purpose of pooling 
information in a local area to the use 
of such equipment in various lines of 
insurance in some of the larger compa- 
nies. 


Social Security 


In the discussion of Social Security, 
W. R. Williamson, consulting actuary, 
stated that Social Security means many 
things to many people. In speaking on 
age benefits and child benefits of OASI 
he outlined seven functions to the bene- 
fit grants, and then discussed the prin- 
ciples underlying the Federal purposes. 
Mr. Williamson disagreed with some of 
these and outlined some additional ones 
that were worth considering. Being 


ee _ SO > 


caught in the “Social Security” laby- 
rinth, he thought it would take all our 
resourceful efforts to locate the exit. 

M. A. Linton, Provident Mutual, felt 
that the determination of the proper 
level of benefits is very difficult, stating 
that the point at which the line is drawn 
is largely subjective and whether or not 
there should be level or graded benefits 
is largely academic. He expressed con 
cern on the overlapping of OASI bene- 
fits and old age assistance benefits pro- 
vided by the states. He gave a number 
of states in which a good proportion of 
those receiving old age assistance bene- 
fits are also receiving OASI benefits, 
pointing out that the Federal govern- 
ment shares four-fifths of the cost of 
the state benefits. Mr. Linton stated 
that he felt these benefis should be 
on a fifty-fifty basis although some difh- 
culty will be encountered in bringing 
this about. 

R. J. Meyers, Social Security Admin- 
istration, spoke on the trends to the 
present benefit levels of OASI and the 
reasons underlying them, mentioning 
that since the legislation was enacted in 
1935 there have been five different bene- 
fit formulas. He stated that it is gen 
erally agreed that benefit amounts can- 
not remain static if wages and prices 
rise, but that there is a question whether 
benefit levels should parallel prices or 
whether they should parallel wages and 
thus the standard of living. He thought 
there were good arguments for both 
points of view. Mr. Meyers stated that, 
although there has been a substantial in- 
crease in benefits under OASI over the 
years, the relative benefit level based 
on median wages was little, if at all, 
affected by the 1950 and 1952 amend- 
ments whereas in the 1954 amendments, 
relative benefit levels were definitely and 
substantially increased to about 33% 
of wage, or by approximately 10% 

Canadian Government’s Annuity Act 


G. L. Holmes, Manufacturers Life, 
made the point that in his opinion the 
natural place for benefits governed by 
means or needs tests was with charit- 
able organizations, while the natural 
place for flat rate benefits was with 
government. Mr. Holmes referred to 
the Canadian Government Annuities Act 
of 1908 and the problems it had created 
for the industry in the last 20 years, 
namely, the struggle to keep down the 
subsidy, the maximum amounts permit- 
ted and the prevention of the transfer 
of large blocks of business to the gov- 
ernment. While respect to the criteria 
that should be used in the determina 
tion of benefit levels, Mr. Holmes out- 
lined these used in Canada in determin 
ing governmental benefits. He stated 
that the Canadian benefits are on a pay 
as you go basis, the funds arising from 
2% taxes on both personal and corpo 
rate income as well as a 2% sales tax, 
and that any rise in the present level of 
benefits would naturally bring about a 
rise in the tax rates. 

J. H. Miller, Monarch Life, stated that 
the 1954 Amendments to OASI repre- 
sented a substantial break through and 
that the most important single item in 
the Social Security structure is the wage 
base. 

Health Insurance and Pension Plans 

P. Freedman, Social Security Depart- 
ment, UAW-CIO, discussed the prob- 
lems in connection with the financing of 
health programs. He stated that the 
UAW does not believe in the deductible 
provision in coinsurance. 

M. Gelles, New York Life, said that 

(Continued on Page 10) 
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Brown on Minimum Statutory 


Reserve Deficiency 

One of the topics discussed at recent 
meeting in New York of Society of Ac- 
tuaries was mortality standards of re- 
serves. Among topics informally re- 
viewed at the meeting were these: 

To what extent has the difference be- 
tween the CSO Mortality Table and the 
current mortality assumptions in premium 
rate calculations caused difficulty by reason 
of statutory deficiency reserve require- 
ments ? 

What are the arguments for and against 
the adoption of a different actuary basis 


for deficiency reserves, e.g., the minimum 
statutory reserve requirement? 

William C. Brown, vice president, 
Colonial Life, said that problems caused 
by the statutory deficiency reserve re- 
quirements are becoming increasingly 
serious in his company. 

“I am inclined to feel that these prob- 
lems will increase for those companies 
writing non-participating business until 
either the deficiency reserve laws are 
changed or a new mortality table is ap- 
proved for valuation purposes. If only 
the latter event occurs, then we can ex- 
pect deficiency reserve problems to recur 
periodically in the future. The differ- 
ence between the C.S.O. Mortality Table 
and current mortality assumptions in 
premium rates is not the sole cause of 
difficulty. The problem is accentuated in 
connection with plans of insurance with 
a large average policy and, therefore, 
substantially reduced expense rates per 
$1,000. As an example, in the case of 
one such plan, making up 2% of the 
issues, the additional deficiency reserve 
was 40% of the regular total first year 
reserves on all issues. 

“Premium rates established in 1943, 
shortly after the C.S.O. Table was pro- 
duced, provided for mortality which 
varied depending on age, from 71% to 
92% of the C.S.O. Table. Current pre- 
miums, however, assume mortality which 
ranges from 41% to 79% by age of that 
contained in the C.S.O. Table. Consider- 
ing that the C.S.O. Table was intended 
to include a modest allowance over ac- 
tual mortality experience, for contingen- 
cies, the comparison of this table with 
the 1943 mortality assumption seems 
quite reasonable. However, it is obvious 
that the substantial improvement in 
mortality assumptions from 1943 to those 
in current use have resulted in the cur- 
rent figures being way out of line with 
C.S.0O. mortality. Obviously, reserves 
calculated on the C.S.0. Table provide 
for much higher mortality than do cur- 
rent premiums and it seems to me im- 
perative that a start be made toward 
correcting this situation. 


Thinks Deficiency Reserve Provisions 
in Laws Not Needed 


“In so far as Question I-D is con- 
cerned, I would like to present argu- 
ments for the elimination of the statu- 
tory deficiency reserve requirements 
rather than stopping with proposing a 
different actuarial basis. Certainly, if 
the necessity for deficiency reserves 
were based on the minimum statutory 
reserve requirement, the problem for 
the companies concerned would be re- 
duced. However, under modern condi- 
tions, I fail to see the necessity for the 
deficiency reserve provisions in our laws. 
Presumably, these statutes were enacted 
many years ago in order to protect life 
insurance companies from the conse- 
quences of their own acts if they wished 
to reduce premiums below a safe level. 
It seems to me that such a statutory 
limitation is not needed when we haye 
the capable supervision which we now 
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have from the various state authorities. 
In addition, there is Section 213, Para- 
graph 10, of the New York Law which 
would prevent any company from issuing 
a contract which would not appear to 
be self-supporting on reasonable as- 
sumptions as to interest, mortality and 
expense. The principle of legal reserves 
is, of necessity, rather artificial through 
the use of very conservative interest and 
mortality assumptions. No one can tell 
in advance what the true mortality and 
interest results will be, and the true 
reserves are probably squite different 
from the actual reserves held. I would 
agree that reserve assumptions must be 
conservative but it seems that the de- 
ficiency reserve requirements are an ex- 
tra unnecessary penalty and I think they 
should be repealed. 


Sees Discrimination 


“The existing deficiency reserve stat- 
utes introduce an important discrimina- 
tory element as between participating 
and non-participating insurance. There 
is no restriction on the level to which 
the cost of insurance under participating 
insurance can be reduced through divi- 
dends. But there is a definite limit in 
the case of non-participating policies un- 
less the non-participating company can 
afford the luxury of putting up defic- 
iency reserves. These statutes also con- 
stitute some discrimination between 
small non-participating companies and 
large non-participating companies since 
the large company is more likely to be 
able to afford the deficiency reserves 
which may follow the use of more realis- 
tic mortality assumptions in premium 
rates.” 





Pedoe’s Talk on Expense 
Relation to Policy Size 


Among those who talked on the sub- 
ject of expenses in relation to size of 
policy at Society of Actuaries meeting 
was Arthur Pedoe of Montreal, life 
manager and actuary, Prudential of Brit- 
ain. He stressed what he called the 
danger of making competition the decid- 
ing factor. A summary of balance of 
his talk follows: 

Mr. Pedoe favored the step-rate sys- 
tem which graded premium rates by size 
of sum assured and applied to all plans. 


The alternative of special plans began 
by being applied to one plan only and 
then was extended to other plans until 
a complicated and confusing set-up was 
reached, all to avoid the step-rate plan. 
Mr. Pedoe referred to his paper on ex- 
penses given to the Society in Novem- 
ber, 1952, when expense formulas based 
on expenses per policy were outlined. 
If such formulas were accepted then pre- 
mium rates should necessarily vary by 
sum assured. 


Effect of Inflation 


The step-rate plan Mr. Pedoe stated, 
did not arise from current savings in 
expenses as one company had adver- 
tised but was an obvious development 
which had arisen in recent years owing 
to inflation. Due to inflation a $1, 
policy of 20 years ago was now equiva- 
lent to $2,500 or $3,000 and if $1,000 poli- 
cies were still to be sold the resulting 
expenses forced the actuary to make 
some differential in loading based on 
the size of the policy. Many years ago 
some English companies had faced the 
situation of different sizes of policies 
from different social strata by a simple 
step-rate system. However, the step-rate 
system is now almost universal in Brit- 
ain for the same reasons as are now 
evident in the U.S.A. and Canada. 

Mr. Pedoe expressed the fear that the 
variation in premium rate by size of sum 
assured might become a source of abuse 
due to competition. His calculations in- 
dicated that theoretically a difference of 
six dollars a thousand can be justified 
between a one-thousand and a_five- 
thousand-dollar policy. What variations 
could be justified? In this Mr. Pedoe 
felt some governmental regulation would 
become necessary. 





Join LIAMA 


Four life insurance companies have 
been elected to membership in the Life 
Insurance Agency Management Associa- 
tion, bringing the organization’s world- 
wide total to 267 companies. They are 
College Mutual Life Assurance Society, 
Ltd., Indianapolis, Ind.; Royal Insurance 
Co., Ltd., Montreal; Western National 
Life, Amarillo, Texas; and Colonial Mu- 
tual Life Assurance Society, Melbourne, 
Victoria, Australia. 





THE BIG FIVE 


The five leaders in ordinary last ‘year paid for 
an average of $1,499,448 in the Provident. In 
addition to these five, eight more Provident 
salesmen each paid for more than $1,000,000. 


Weare proud of these leaders and we are also 


proud of all other producers who together 
established another new production record. 
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Edward A. Lew Thinks 
CSO Table Adequate 


Edward A. Lew, actuary and statis. 
tician, Metropolitan Life, said that the 
experience data he had examined had led 
him to the conclusion that a new more 
up-to-date mortality table was not 
needed. He agreed with Bruce E. Shep- 
herd that the CSO Table was adequate. 
In support of this view he cited a com- 
parison he had made of the reserves 
computed on the basis of successive 
dividend mortality tables used in the 
Metropolitan since 1940. This indicated 4 
tendency for such reserves on the life 
and long-term endowment plans to be 
progressively lower on the more recent 
dividend mortality tables. He had also 
compared the CSO mortality rates with 
those based on the recent intercompany 
ultimate experience (as reported to the 
Committee on Mortality). A theoretical 
analysis of the differences between these 
mortality rates also points to the conclu- 
sion that the reserves on life and long- 
term endowment plans calculated on te- 
cent intercompany ultimate experience 
would be smaller than those on the CSO 
Table. 

Mr. Lew further called attention to the 
fact that the mortality observed at the 
very advanced ages reflected in large 
part the experience under policies paid 
up by their terms and that there was 
evidence indicating that the experience 
under premium-paying policies was some- 
what higher than on paid-up policies. He 
expressed the opinion that reserves com- 
puted on recent ultimate experience on 
premium-paying policies would be closer 
to the CSO reserves. 





Electronic Operations 


(Continued from Page 9) 


there were two broad areas for the con- 
cern of government in health insurance, 
(1) aid in making hospital and other 
health facilities available to people who 
cannot afford to provide for themselves, 
and (2) aid in the establishment and 
support of certain facilities and _ serv- 
ices, such as_ hospitals, medical and 
nursing schools. 

In referring to agencies other than 
insurance companies that were promot- 
ing multiple-coverage joint-programs in 
the pension field, R. M. Peterson, Equi- 
table Life, expressed a strong opinion 
that such agencies should be regulated 
in a manner similar to insurance com- 
panies. 

H. R. Lawson, National Life of Can- 
ade, spoke on the subject of the large 
amounts of savings that are being ac- 
cumulated under the many benefit and 
pension plans as well as insurance funds 
and the effect that such large funds tend 
to become larger by reason of a drop 
in the interest rate, which in turn would 
tend to cause the rate to fall lower. 

J. H. Smith, Equitable Life, referred 
to an idealized type of plan that had 

een discussed by Mr. Freedman and 
suggested that it would not work in all 
areas. 

R. A. Hohaus, Metropolitan, said he 
never expected to see an exact formula 
for the level of OAST benefits. 





Mutual Benefit Increase 

Paid for business of Mutual Benet! 
Life increased 30% during the first two 
months of this year, compared with the 
same period in 1954, the company 
announced. 

Life insurance sales in this period to 
taled $54,233,660; last year during Janv- 
ary and February they amounted ' 


$41,800,074. 


a 


HERMAN REINIS 
Brooklyn General Agent 
The Manhattan Life 


(Founded 1850) 
50 Court St. MAIn 4-7951-2-3 
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John R. Ward, Asst. Secy. 
Of North American Re. 


Fabtan Bachrach 


JOHN R. WARD 


The North American Reassurance Co. 
has appointed John R. Ward as as- 
sistant secretary. He has been doing 
special work for several months, prin- 
cipally in the Group and Accident & 
Health fields. As an officer of the com- 
pany he will continue with this special 
work in addition to other duties, includ- 
ing travel. He came to North American 
Re. after being senior account executive 
for Johnson & Higgins. 

Mr. Ward has been nearly 25 years 
in insurance, starting as a_ part-time 
agent while a Syracuse University stu- 
dent. When 27 he was elected an officer 
of United States Life and for more than 
a decade was in charge of underwriting, 
issue and claims. For several years he 
was with Tohn Hancock in special Group 
underwriting and research and he joined 
the Group department of Home Life 
when it was established in 1950. Some 
years ago Mr. Ward was vice president 
of Association of Home Office Under- 
writers and on executive committee. He 
has written a number of articles for 
trade journals. 





Franklin Contest W inners 
William G. Stratton, Governor of IIli- 
nois, assisted bv President Chas. F. 
Becker of Franklin Life, Springfield, TIl., 
drew the names of the winners of the 
five grand prizes in the “Chance of a 
Lifetime,” nationwide contest conducted 
by the Franklin for the members of its 
agency organization, during the last four 
months of 1954. The drawing was held 
recently, in the Governor's office in the 
State House. 

The first grand prize winner was Fred 
Henry of LaFayette, Ga. He and his 
wife are winners of a trip to Europe 
which will include stops in London, Paris 
and Rome. There were four other grand 
Prizes: a two-week cruise in the Carib- 
bean, won by Mr. and Mrs. Wayne Hob- 
son of Adair, Towa; and _ all-expense 
week at Waldorf-Astoria in New York 
won by Mr. and Mrs. Rex M. Hodges 
of Columbus, Ga.: an all-expense week 
in Los Angeles won by Mr. and Mrs. 
Howard L. Allen of Kansas City, Mis- 
Sourt; and an all-expense week in Chi- 
‘ago won by Mr. and Mrs. Jack G. 
Surles of Lake Charles, Louisiana. 

The qualifying period for the contest 
was from September 1 to December 31, 
1954. Each qualifier had his name on a 


chance in the barrel for each $1,000 of 
eg produced during the qualifying 
tiod, r 


A total of over $150,000,000 of new 
Paid business was produced by the 
ationwide Franklin organization during 
the four months’ contest. 





Colonial Life Report 


A report on Colonial Life’s record year 
and its 57th annual statement was pre- 
sented to all home office employes in an 
assembly meeting at which company 
officers detailed the operations of their 
respective departments in relation to the 
company’s over-all progress and growth 
during 1954. President Richard B. Evans 
highlighted the financial report and 


thanked the employes for their coopera- 
tion during the past year. 


The detailed reports on departmental 
activities included a review of new busi- 
ness growth, the company’s persistency 
and its investments as well as a resume 
of its revenue statement and a report 
on personnel. 

This meeting served to give all em- 
ployes a briefing on the company’s op- 
erations. It coincided with the publica- 
tion of the company’s annual statement 
advertisement in leading newspapers and 
the release of the president’s annual 
message to policyowners and_ stock- 
holders. 


T. A. Record Advanced 


Union Mutual Life of Portland, Me. 
announces the promotion of Thomas 
A. Record, personnel director, to assist- 
ant secretary. Mr. Record will continue to 
fill his former duties. A graduate of 
Colby College, Waterville, Maine, with a 
bachelor of science degree, Mr. Record 
Was associated with commercial firms 
and the Maine State Employment Ser- 
vice prior to his affiliation with Union 
Mutual. 
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we insurance agent performs these and many Oy 
services for you. 


a” What this has to do with premiums 
Sales and service commissions are only 
a modest part of insurance “costs.” 


There are so many types of policies 
and benefits that the advice of a good 


agent is invaluable to you. The effec- 
tiveness of your insurance program 
may well depend on the way it is 
planned for you by a good agent. 


How to choose a good agent 
The personal relationship is impog 


Your agent should be chosen as care 


ould choose any other adviser ofa 


onda 


on 
| Re. 





In CASE you haven’t yet read the much talked about newspaper 
advertisement, ‘What Every Successful Man Should Know .. . 
About the ‘Cost’ of Life Insurance,”’ we reproduce above one 
paragraph on our favorite subject—life insurance agents. 


This paragraph explains why we consider good life insurance 
agents so important to our success . . . why we stress Home Office 


training programs throughout the career of every man . . 


. and 


why for many years Mutual Benefit Life’s advertising has fea- 
tured our agents as much or more than our policies themselves! 


If you’d like to read the complete ad referred to above, we'll 
gladly send you a copy in booklet form. Just mail us your request. 





tered Life Underwriter. 
point, Jim is already one of the most capable 
advisors in the area, 





James R. Slote, Nashem, N. H., started out to be 
an advertising man, switched instead to a career in 
life insurance with Mutual Benefit Life. A gradu- 
ate of the Company’s Analagraph School and 
LUTC, Jim is now en route to becoming a Char- 


From his clients’ stand- 


Mata 
Benefit 
Life 


INSURANCE COMPANY 


300 Broadway, Newark, N. J. 
Organized in 1845 
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A new policy named the reducing pre- 
mium 10-10 plan was announced by 
Manhattan Life at its 105th anniversary 
year agency conference held in San 
Francisco at the Mark Hopkins Hotel, 
March 28-April 1. 

A major feature of the new plan is 
that it gives special recognition to the 
continuing policyholders by giving them 
a guaranteed reduction in their pre- 
miums of 10% each at the end of the 
tenth and twentieth years, if the policy- 
holder elects to take them. This is done 
on the principle that the business that 
stays is the business that pays. If he 
wishes to continue the initial premium, 
instead of taking the two reductions, the 
policyholder secures a fully paid-up 
whole life policy. ee 
The new 10-10 plan is participating 
and all standard issues will include, with- 
out specific extra charge, the waiver of 
premium feature, effective to age 60. 
The policy is issued in a minimum 
amount of $10,000, with the maximum 
$100,000. At the San Francisco confer- 
ence, field men were given a rate book 
on the new plan, as well as a selection 
of sales aid. ; 

A revision of Manhattan Life’s sub- 
standard extra premiums ratings was 
also announced. Many of these ratings 
have been substantially reduced. 


Award Winners 


At the opening night banquet, produc- 
tion leaders during the Manhattan Club 
period were honored, receiving their 
awards from company President Thomas 
E. Lovejoy, Jr. The award winners and 
their agency affiliation follow: 

First to quality, Clarence Spencer; 
leader in paid volume, Anne Frimkess; 
leader in new paid premiums, Peter A. 
Peyser; leader in combined paid vol- 
ume and lives, Theodore R. Tillman; 
leader in number of lives, Theodore R. 
Scipio; leading new agent qualifier, 
Robert M. Leslie; leading general agent 
in personal paid volume and new paid 
premiums, Bernard B. Hoffman; leading 
agency in combined paid volume and 
premiums, James G. Ranni; leading 
agency in new lives, Bernard A. Haas; 
leading new agency in volume, Fuerst 
and Porter; leading new agency in paid 
premiums, Frederick I. Smith; leading 
agency, Group volume, Richard M. Gros- 
ten. 


Early Bird Flight 


“Early Bird” qualifiers for the Man- 
hattan Club were guests of Board Chair- 
man J. P. Fordyce at a seven am. 
breakfast on March 29. That afternoon, 
the group went on an hour and a half 
flight over the San Francisco Bay area 
as guests of United Airlines. The idea 
of early qualification for the club is 
being carried forward into the current 
club qualification period. 


Speakers at the Tuesday morning 
meeting included Thomas J. Mellon, 
president, San Francisco Chamber of 


Cémmerce and F. Britton McConnell, 
California Insurance Commissioner, and 
Julius Sackman, chief, life bureau, New 
York State Insurance Department. 
Harry Levey, superintendent of agen- 
cies, western division, spoke on “How 
Well Do You Know Your Company ?” 
Elder A. Porter, vice president and chief 
actuary of Manhattan Life, described 
the new 10-10 reducing premium policy. 
He was followed by Frederick W. Lohm, 
eastern superintendent of agencies, who 
outlined the sales appeal of the new 
plan. 
The Wednesday meeting heard Ber- 
nard B. Hoffman, CLU, general agent, 
Buffalo, N. Y., and Sam J. Stone, gen- 
eral agent, Peoria, Ill, discuss “Pros- 
pecting Among Present Policyholders.” 
E. Donald Fuerst, co-general agent, 
Pittsburgh, spoke on “Sales Opportuni- 


Manhattan Life Holds Agency 


Conference in San Francisco 


ties with the Manhattan Life.” Sales 
opportunities created by the 1954 Rev- 
enue Act were discussed by Alfred 
Schlesinger; Leo L. Rossman, ‘Nat Pos- 
ner and Ben H. Zippert of the Grosten 
Agency. : 

Four room hopping sessions were held 
on Wednesday evening. Subjects and 
those serving as hosts were: Pension 
Trusts and Profit Sharing Plans: Leon 
H. Sicular; Tom Connolly, Jr., and Clar- 
ance Spencer; Estate Planning: Harry 
W. Porter and E. Donald Fuerst; Mul- 
tiple Acceptance: Charles W. McKeone 
and Elder A. Porter; What You Can 
Do to Help Yourself: Wendell Buck. 


Underwriting Developments 


Dr. L. Gordon LaPointe, medical di- 
rector, Manhattan Life, spoke on “Un- 
derwriting Developments.” “Group In- 
surance and Its By-Products” was the 
subject taken by John A. Murray; Sid- 
ney Borden and William A. Mearns. 

William J. Schloen, a renewing life 
member, Million Dollar Round Table, 
spoke on “How to Become a Million- 
aire.” 

Concluding speaker was C. S. “Red” 
Ohsner, well known producer, whose 
a was “The Technique of the Re- 
sale.” 

The agency conference closed with a 
banquet on March 31. 

In addition to qualified field men, 
others attending included: company di- 
rectors, James B. Alley and Henry G. 
Waltemade, who is currently president 
of the National Association of Real Es- 
tate Boards; Samuel H. Ackerman, chief 
underwriter; Charles A. Carlson, agency 
secretary; George A. O’Dowd, agency 
assistant and Harry J. Nelson, superin- 
tendent of agencies, mid-west division. 


BROKERAGE DEPT. MANAGER 

Robert K. Rolfsness, Seattle general 
agent of Pacific Mutual Life, has an- 
nounced the appointment of Ray Ethell 
as manager of his agency’s newly estab- 
lished brokerage department. 

With Pacific Mutual since 1945, Mr. 
Ethell also headed his own general in- 
surance agency for several years. He is 
a past president of the Washington As- 
sociation of Accident & Health Under- 
writers and organized the Pacific North- 
west Sales Congress of 1953. In Pacific 
Mutual he is a high ranking member of 
the Big Tree Leaders Club and a mem- 
ber of the company’s Million Dollar (in 
force) Club. 





Aetna Dinner Honors 
Brainard Anniversary 

50 YEARS IN THE ORGANIZATION 

Vice President Nixon of United States 


Sends Congratulatory Message; 
H. O. Painting Presented 








Among greetings received by Morgan 
B. Brainard, president Aetna Life A ffii- 
ated Companies at a dinner March 31 in 
honor of his 50th anniversary with the 
company was one from Vice President 
Richard M. Nixon which read in part: 
“Your many years of devoted and dis- 
tinguished service to your company has 
won the respect and admiration not only 
of your colleagues but other leaders in 
the business world as well. My best 
wishes for happiness, good health and 
warm friendships as you look ahead to 
the next 50 years.” 

In the nationwide testimonial observ- 
ance Aetna agents wrote $146,000,000 in 
life insurance production, more than had 
been sold in any previous month in the 
company’s 102-year history. 

An oil painting of Aetna’s home office, 
the largest Colonial style office building 
in the world, was presented to Mr. 
Brainard by Aetna general agents. Ogden 
Pleissner painted it. Presentation was 
made by Herbert W. Flower, Boston, 
chairman of the General Agents Advis- 
ory Council. Lincoln B. Poletto, San 
Francisco, Aetna leader in the campaign, 
presented Mr. Brainard with a leather- 
bound book inscribed with names of the 
1,017 agents who did outstanding pro- 
duction in the campaign. Among those 
attending the dinner were 29 agents who 
compiled the top production records. 
R. S. Edwards, head of the Chicago gen- 
eral agency, which led the other general 
agencies in amount of insurance written, 


also spoke at the dinner. Robert B. 
Coolidge, vice president, was toast- 
master. 





Heads Montreal Life 


Hugh H. Turnbull, prominent lawyer, 
has been elected president of the Mon- 
treal Life, succeeding C. G. Greenshields 
who has retired, though he will remain 
as a director and member of the execu- 
tive committee of the company. 


Bert C. Nelson Dead 


Bert C. Nelson of Fort Lauderdale, 
Fla., who for 33 years has been an agent 
of Northwestern Mutual, died in Mil- 
waukee, March 28, after a brief illness. 
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Big Producer 
AVAILABLE 


Life underwriter with $500,000 aver- 
age production is desirous of becoming 
associated with a general agent think- 
ing of retirement or with general 
broker, to manage life insurance de- 
partment and develop potential volume 
of business with existing and new clients 
through estate planning, analysis and 
programming. Capable of handling all 
phases of group, pensions, A & H and 
office management. 

Box 2305, The Eastern Underwriter, 
93-99 Nassau Street, New York 38. 








HEARD On The WAY 











Among those attending the convention 
here recently of Society of Actuaries 
was Oswald Jacoby, its member best 
known to the general public and who 
now lives in Texas. Starting his career 
in actuarial department of Metropolitan 
Life, where he speedily showed the bril- 





OSWALD JACOBY 


liance which is one of his characteristics, 
he later won fame as a syndicate news- 
paper writer on bridge and canasta, 1n- 
cidentally winning many bridge tourna- 
ments as well. Frequently, he attends 
actuarial conventions. While here he 
also was winner in a bridge tournament. 

The rapidity of Mr. Jacoby’s mental 
apparatus was demonstrated again when 
some one at the actuarial meeting 
handed him a galley of one of the 
papers which was about to be dis- 
cussed on the floor. After a glance at 
the galley, which was printed on_ both 
sides, he speedily caught its entire sig 
nificance and soon arose to participate. 
in the discussion of the paper. 

John W. Davis, 81, generally regarded 
as the outstanding lawyer in_ Greater 
New York, died recently. He was 
former American Ambassador to the 
Court of St. James and in 1924 ran for 
President of the United States on the 
Democratic ticket. : i h 

Mr. Davis was at the time of his deat! 
a member of the board of Mutual rod 
having joined the board on July 29, 192). 
For a quarter of a century he. was # 
member of that company’s committee - 
insurance operations and at three @ 
ferent periods was on the nominating 
committee. His last appearance 4s ‘ 
trustee of Mutual Life was about a mont 


ago. ‘ 
Uncle Francs. 
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Assistant General Agent 
Of John E. Kenny Agency 


STEPHENS P. BROWN 


John E. Kenny, Massachusetts Mutual 
Life general agent at 347 Madison Ave- 
nue, New York, has announced the 
appointment of Stephens P. Brown as 
assistant general agent. Mr. Brown has 
been supervisor in the Kenny agency 
since August, 1954, and in his new post 
will continue to assist Mr. Kenny in 
recruiting, training, the handling of 
brokerage business, and other responsi- 
bilities in the development of the former 
Lloyd Patterson Agency. 

Prior to joining Massachusetts Mu- 
tual, Mr. brown was assuciateu with 
ali, INC Y lat auulNer leaumg wie Msur- 
GUL CUmmpauly lit sVCW Luin, Wileic Lie 
a successiul personal pro- 
avecacelr- 


ColaVilsleu 
uublivas AELULU, SR Biauuate vs 
Usa CataduUCiy Allu a LaueCiwil Uaveroiy, 
li¢ as aisO Nad Several years of admuin- 
A0ELLAVE CAPE ssedseu sat 
agelucut im the air transportation and 
prervactusl sdlbuuselics. 

mi, wfuwit Cusscuuuy resiues with his 
Wue alld daughter, Jul, at Sea Cliff, L. L 


Eklund INamed to Board of 
General Agents TConerence 


Loy UW. doniume, CHU, UL aretivuar lad 
been eieeteu Lo Lie vuaru OL uirecturs 
vl the General Agents and Managers 
WOlucrehlice UL 
vi Lite Ulluerwriters, 1b Was aimiauuuced 
vy m. L., Camps, GAMC chairman, 

BICCLEU AL tebe CUsesuowis Vs case TCH 
cet mid-year meeting of the two in- 
SUradliCe Brvups Lit Cususutuus, Uilav, al. 
eeund is branch manager for the 
Rqutapie Lire Assurauce Society wm 
veroll. fle filis the vacancy created by 
he @uvancement Of Vireclur Carl £rnst 
lu the home otce of Inorth American 
Lile « Casualty, Minneapolis, Mr, Ek- 
lund will serve in his new post unt a 
Teguiar election 1s held at the GAMC’s 
auuual meeting in St. Louis in August. 

it Was announced that Lawrence W. 
Jackson has been appointed as executive 
wreclor Of GAML. £1e previously ied 
the post of executive assistant to the 
conterence, 


Pes ov sssses saaeedh 





LIC svatiVital Moovesmuuil 





NAMED BY PACIFIC MUTUAL 
Pacinc Mutual Lire has auded autred 
E. Loveland, formerly supervisor in the 
Ml. £. Thompson, Los Angeles agency, 
‘0 its home othce agency department 
Staff as supervisor, agency training. Mr. 
Loveland went with Pacific Mutual in 
dt as a sales representative, alu suv- 
sequently moved up to the supervisory 
Post in the Thompson agency, which is 
he of the company’s leauing field units. 
fe is a native New Yorker and graduate 
ot Hamilton College. 


NEW MANAGER AT BUFFALO 


Connecticut G al Appoints Kenneth 
H. Curle Who Has Been Manager 
of Albany Branch 


Kenneth H. Curle, manager of Con- 
necticut General’s Albany, N. Y. branch, 
has been appointed manager of Buffalo 
branch, succeeding Richard T. Odiorne, 
who will devote full time to estate analy- 
sis work, 

Mr. Curle attended University of Min- 
nesota and joined Connecticut General: 





as an agent in 1945. Before coming to 
Albany he had been assistant manager 
of branches in St. Louis and Minne- 
apolis. In Albany Mr. Curle belonged 


to General Agents and Managers Asso- 
ciation, local life underwriters associa- 
tion and Eastern New York Insurance 
Trust Council. 

Mr. Odiorne, a University of Pennsyl- 
vania graduate, joined Connecticut Gen- 
eral in 1927. After being an agent he 
became district manager in Harrisburg 
= became head of Buffalo branch in 
939 





Variable Life Income Bill 
Not Passed in This State 


The New York State legislature ad- 
journed without passing the Variable 
Life Income Corporation measure which 
had been opposed by Investment Bank- 
ing Association, Association of Invest- 
ment Companies and National Associa- 
tion of Security Dealers. Three weeks 
before adjournment the bill was amended 
so that it would only have reference to 
Group insurance. 





behind this 


Meet 


the man 


oor 


NSIDE doors like this, you can count on meeting 
I some of the best and most successful men in the 
life insurance business—the general agents of The 
Northwestern Mutual Life Insurance Company. 

There are 93. All of them started with the Com- 
pany as field agents. They are men who have dem- 
onstrated high qualities of leadership and ability 
They are men who have inspired, trained and guided 
Northwestern Mutual agents to a service record 
unmatched in the entire field of life insurance. Here 
they are—listed by name and state. 
































General Agent 


THE 
NORTHWESTERN MUTUAL 


LIFE INSURANCE 
COMPaNny 


SR Ne eee a aera a nt eee a 





GENERAL AGENTS GEORGIA KENTUCKY MISSOURI Paul E, Burke, Jr. 
John M. Law W. H. Honeycutt Sam C. Pearson, Jr. © Hy Colborn 
ALABAMA IDAHO H. M. Johnson, Jr. J. Harry Veatch E.R. Dill 
John M, Law ——— Roe Walker E. R. Gettings 
. la Bert B. Boyd MONTANA J. Robert Guy 
E. T. Proctor Ray M oe MAINE Moward F. Hoth A. J. Johannsen 
ARIZONA Sherman C. Young W. B, Cushman NEBRASKA Krueger & Davidson 
= a th, MARYLAND — E. E. Lincoln 
H. F. Vinson ILLINOIS NS ar ae, Milton Koch Ww McMarti 
Li Cenetead A.C. F. Finkbiner —pillton Rech 2 IA. Maihestte 
ARKANSAS ral ~~ _ P. R. Horrison enne . Snyder J. Vincent - ot 
John G. Darling et hia Russell L. Law NEVADA Charles A. Votow = OREGON SOUTH DAKOTA Lawrence J. Evans 
Jinfred L: Jacobsen MASSACHUSETTS john S. K NORTH CAROLINA J. Evans H. Neal Jones son 9, Reneggar 
CALIFORNIA Winfred L. John S. Kerns ee ok Mw 
Paul E. Demeter Jamison & Phelps G. Brady Buckley Sherman C. Young L. W. Norton ay M. Wagoner TENNESSEE WEST VIRGINIA 
S. Kerns D. A. Kaufman Co. Hg gore NEW HAMPSHIRE NORTH DAKOTA — PENNSYLVANIA ct hades Donald L. Ford 
John R. Mage peor ee Se,» Va Paul W. Avery A, UTAH et eibie 
. J. Shipley 2 pas oger A. Clar' — 5 
Robert W, Stockton 4 L, Cramer MICHIGAN NEW_JERSEY QHIO Richard E. Eckel Sherman C. Young WISCONSIN 
B. A. Million J. Rex DeHaas J. Robert Guy Raymond J. Dolwick A. C, F, Finkbiner VERMONT yo 
SOLORADO Guy E Morrison C. R. Eckert J. W. Heinekamp | son Og Donald L, Ford on ae Ca c ‘ji 
Ralph L. Theisen ¥ Ralph W. Emerson A. J. Johannsen mer V. Gettys George K. . D. Griffin . 
CONNECTICUT 1OWA ioe W. Gilmore Krueger & Davidson Deal H. Tompkins Reynolds, Jr. VIRGINIA ‘ a eo 
————— J. H. Copeland Albert |. Roeder W. F. McMartin Roe Walker Charles A. Votaw TT Vv — W Hobe 
Glenn B. Dorr Dean M. Kerl MINNESOTA J. Vincent Talbot Russell E, Werts Howard D. Goldman Verne W. Huber 
H. C. Myhi res H. E. Whalen RHODE ISLAND P. R. Harrison Stuart H. Koch 
DELAWARE LP. avin Paul W. Avery NEW _MEXICO S.L. Youngauist E. T. Lothgren E.T. Proctor — Willard L. Monsen 
A. C. F, Finkbiner KANSAS hyo he Howard L. Cundy OKLAHOMA SOUTH CAROLINA Dea! H. Tompkins WYOMING 
DIS. OF COLUMBIA Henry W. Laffer Warren W. Lundgren NEW_YORK John G. Darling John M, Low WASHINGTON Howard F. Hoene 
P. R. Harrison Joseph D. McTigue F. R. Olsen P. T. Allen Arthur W. Miller L. W. Norton Bert B. Boyd Ralph L. Theisen 


The NORTHWESTERN MUTUAL Life Insurance Company 


MILWAUKEE, WISCONSIN—“The Career Company” 
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LOYD S. WISE 


The promotions of three men in the 
home office Group sales organization of 
New York Life has been announced. 
They are Loyd S. Wise, to director of 
Group sales development; Arthur J. Mc- 
Cullough, to director of Group sales ad- 
ministration and V. Paul Ricken, to as- 
sistant director of Group sales develop- 
ment. Mr. Wise and Mr. Ricken will 
assist in product line development and 
market research, giving particular atten- 
tion to Group Creditors insurance, Group 
Paid-Up, Major Medical and Multiple 
Employer plans. 

Mr. McCullough is in charge of ad- 
ministrative functions pertaining to the 
operation of Group field offices and 
Group field personnel. He has been more 
than 25 years in home office of New 
York Life and in the Group department 
since its organization. 

These changes are in line with an an- 
nouncement made earlier this year by 
Ervin C. Jones, assistant vice president 
of the appointment of William L. Fehon, 
Jr., as manager of Group sales and 
Robert A. Henderson as staff assistant 
to handle the increasing volume of 
Group business. 

Mr. Wise was in charge of Group 
Creditor sales during 1954 when New 
York Life atded a life volume of $38,- 
519,696 from Creditor sales alone. He 
started with New York Life in 1951 as 
district Group supervisor in Buffalo in 
1951. 

Mr. Ricken started with New York 
Life as assistant district Group super- 
visor in San Francisco Group office 
where he was active in the sale and 





Franklin Life N. E. Division 
Had 50% Paid-for Gain in 754 


The New England division of the 
Franklin Life under the direction of 
Albert Mehrbach, vice president, closed 
1954 with a gain in net paid-for business 
of over 50%, and ranked in 21st place 
on the company’s honor roll of 67 agen- 
cies. Starting its third year, the division 
shows an increase of 3314% in produc- 
tion man power and plans further ex- 
pansion in new general agency appoint- 
ments for 1955. 

Production leader of the division last 
year was James Piper, district manager 
under Walter Newton, division manager 
of Concord, N. H. Mr. Piper, a first 
year agent, made 131 sales in 1954 and 
stood well within the first 100 in com- 
pany standing. Thomas D. Lyons, gen- 
eral agent at Framingham, Mass., an- 
other first year agent, ranked second 
in production for the division with 100 
sales completed. 





ARTHUR J. McCULLOUGH 


installation of several trusteed-type 
plans covering large labor groups. Mr. 
Henderson was formerly district group 
supervisor in the Pittsburgh and Buf- 
falo offices. Mr. McCullough joined 
New York Life in 1928 and was ap- 
pointed assistant superintendent of the 
surrender value division in 1939. In the 
Group department he has been as- 
sistant manager of Group Issue and Rec- 
ords and more recently assistant mana- 
ger of Group Sales administration. He 
is a past president of the company’s 
Good Fellowship Club. 





Equitable Life of Iowa 


Licensed in Florida 


Equitable Life Insurance Company of 
Iowa has been admitted to transact busi- 
ness in Florida, it was announced by Ray 
E. Fuller, agency vice president. General 
agency offices will be established in Jack- 
sonville, Miami and Tampa. 





Indiana Leaders to Meet 

Five speakers which will appear on 
the “Here’s How” selling program of the 
Life Insurance Leaders Club of Indiana’s 
annual convention, have been announced 
by William J. McLane, Berkshire Life, 
Indianapolis. 

The Indiana Leaders Club meeting, 
whose membership is made up of over 
350 of the leading life producers in the 
state, will be held April 29 and 30 at 
Turkey Run State Park. 

Featured speakers and the titles of 
their talks, will be: Herbert A. Hedges, 
general agent, Equitable of Iowa, Kan- 
sas City, Mo., will make the introductory 
remarks and greet the association. 

Nate Kaufman, Indianapolis Life, Shel- 
byville, Ind., “Here’s How I Sell Over 
100 Cases a Year”; C. B. Dutton, LL.B., 
Indianapolis, Ind., “Here’s How an Es- 
tate Is Settled’; Kenneth R. Bentley, 
general agent, Mutual Benefit, Danville, 
Ill, “Here’s How I Sell a Million”; 
Eldon H. Nyhart, Howard E. Nyhart 
Co., Indianapolis, Ind., “Here’s How I 
Sell Small Pension Cases”; Newell C. 
Day, general agent, Equitable of Iowa, 
Davenport, Ia., “Here’s How to Find 
Happiness in Selling Life Insurance.” 

According to Harry V. Foreman, Wis- 
consin National, Kokomo, Ind., president 
of the organization, over 200 Leaders’ 
Club members and their wives will at- 
tend. 











They go HAND-IN-HAND... 





Adequate limits ages 1-60 


Over 50 yeors 


INSURANCE 
COMPANY 


of distinguished service 


Agents now selling monthly premium A & H and Hospitalization 
can now sell complete protection by adding: 
NATIONAL ACCIDENT & HEALTH’S NEW MONTHLY PREMIUM 
WHOLE LIFE or 20-PAY LIFE INSURANCE 


Brief non-medical application 
Automatic extended term insurance 


A new BUSINESS BUILDER with unusually attractive first year and 
renewal commissions. Plus a full line of Commercial and Monthly 
Premium Accident, Accident and Health, Hospitalization and 
Surgical coverages, and Employee-Benefit Plans. 


Write today for full details to John F. Leibig, Vice-President. 


NATIONAL accipent & HEALTH 
OF PHILADELPHIA 


244 South 8th Street, Philadelphia 7, Pa. 





No discrimination on rates 
‘ Cash surrender values 























SECURITY AND SERVICE 


Boston Mutual is constantly re- 
viewing policyholder programs to 
make sure they meet with chang- 
ing family needs. 











Travelers Announces 


Home Office Changes 


Several important changes in admini- 
strative personnel were announced by J. 
Doyle DeWitt, president of the Trav- 
elers Insurance Companies, following 
meetings of the boards of directors, 
March 28. 

Gladden W. Baker, who three weeks 
ago was elected chairman of the finance 
committee of the board, has retired off- 
cially as vice president and treasurer in 


order to devote himself wholly to super- 
vision of the investing and lending of the 
companies’ funds. 

Daniel M. Duffield was promoted by 
the directors from the position of assis- 
tant treasurer to that of second vice 
president of the companies, and Kenneth 
R. Lee from assistant treasurer to that 
of treasurer of the companies. Mr. 
Duffield, assisted by Mr. Lee, will have 
immediate charge and supervision of the 
companies’ securities investments. 

Allan C. Robotham was promoted from 
assistant comptroller to that of assistant 
cashier. 

Mr. DeWitt also announced that Guy 
E. Bramon, Jr., who has been executive 
assistant in the executive department, 1s 
being transferred to the premium ac- 
counting department, where he will as- 
sume larger responsibilities, with the 
title of assistant secretary of the Trav- 
elers Insurance Company. 

Bruce P. Henn, who earlier this month 
was appointed assistant secretary of the 
methods and planning department, 1 
being transferred from that department 
to become assistant secretary of the 
companies’ claim department. 

William F. Smith was appointed as- 
sistant secretary of the casualty claim 
department, in which he will have super 
vision and control of fidelity and surety 
claims under William H. Zweig, secre- 
tary of the casualty and control 0! 
fidelity and surety claims under William 
H. Zweig, secretary of the casualty 
claim department. 





Life of Virginia Buys 
Site for New Building 


Life Insurance Co. of Virginia las pur 
chased property on West Broad Street 
in Richmond, where it will locate a build- 
ing to house part of its Richmond oper 
tions. No construction contract has bee! 
signed for the modern, two-story build- 
ing which will serve as headquarters for 
the company’s No. 1 district office. 1M 
staff of 45 is now located in the home 
office. Manager of the district is Herber' 
R, fia, 






series 
week, 
began 
denly. 
Long 
five c] 


Mr. 
degree 
of Tec 


—.. 














hnges 
|mini- 
by J. 
Trav- 
owing 
ctors, 


weeks 
nance 
| offi- 
rer in 
uper- 
of the 


od by 
assis- 
vice 
nnethi 
» that 

Mr. 
have 
of the 


from 
istant 


; Guy 
cutive 
nt, 15 
n ac- 
Il as- 
1 the 
Trav- 


nonth 
yf the 
it, is 
tment 
f the 


d as- 
claim 
uper- 
surety 
secre- 
ol of 
illiam 
sualty 


ding 
5 pur- 
street 
build- 
ypera- 
beet 
build- 
rs for 

The 
home 
arbert 








April 8, 1955 






— 
en OE are a 





THE EASTERN 
UNDERWRITER 








Srhenit can sa ee ea 
Se ae 
' alc 














Page 15 








Edwin J. Allen, Long 


| With John Hancock, Dies 


PROMINENT N. Y. GEN. AGENT 
Started With Old Paul F. Clark Agency 


in Boston; Came Here in 
2 








Edwin J. Allen, 53, of Allen-Pratt 
Agency, John Hancock, New York, one 
of New York City’s outstanding gen- 
eral agents, died in Manhasset General 
Hospital April 3. He had had a heart 
attack some time ago. Not feeling well 
he went to the hospital to take a 





EDWIN J. ALLEN 


series of checks which lasted about a 
week. Although apparently negative he 
began to fail and his death came sud- 
denly. He lived in Port Washington, 
Long Island, where his family included 
five children, four girls and a boy. 

His Career 


Mr. Allen, who held B.S. and M.S. 
degrees from Massachusetts Institute 
of Technology, began his career in John 


General Agents Named by 


Massachusetts Companies 


Lee B. Mock and J. B. Hawkes have 
been named general agents of The Mas- 
sachusetts Protective Association, Inc., 
and The Paul Revere Life at Toledo and 
Atlanta respectively. 

Mr. Mock, an associate of the Colum- 
bus agency of the companies until his 
March 1 appointment, was one of their 
leading personal producers last year. A 
graduate of Ohio State University, he 
entered the insurance business in late 
1952. Previously he had been engaged 
in farm equipment sales work. 

Mr. Hawkes entered the insurance 
business in 1931. For the past four years 
he has served as manager for State 
Farm. He is a graduate of the Univer- 
sity of Georgia. 





Issue “Who Writes What?” 
“Who Writes What?” 
has been published. It is an 
reference book which tells at a glance 
companies will write the 
and Accident and 


1955 edition, 
annual 


just which 
many unusual Life 
Sickness coverages. In addition to list- 
ing names of companies, “Who Writes 
What” gives minimum amount and name 
of each special contract. Publisher 
is the National Underwriter. 





Hancock with the former Paul F. Clark 
agency in Boston.’ In 1927 he came to 
New York to be associated with the 
Harry Gardiner agency (now Allen- 
Prate)ntass a supervisor. He was pro- 
moted to assistant general agent in 
1933 and was made associate general 
agent in 1945. A former president of 
New York Chapter of CLU, he was also 
a former vice president of Life Under- 
writers Association of City of New 
York and also had been prominent in 
the Life Supervisors Association of New 
York. In Port Washiagton, Long Island, 
where he lived, Mr. Allen was president 
of Community Chest. He and his partner, 
Harold G. Pratt, who also has been with 
Hancock more than a quarter of a cen- 
tury, had worked together as an effective 
team for a long span of years. 


Endorse Elsie Doyle for 


Reelection as Trustee 


The candidacy of Elsie Doyle, Union 
Central, Cincinnati, for reelection as a 
trustee of The National Association of 
Life Underwriters is announced jointly 
by Cincinnati Life Underwriters Associa- 
tion and the Ohio Association of Life 
Underwriters. 

At the recent mid-year meeting of 
NALU in Columbus, the executive com- 
mittee of the Women’s Quarter Million 
Dollar Round Table unanimously en- 
dorsed Mrs. Doyle’s candidacy. 

Mrs. Doyle’s experience and qualifica- 
tions were noted in a statement issued 
jointly by Richard C. Sanford, Phoenix 
Mutual, president of the Cincinnati As- 
sociation; William B. Hoyer, CLU, John 
Hancock Mutual, president of the Ohio 
Association and Florence McConnell, 
John Hancock Mutual, chairman of the 
women’s Quarter Million Dollar Round 
Table. 

The statement comments in part: 
“Elsie Doyle has devoted her efforts and 
talents continuously during her life in- 
surance career as an active worker for 
her local, state and national associa- 
tions. The Cincinnati Association em- 
phasizes the active part she has taken 
in all association affairs and the lead- 
ership she has displayed in special proj- 
ects of that Association.” 

Mrs. Doyle has attended each of the 
last ten annual conventions of NALU 
and since her election as trustee has 
appeared in that capacity before 19 state 
and local associations. 





Harry Goetz Dead 


Harry Goetz, 61, manager, Union Cen- 
tral’s Omaha agency until March 1, died 
March 25 while under surgery in an 
Omaha _ hospital. 

Mr. Goetz, whose father also was an 
agent and whose brother was a life 
insurance examiner in Omaha, had been 
associated with the Union Central in 
that city since 1928. He became acting 
manager of the Omaha agency in 1944 
and was advanced to manager January 
1, 1947. On March 1 he became associate 
manager and Roy A. Mattson, formerly 
of the company’s Kansas City agency, 
was appointed manager at Omaha. A 
native of Omaha, he saw Army service 
in France i in World War I. Immediately 
prior to joining the Union Central he 
was a salesman for a wholesale grocery 
company. 








THE EQUITABLE LIFE INSURANCE COMPANY OF IOWA 


is now admitted to do business in the 


State of Florida 


GENERAL AGENCIES WILL BE ESTABLISHED IN 


JACKSONVILLE 
MIAMI 
TAMPA 


Qualified life insurance men, well established within the 
State of Florida, will be given first consideration for gen- 


eral agency appointments. 
e 


Please address all inquiries to 


Ray E. Fuller, Agency Vice President 
Equitable Life Insurance Company of Iowa 


Des Moines, Iowa 

















EVERY WORKING 
DAY the Sun Life 
Assurance Com- 
pany of Canada 
pays out half a 
million dollars to 
its policyholders, 
beneficiaries and 
annuitants. 


SUN LIFE 
OF CANADA 


Head Office — Montreal 
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New England Mutual Charter Displayed 





ae 


Massachusetts Governor Christian A. Herter and New England Mutual Presi- 
dent O. Kelley Anderson examine the original charter granted to the Boston 


company 120 years ago on April 1, 1835. 


For the first time since New England 
Mutual Life received its charter in 1835 
the document visited the company. Be- 
cause of its importance, the charter has 
been kept under lock and key in the 
archives department of the Massachu- 
setts State House since it was signed 
by Governor Armstrong and company 
founder Willard Phillips 120 years ago. 
Company officials have been able to see 
never to remove it 


it on request, but 


from the capitol. 





LUTC Enrollment Campaign 
Started April 1, 600 
committee chairmen of the Life Under- 


some course 


writer Training Council opened a spe- 
cial campaign to reach every life insur- 
ance man and manager in the country, 
according to an announcement by Her- 
bert R. Hill, CLU, President of LUTC. 
For a thirteen week period, qualified 
men may reserve a place in fall classes 
by completing a brief preliminary appli- 
cation and making a partial deposit of 
the tuition fee. 


Large national enrollments in recent 
years have made it essential that reser- 
vations be taken well in advance of 


opening classes in order that a sufficient 
supply of textbooks be prepared. Early 
registration also makes possible a more 
desirable selection of adequate classroom 
accommodations. 

Plans for the enrollment campaign will 
be formuiated at sixteen regional plan- 
ning panels scheduled during this period. 
Each chairman will be invited to attend 
a conterence near his home where vet- 
eran chairmen and those responsible for 
LUTC in their localities for the first time 
will get together, under the leadership 
of LUTC headquarters staff members, to 
exchange ideas on class organization. 
Upon his return, each chairman will 
spearhead a local drive to see that every 
career underwriter has an opportunity to 
enroll. 

lo strengthen the bonds of these local 
leaders, LUTC headquarters will contact 
general agents and managers directly to 
explain the advantages of early enroll- 
ment of their field men. Also, top agency 
officers of life companies are receiving 
information files so that coordinated 
plans may be made to reach the qualified 
man from every possible avenue of 
approach. 


Governor Christian A. Herter granted 
special permission for the charter to be 
taken from the archives for the first 
time on the company’s 120th anniver- 
sary. 

As special security precautions, the 
charter was transported in a Brinks ar- 
mored truck, and State House police 
and a representative of the Secretary 
of State’s office were constantly present 
while the charter was on display in the 
company’s home office lobby. 





HEADS PRUDENTIAL DISTRICT 

Appointment of Paul R. Conahan as 
head of the Mahanoy City, Pa., district 
of The Prudential, has been announced. 
Miles J. Kelleher, veteran 
Prudential manager whose retirement 
Was announced recently. Mr. Conahan 
joined Prudential as an agent at Hazle- 
ton in 1939. He became a staff manager 
in 1947 and has been supervising activi- 
ties of a group of agents in the Hazle- 
ton area until his present appointment. 


He succeeds 





LIFE INSURANCE 


RENEWALS 


RENEWAL PURCHASE COMPANY 


69 Cedar Street, New York 5, N. Y. 


PURCHASED ON 
EQUITABLE BASIS 


BOwling Green 9-0109 











LIFE BROKERAGE MANAGER 


Successful life underwriter, age 35-45. LUTC 
or CLU graduate preferred. Must have 
personal production record of $400,000. 
Salary, $300. mo., plus 7'//2% override, plus 
ersonal commission. Replies strictly con- 
idential. Raymond A. DuFour, CLU, Gen- 
eral Agent, Pacific Mutual Life Insurance 
ag 1511 K Street, N. W., Washing- 
ton, . 











Travelers Field Changes 


Several recent field changes in life, 
accident and health lines have been an- 
nounced by the Travelers. 

Harold E. Cumberland has been ap- 
pointed manager at St. Louis, Mo. 

Three field supervisors have been 
named. They are J. A. Wayne Hinson 
at Dallas, Texas; Alva H. Graham, Lub- 
bock, Texas, and James M. Morgan, Lit- 
tle Rock, Ark. : z 

Five agency service representatives 
were also named. They are Maynard A. 
Noble, at Insurance Exchange, Chicago; 
Jerry L. Ewing, Omaha, Nebraska; Brian 
W. Holmes, St. Paul, Minn.; William 
H. Jaquith, Columbus, O., and Robert 
H. Baggesen, Providence, R. I. 





N. E. Mutual Director 


Richard P. Chapman, president and 
director of the Merchants National 
Bank of Boston, was elected a director 
of New England Mutual at the com- 
pany’s recent annual meeting. 

At the same time Messrs. Allan 
Forbes, Maynard Hutchinson and George 
Willard Smith mere reelected, also for 
three-year terms. 

Mr. Chapman holds a number of di- 
rectorships in New England firms, in- 
cluding Graton and Knight Co., Forbes 
Lithograph, and Wm. Underwood Co. 
Other affiliations include that of trustee 
of the American Board of Foreign Mis- 
sions, and chairman of the board of 
trustees of Wheaton College. Active in 
the American Bankers Association,-he is 
currently vice president of the Trust 
division, 
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Underwriting Problems? 





Don't Waste Time 
"Shopping" . . . Make 


SAMUEL D. ROSAN 
AGENCY, INC. 


Your One-Stop Super 
Market for Life 


76 William St., New York 5 
WH 3-7680 


CONTINENTAL ASSURANCE CO. 
Chicago 











James B. Parten Atlanta 
Manager, Bankers Life Co. 





JAMES B. PARTEN 


James B. Parten has joined Bankers 
Life Co., as Atlanta agency manager. 
He succeeds Frank W. Allcorn, CLU, 
who has resigned’ to return to personal 
productior in the agency. Born in Ala- 
bama, he attended schools in Selma and 
Birmingham, Ala. After two and a half 
years of study at Georgia Tech, he 
transferred to Woodrow Wilson College 
of Law in Atlanta, receiving his LL.B. 
and LL.M. degrees there. 

After four and a half years with the 
USAAF he was made an employment 
interviewer for Western Electric Co. 
Atlanta. In June, 1950, he entered the 
life insurance business as an Atlante 
agent of Lincoln National and _ joined 
Occidental Life as brokerage manage! 
in November, 1953. 





Hays Agency Production 

Boston’s Gene Hays Agency of New 
England Mutual, which enjoyed the out: 
standing record of $18,134,000 of paid 
business in 1954, has made an evel 
greater beginning in 1955, with three 
consecutive months of more than tw0 
million each. The Hays March figure 
was $2,020,000 which produced a first 
quarter of $6,407,000, an increase o 
37% for the agency over the same 
period last year. The group now boasts 
42 consecutive months of more than 4 
million. 
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Career of Judge Davis 


(Continued from Page 3) 


before the Life Underwriters Council of 
Pittsburgh. 

Knowing that there is an abundance 
of literature covering the arguments in 
support of the need and desirability of 
the buy-and-sell agreement for various 
types of business it was not the inten- 
tion of President Davis in writing the 
book that it be a sales document. It 
was chiefly concerned with the mechan- 
ics to be employed in carrying into ef- 
fect, once it has been decided to con- 
struct and execute a plan of the gen- 
eral type referred to. The author had in 
mind providing a handy tool for prac- 
tical every-day use. It was also designed 
to be of assistance to counsel who may 
be called upon infrequently to draft 
business purchase agreements and who 
are not often required to deal with the 
tax phase of life insurance. 

Many articles written by Judge Davis 
have appeared in the National Messen- 
ger, the company’s agency publication. 
Titles of these articles include “Liquida- 
tion Agreements for Personal Service 
Partnerships,” “Writing the Applica- 
tion,’ “Are You Practicing Law?” 
Among titles of addresses which Judge 
Davis has delivered are these: 

“Insurance Interest of Assignees,” 
read before Association of Life Insur- 
ance Counsel in 1945 at Atlantic City. 
“The Valuation Problem in Business In- 
surance Cases,” delivered in 1948 before 
Chicago Chapter of CLU. “The Liquida- 
tion of Partnership Equities in Private 
Group Medical Clinics,” read at an- 
nual meeting of National Association of 
Clinic Managers in October, 1948, at 
Cleveland. “Some Legal Problems Cre- 
ated by Optional Settlements,” an ar- 
ticle printed in Journal of CLU. 


National Conference of Lawyers 


Mr. Davis was one of the nine gov- 
ernors of the American Bar Associa- 
tion, serving from 1945 to 1948. For two 
years he was the Vermont delegate to 
the ABA annual meetings and he is a 
past president of the Vermont Bar As- 
sociation. For sometime he has been a 
member of the National Conference of 
Lawyers and Life Insurance Companies 
which was formed in 1951 by the joint 
action of the governing boards of Life 
Insurance Association of America, 
American Life Convention and Ameri- 
can Bar Association. 

An evidence of the keen interest in 
strong advocacy of this national confer- 
ence was demonstrated when after at- 
tending a board meeting one day in 
New York headquarters of LIAA, of 
which he is a board of directors member, 
Judge Davis took an airplane to Chicago 
in order that he might attend a meeting 
of National Conference of Lawyers and 
Life Insurance Companies. He sal- 
vaged considerable time as he was there 
during the late afternoon and evening 
session. At that particular meeting were 
eight members of the ALC-LIAA joint 
committee on Practice of Law of which 
John Barker, Jr., counsel of New Eng- 
land Mutual Life, is chairman; _ five 
members of the Bar Association Com- 
mittee, and such well-known life insur- 
ance industry attorneys as Ralph H. 

astner, general counsel of ALC; Henry 
R. Glenn, associate general counsel of 
LIAA; and Carl Dunaway, counsel, Na- 
tional Association of Life Underwriters. 

The national conference was formed 
‘o promote good relations between the 
ife insurance companies and their field 
representatives and the lawyers, giving 
Consideration to the proper spheres of 
activity of each in discharging their re- 
‘pective responsibilities to the public. 
In 1953 Mr. Davis served as chairman 
of a subcommittee of this conference 
Which presented a report on the func- 
lions of home office counsel in dissemi- 





Philip F. Hodes Wins 
President’s Trophy 


At annual meeting of National of Ver- 
mont General Agents Association, held 
in Hollywood Beach, Florida, the Presi- 
dent’s Trophy was presented to General 
Agent Philip F. Hodes of New York 
City. Runners-up were Edwin L. Grose, 
Jr., Phoenix, Ariz.; H. F. Johnson, 
Chicago, and Harold Smyth, Hartford. 


Greater N. Y. Area Gen. Agts. 


The general agents of National Life of 
Vermont in the metropolitan area of 
Greater New York are W. H. Bender, 
Jr., Philip F. Hodes and John J. Kellam, 
New York City, and Fred S. Fern, New- 
ark, N. J. 








Dillon Elected President 


Harold T. Dillon, Atlanta, is new pres- 
ident of National Life of Vermont Gen- 
eral Agents Association. Edward H. Van 
Deck, Washington, D. C., is vice presi- 
dent and Norman Smyth, Denver, sec- 
retary-treasurer. 





nating legal information. That report 
was eventually made the basis of a state- 
ment of principles which was adopted by 
the conference and approved by the gov- 
erning boards of the life insurance trade 
associations and the Bar Association. 

The National Conference has also pre- 
pared and distributed an article, “Some 
Guideposts for Cooperation between 
Lawyers and Life Insurance Representa- 
tives” which has been republished in 
three insurance periodicals, including 
those of NALU and CLU. The fact that 
the life insurance industry and the or- 
ganized bar have been able to co-exist 
and work together with a minimum of 
dissension and without resorting to the 
courts for settlement of their differences 
is a tribute to the work of the National 
Conference. Mr. Davis heartily agrees 
with this comment by John Barker, Jr.: 
“Members of the National Conference 
believe that the organized bar is becom- 
ing more conscious of the role of the 
life insurance salesman in our modern 
society and they have stressed the 
growth of our business and the conse- 
quent enlargement of the scope of our 
service to the public.” 


A Director of LIAA 


Mr. Davis is a director of Life Insur- 
ance Association of America. Also he is 
a past president of the Vermont Cham- 
ber of Commerce, is a trustee of the 
Vermont State Library, Vermont Junior 
College and of Kurn Hattin Homes for 
needy children. He is a director of the 
Rock of Ages, Inc., and Union Mutual 
Fire Insurance Co. and of People’s Na- 
tional Bank of Barre. 

One of the activities which has his 
keen interest is the Brotherhood Move- 
ment in Vermont. 


Horses His Hobby 


A hobby which has engaged consider- 
able attention of Judge Davis during 
hours of recreation is that of horses. 
This had its start when he was 10 years 
old and a friend of the family gave him 
a Shetland pony to break, with the 
agreement that he could keep the pony 
for a year. His father had made for 
him a pony buggy and sleigh and also 
bought him a harness. Then each year 
for half a dozen years he was givin a 
new unbroken Shetland pony to break 
and keep for a year and then return the 
animal. 

“Those Shetland pony experiences 
were the beginning of my horse dis- 
ease which has persisted through the 
years,” he said to the writer. “During 
the last ten or 15 years I have occa- 
sionally bought colts down in Baltimore 
and trained and ridden them for fun. 
Outside of the fun, there isn’t much 
about it excent expense.” 

Mr. Davis formerly owned a farm, has 
sold it, but still has some horses which 
are in the barn of a friend who lives 
in Barre. Another hobby has been that 
of mountain climbing. 


Safeway Stores’ Omaha Distribution 
Center Financed by Mutual of N. Y. 


Mutual Life of New York will invest 
more than $6,000,000 in construction of 
Safeway Stores’ new giant distribution 
center in Omaha, and will lease the 
buildings to Safeway for a long term. 
The total cost of the distribution center, 
when completed, including fixtures, 
equipment, etc., will be about $10,000,000, 
Frank Pringle, Omaha divisional mana- 
ger of Safeway, announced. 

Construction of the single-story rein- 
forced concrete building is scheduled to 
get underway early in 1956 and is ex- 
pected to be completed by late 1957. One 
of the largest installations of its kind in 
the Omaha area, the huge distribution 
center will occupy a 46-acre plot at the 
southwest corner of “F” Street and 72nd 
Street. 

Warehouse spaces in seven buildings 
will contain a net storage area of 365,756 
square feet, and there will be 10,912 
square feet of office space. Plans also 
call for repair shops, a fuel station, box 
shed, bottle warehouses, enclosed truck 
parking areas, trailer parking facilities, 
and space for employe parking to ac- 
commodate 205 automobiles. 

Seven railroad spur tracks will bring 
freight trains right to the warehouse 
loadine docks. Provision will be made 


also for future expansion of buildings, 
and for more railroad spurs to service 
the additions to the warehouses. 

The center was designed by Baxter 
Warehouse Service, division of Safeway 
Stores, Inc., and construction will be su- 
pervised by Preston Construction Co., 
division of Safeway Stores, Inc. 

Safeway Stores, whose annual sales 
through approximately 2,000 outlets in 
the United States and Canada make it 
the second largest grocery chain in the 
world, has used the sale-and-lease-back 
as one of its principal methods for se- 
curing large-volume stores and ware- 
houses te consolidate and improve its 
retail and distribution organization. 
Other properties occupied by Safeway 
under lease from Mutual of New York 
include seven stores, one in each of the 
following cities: Los Angeles, Monterey, 
Tulare, and Vista, all in California, and 
in Wheatridge, Colorado, Gooding, 
Idaho, and Walla Walla, Washington. 
These stores were all bought by Mutual 
of New York in 1951 and were leased 
back to Safeway for long terms with 
renewal options. 

Safeway Stores, Inc., which was in- 
corporated as the present firm in 1926, 
is a continuation of a business that was 
started in 1914. The company operates 
80 stores in its Omaha division—the ma- 
jority of them in Nebraska—and_ its 
other properties in the state include a 
grocery warehouse and a bakery, both 
in Omaha. Safeway’s main office is in 


Oakland, Calif. 





STUDY DISABILITY BENEFITS 





French Delegation Examines New Jersey 
Temporary Disability Benefits Sys- 
tem; Welcomed by J. J. Yencik 

Five representatives of the Republic 
of France recently completed a_two- 
day study of New Jersey’s temporary 
disability benefits system, operated by 
the Division of Employment Security of 
the Department of Labor & Industry. 

Arrangements for the study in this 
state were made by the Federal Bureau 
of Employment Security. New Jersey is 
one of four states operating an insurance 
program for “off-the-job” sickness or 
disability. The other states are Cali- 
fornia, Rhode Island, and New York. 

The French delegates were welcomed 
by Employment Security Director John 
J. Yenick at the division offices where 
during the day there were discussions 
of the New Jersey system by Disability 
Insurance Superintendent William F. 
Dittig, State Plan Bureau Chief Millard 
E. Cuskaden, Private Plan Bureau Chief 
Harry R. B. Meyers and George J. 
Miller, hearer, administrative appeals. 
The group observed the processing of 
state plan claims and the handling of 
private plan coverage. 

The five members of the delegation 
studying employe group benefit plans in 
the United States are: Jean Bertrand, 
chief, division of plans supplementing 
social security, French Department of 
Labor; Miss Bernadette Faure, division 
chief of the Association of Metallurgy & 
Mines; Michel Cordeviola, regional in- 
spector for enforcement of social laws 
in agriculture; Remy Moreau, chief of 
the methods department of the “Phenix 
Vie” Insurance Co., Paris; Andre Lien- 
ard, actuary, chief of the group insur- 
ance department and director of the 
benefit plan of “La Sequanaise” Insur- 
ance Co., Paris. 

Miss Claire Lipman of the French 
Embassy served as interpreter and Hu- 
bert L. Reeves, of the Federal Bureau 
of Employment Security, was the escort 
officer. Frank E. Johnson, regional di- 
rector of the bureau, accompanied the 
delegation to Trenton. 


R. L. McCaffery Consultant 
In Office Management 


Robert L. McCaffery, after 13 years 
with Mutual Life of New York, has 
resigned as director of accounting and 
statistics. He has established his own 
business as in the field of 
office management. 

Mr. McCaffery’s experience in 
field covers a wide area. After several 
years as assistant to Lewis W. Douglas 


(then president, now chairman), Mr. 
McCaffery in 1946 and 1947 reorganized 
and administered MONY’s personnel ac- 
tivities. He then participated in the de- 
velopment of that company’s public rela- 
tions program, considered to be one of 
the best in the industry. 

After completing his assignment in 
connection with construction of MONY’s 
new home office, Mr. McCaffery made a 
wide survey of the planning organiza- 
tions of companies both within and out- 
side the life insurance industry. Such 
study resulted in a major reorganization 
of MONY’s planning activities. His op- 
erating experience includes several years 
of general supervision of premium and 
dividend accounting, payroll, mortgage 
loan accounting and tabulating. 

In the period of 1948-1950, Mr. Mc- 
Caffery had one of the principal re- 
sponsibilities for the planning and con- 
struction of MONY’s 26-story home 
office in New York City, which has won 
many awards for excellence. Since that 
time, he has assisted a substantial num- 
ber of life companies with their home 
office building construction problems, 
and expects to devote a considerable 
portion of his time to that area. 

During World War II, Mr. McCaffery 
was executive assistant to Lewis W. 
Douglas when the latter was in charge 
of the War Shipping Administration. He 
also assisted Mr. Douglas in France and 
Germany during the period in 1945 when 
Mr. Douglas participated with Generals 
Eisenhower and Clay in the establish 
ment of the U. S. Control Council. 

Mr. McCaffery’s office is located at 12 
Forbes Boulevard, Tuckahoe, N. Y. 
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New 25-Story Bldg. ToBe 
Erected at 120 Wm. St. 


OCCUPANCY SET FOR LATE 1956 





Friedenberg and Son, New Owners, Ac- 
quired N. Y. Property from Employers’ 
Group Which Will Be Tenants 





Plans for the construction of a new 
25-story air-conditioned office building to 
be erected at 120 William Street, New 
York, have been announced by Samuel 
Friedenberg and Son, one of the best 
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Architect’s Sketch of 120 William St. 
Building 


known builders of insurance buildings in 
New York. 

The new structure, in the heart of the 
downtown insurance district, will contain 
over 200,000 square feet of net rentable 
area. It will be L-shaped and extend 
through to an entrance at 79 John Street. 
The architects are Sylvan Bien and Rob- 
ert L. Bien, who have designed many 
office buildings in New York. 

Occupancy of 120 William Street build- 
ing, according to Mr. Friedenberg, is set 
for the latter part of 1956. 

The property, at 120-126 William 
Street and 79-81 John Street, was ac- 
quired by the Messrs. Friedenberg from 
the Employers’ Liability Assurance Co. 
In a unique sale and simultaneous lease, 
the former owners will return to the site 
as fenants in the new building with 30,000 
square feet of space in a 20-year lease 
which amounts to nearly $3 million. The 
sale and lease were negotiated by Cecil 
C. Simmons, vice president of Horace 
S. Ely & Co. During construction of 
120 William Street, the Employers’ 
Group will be temporarily located at 75 
Maiden Lane 76 William Street, 
starting about June 1 when they will 
move out of their present quarters. 

The Friedenbergs point out that the 
new building will feature open areas of 


over 13,000 square feet on the lower 
floors, extending from William through 
to John Street. It will have year-round 
air-conditioning with automatic controls, 


and 


James J. Smith Appointed 

Appointment of James J. Smith as 
supervisor of Rockefeller Center general 
agency, Aetna Life, has been announced 
by Arthur H. Bikoff, general agent. Mr. 
Smith, who attended the University of 
Virginia, and who has been in sales work 
for past decade, entered life insurance 
in 1951 with Aetna Life’s Brooklyn gen- 
eral agency. 

A resident of Plandome, L. I. Mr. 
Smith is an Army veteran and a member 
of the New York Life Underwriters As- 
sociation, Elks and Great Neck Camera 
Club. 





high speed elevators, a grid system of 
underfloor electrical ducts and lighting 
throughout by recessed fluorescent fix- 


tures. Toilet and other facilities will 
be provided for in excess of legal 
requirements. 


The exterior of the building will be 
faced with a system of aluminum span- 
drels and mullions; the interiors will 
have hung ceilings, acoustically treated 
to reduce noise levels. 

Samuel Friedenberg, the new owner, 
is the largest private owner of real es- 
tate in the downtown insurance district. 
He built 161 William Street where his 
firm is located; 90 John Street, 104-108 
and 110 John Street. 


Miss Doogan General Counsel 

Elizabeth V. Doogan has been ap- 
pointed general counsel of United States 
Life and is made a member of the board 
of directors. A graduate of St. John’s 
University School of Law she joined 
United States Life in 1943 as counsel 
and became an officer of the company 
in 





Robertson Named Monarch’s 
General Agent at Pasadena 


Raymond C. Swanson, agency vice 
president of Monarch Life Insurance 
Co., Springfield, Mass., has announced 
the opening of a new general agency in 
Pasadena, Calif., and the appointment of 
Lyle E. Robertson as general agent. 

This is the fifth new agency opened 
by Monarch in the past year and a half, 
the others being in Phoenix, Oakland, 
Sacramento and Evansville. 

Mr. Robertson’s promotion came as a 
result of his participation in Monarch’s 
Management training program. He 
started with the company as a field un- 
derwriter in San Francisco and after 
making an outstanding sales record was 
promoted to agency supervisor, in which 
position he received the training neces- 
sary to qualify for this promotion to 
general agent. 


FIRST IN FIELD FORCE 


R. L. Lees of Monarch Life’s Spring. 
field, Mass., Agency, Top Agent for 
Second Straight Year 

For the second straight year, Ray- 
mond S. Lees, of Monarch Life’s Spring- 
field, Mass., agency, has achieved frst 
place among Monarch’s field force for 
“all-round excellence of performance.” 

This award is based upon outstanding 
production in both health and accident 
insurance and life insurance, consistent 
monthly production, and low lapse and 
not-taken ratios. 

Mr. Lees’ achievement is especially 
noteworthy since he was new to the 
insurance business in 1953, the year in 
which he first won the award. 

Like all new Monarch agents, he re- 
ceived two weeks of intensive training 
at the company’s home office training 
school before setting out to solicit busi- 
ness. 

The rest, according to Mr. Lees, was 
the result of his training plus planning 
and hard work. He was up at 6 o'clock 
and out of the house at 7, six days a 
week. Many times, the first prospect he 
called upon said that he had never be- 
fore been approached by an insurance 
man so early in the morning. 
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Phone your Postal Gen- 
eral Agent today for 
the new rate card and 
information on these 






New Rate Card Out! 
Premiums Reduced on Premium Waiver! 
Term Now Written Substandard to 500%! 
Substandard Ratings Lowered! 


Postal’s new rate card is now out! Twice as big as our previous card, the new 
one is packed with sales information—and has these important additions to the old 


New Waiver of Premium Rates for all plans 
Juvenile plans—six of them—including 


the Juvenile Estate Builder 


5 Year Renewable and Convertible Term 


“Special” W.L. Paid Up at 70 
“Special” 20 Pay E. at 85 


Mortgage Redemption and Family Income 


plans for 25 and 30 years 


The premium reduction on our Premium Waivers will give you an added com- 
petitive edge on many cases. The previous rule of charging females twice the standard 
rate is discontinued—the PW premium for females is now the same as for males— 
even for housewives! : 
Term policies and Riders can now be written substandard to 500% (Class P), 
except the 5 Year Renewable and Convertible Term, which can be written to 


250% (Class F)! This 500% rule includes Family Income Riders and Mortgage 


Many occupations and diseases now get more favorable ratings. Substandard 
cases are being underwritten even more liberally, cases previously rejected may now 


Premiums have been lowered for each of the substandard ratings, making it 
easier to place your substandard cases. 
These stepping stones can help you reach greater success—and indicates the 
continuously progressive thinking that Brokers and Surplus Writers have come to 
associate with Postal. 

Postal’s Fiftieth Anniversary 
up your sales! 


has started! Keep up with Postal and you'll keep 


POSTAL LIFE 


511 FIFTH AVENUE, NEW YORK 17, 
GEORGE KOLODNY, President 


NEW YORK 
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Palm Beach Agency Convention of United States Life 





—_— 


Belknap in Keynote Message Gives 
Bright Picture of 1954 Gains, Outlook 


Opening Session Also Addressed by Maynard Shearer on 


“Opportunity”; George Selser on “Partners”; Saul Lesser 
on New Tax Law Angles; J. F. MacGrath, Jr., Presides 


By Wat ace L. Crapp 


The recent agency convention of the 
United States Life at Palm Beach, Fla., 
clicked from start to finish. Qualifying 
agents from ail parts of the country were 
on hand as well as leading general agents 
for a well balanced three-day program 
of business and recreation. Significant 
announcements were made at this meet- 
ing, notably the entry of the company 
into the group major medical expense 
field, streamlining of home office opera- 
tions to reduce operating costs, early 
entry into guaranteed renewable at age 
65 A. & H. market, and increase in 
group life maximum to $20,000 on 25 
lives or more and up to $7,500 under 
wholesale or employe life plans. 

Close to 200 agents attended and an 
international flavor was supplied by the 
presence of four top producers from 
Honolulu, representing Brainard & Black, 
Ltd., general agents in Hawaii; five lead- 
ing producers from Venezuela, and the 
generai agent from the Island of Guam— 
George M. Bamba—who traveled from 
the farthest distance away. 

Home office of United States Life was 
represented by 24 of its key executives, 
topped by Roy Tuchbreiter, board chair- 
man, who was the chief banquet speaker; 
Raymond H. Belknap, president, who 
gave the keynote address at the opening 
business session; John Weaver, execu- 
tive vice president, who closed the con- 
vention with an inspirational address, 
and George M. Selser, vice president and 
secretary, who cheered the agents by 
his account of what the home office is 
doing to improve procedures so as to 
insure improved service, better public re- 
lations and a better portfolio of policies. 


MacGrath Presides at First Session 


_ James F. MacGrath, Jr., general agent 
in New York City, as presiding officer 
at the opening session, welcomed to the 
platform President Belknap, Maynard G. 
Shearer, director of agencies; Vice Presi- 
dent Selser, Saul Lesser, assistant coun- 
sel, and Ernest Roth of Alva Agency, 
New York, third largest producer for 
the company in 1954. 

Mr. Belknap painted an encouraging 
picture of business and economic factors 
which will mean more opportunities to 
sell life insurance in 1955. He said the 
key to the agent’s prosperity is discre- 
tionary spending power—meaning the 
money left over by the American family 
ulter paying for food, clothing and taxes. 
He felt that if life insurance is made 
attractive to the people they will invest 
this money in family protection. “It is 
6% oy to make them want our services,” 
le Said. 

Mr. Belknap told his agent audience 
about 1954 gains of United States Life. 
At the Close of the year its assets were 
nearly $70,000,000 (gain of $7.400,000 over 
1953) ; capital and surplus $5,390,000. He 
“ud that group life and wholesale pro- 
wiction had iumped from $18,000,000 in 

»< to $165,000,000 in 1954. while ordinary 
volume increased from $42,000,000 in 1952 
10 875.000,000 last year. In addition indi- 
= \. & H. sales went ahead by 97%. 
in - alg: glad to point to improvement 
thd = office operating expenses, and 
ae will be more marked and 
wie Pa. more streamlined, he said, 
chee IBM electrohic account ma- 
Furth are installed in the near future. 
%& ermore, the staff has been aug- 

nted by two assistant actuaries. 








Concentrating on Mortgage Loans 


As to the investment picture, Mr. Belk- 
nap said: “We own no common stock to 
speak of. For practical purposes we are 
out of the stock market. We are in- 
tensifying our investment efforts in the 
mortgage loan field and are scouring the 
country for desirable loans of that type. 
The yields are good as we can buy sub- 
stantial numbers at a good discount. We 
are also receptive to high grade bonds.” 

The speaker also referred to the com- 
pany’s aggressive agency attitude and 
remarked that new agency appointments 
in 1954 increased by 50% over the pre- 
vious year. In closing he said: “It looks 
as though some of our prophesies will 
be fulfilled and I can see no reason why 
1955 should not be a very fine year.” 


Shearer on Opportunities for Service 


Maynard G. Shearer, who came to the 
United States Life three years ago after 
building a $14,000,000 agency in Dallas, 
featured in his talk the opportunities for 
service which he has as director of 
agencies and those which exist for gen- 
eral agents to attract new men into the 
business. His department is alert to the 
need for better training methods “to help 
vou sell more business.” Remarking that 
“we find our agents are hungry for in- 
formation,” he urged that “you tell us 
what you want and we will try to get it 
for you.” 

At the same time Mr. Shearer urged 
the general agents to be on the alert in 
their local communities for new man 
power “so that you can give others the 
same opportunity you have had to he- 
come successful in life insurance.’ He 
said the company has a_ non-financing 
plan which could be offered to such men. 
At the local level the opportunity also 
exists to build good will in  person- 
ally delivering death claim checks. Mr. 
Shearer recommended it. In closing he 
said that life insurance ranked next to 
the ministry, in his opinion, in its serv- 
ice-giving aspects. 


Selser on “Partners in Business” 


Vice President Selser, who will round 
out his 28th year with the company this 
month, stressed the partnership spirit in 
his address. He paid tribute to the Con- 
tinental Companies, now in control of 
United States Life, for their guidance 
and leadership during the past than 
three years which “has enabled our com- 
pany to forge ahead with renewed vigor 
and strength.” Continuing he said: 

“One of the most important messages 
we bring home to home office personne! 
is that thev are vour partners in busi- 
ness, that their opinions and actions are 
vitally important to the sales effort, and 
that in order to hold on to our gains... 
they all must make certain that good will 
is built in the rendering of all home 
office service functions.” 

Further along the speaker pointed to 2 
program of further mechanization of 
home office record keeping processes and 
said that “much progress has been made 
in reducing unit costs, in providing new 
and improved sales tools and in increas- 
ing the home office agencv staff. Elec- 
tronic data processing equipment is also 
being introduced and Mr. Selser indi- 
cated that IBM's 650 machine would be 
delivered in the fall. “Meanwhile,” he 
said, “we have been readying our records 


(Continued on Page 23) 


Awards Presented for 1954 Leadership 


In addition to the awards presented 
to leading agents of Dascit Underwrit- 
ers, Inc., New York (mentioned in an- 
other column) the following were hon- 
ored at the convention banquet held by 


United States Life at Palm Beach: 
For outstanding quality production 
among all agencies of the company 


(2nd year persistency—life) 1. Consti- 
tution Agency, Inc., New York. 2. Alva 
Agency, New York. 

For second and third place in out- 
standing leadership in life production 
and volume: Constitution Agency, Inc., 
and Brainard & Black, Ltd., Honolulu. 

For outstanding leadership in group 
life volume and premiums— 
White & Winston, Inc., New York. 

For outstanding leadership in A. & 


H. production—Marlyn Agency—Jack 
Gansky, Philadelphia. 

Ernest Roth, Alva Agency; E. Y. H. 
Leong, Brainard & Black, Ltd., and Jack 
Lewin, Chapman-Stapleton, Inc., were the 


third, fourth and fifth ranking life 
producers for 1954 and were awarded 
plaques. 


Edwin Snow, Chapman-Stapleton, Inc., 
was the outstanding individual performer 
in group A. & H. production. Three 
other members of the same agency were 
recognized as Ambassador Club qualifiers 
for between five and ten years: Jack 
Lewin, Nicholas Paone and Warner H. 
Lewin. 

Recognition was also given to Takao 
Yamauchi of Brainard & Black, Ltd. for 
his ten years’ membership in the Ambas- 
sador Club along with Julius J. Katz of 
Dascit Underwriters, Inc. 





Dash Sees a Happy 
And the New in 


One of the inspirational high spots of 
the Palm Beach agency 
United States Life was the 
“The Old and the New,” on the closing 
day by Emanuel Dash, 
Dascit Underwriters, New York, 
agency was the 1954 leader of 
the company for outstanding perform- 


convention of 
address, 


president of 
Inc., 
whose 


ance in both life production and volume. 
Expressing his pride in having con- 


tributed to the recent forward strides 
of the United States Life, Mr. Dash 
gave his analysis of the philosophy 


which has been adopted by the present 
management. “Advances in both produc- 
tion and home office operation have been 
made,” he said, “because of constantly 
changing plans—making for more salable 
merchandise—and better horizons ... | 
should like to point out that serious 
thought could well be given by all of 
us to the dividing line between decay 
and progress. My thesis holds that there 
is no middle point. 

“Insofar as Dascit Underwriters is 
concerned, we recognized it some years 
back. We got rid of a substantial volume 
of general insurance business and con- 
cerned ourselves not with the then cur- 
rent life production but with plans for 
the future ...a long range program. 
My chief aim this year is to avoid a 
production plateau.” 

Cannot Rest on Our Laurels 


Mr. Dash maintained that other agen- 
cies face the same problem, namely, 
“we cannot afford to rest on our laurels.” 
He made the challenging statement: 
“To really go forward we must possess 
an inner force, an excitement, a dissat- 
isfaction with a plateau or slow growth. 
Planning and increased momentum is 
needed, a love of life and work, coupled 
with a desire to serve and to obtain 
top-flight status. This is a wonderful 
frame of mind. It does not concentrate 
on just the year’s earnings; it puts prog- 
ress above earnings because it gives us. 
a fuller enjoyment of our work and 
life.” 

Appreciative of the cooperation and 
encouragement he has received from 
the present management of United States 
Life, Mr. Dash as one of its old-time 
general agents (dating back to Brooklyn 
Life days of 1930) then paid his respects 
to each departmental executive of the 
home office. 


His Recognition to Home Office Staff 
He said that the agency department 


a 


Blend of the Old 
United States Life 


had recognized the importance of proper 
liaison work and its responsibility to- 
ward the field force by setting up for 
the first time a senior officer solely in 
charge of agency operations—Maynard 
Shearer. At the same time it made a 
happy blend of the old and the new 
by appointment of Walter Zerbst as 
eastern superintendent of agencies. “The 
ever expanding personnel in that depart- 
ment and field development is evidence 
of results attained.” 

Speaking of the underwriting depart- 
ment, Mr. Dash paid tribute to John 
E. Sheehan, chief underwriter, crediting 
him with such forward steps as higher 
underwriting limits and broader and 
better interpretations of substandard 
risks. In turn, Fred O. Becher, Jr., group 
vice president, and “Fran” Welch, A. & 
H. vice president, received deserved 
recognition. “While Dascit Underwriters 
has not yet embarked on a program of 
A. & H. development ‘Fran’ is slowly 
wearing us down,” he remarked. 

The speaker continued by hailing 
Vice President and Secretary George 
M. Selser as a “true friend of general 


agents and agents alike’; Executive 
Vice President John Weaver for his 
drive and spirit, and President Ray 


3elknap for his deft and sure leadership 
touch. 

Turning his attention to the field 
force Mr. Dash described them as “the 
people who really form the base on 
which the company is built, enabling it 
to attract good home office material...” 


Tribute to Leaders of Dascit Agency 


As to his immediate family at Dascit, 
he said that the advent of Stanley Blau, 
now associate general agent, “had the 
effect of greased lightning on the pos- 
terior of the old gray mare.” Noting 
that Mr. Blau was responsible for al- 
most 25% of Dascit’s 1954 production, 
Mr. Dash said that plans are forming 
to give him additional responsibilities 
with due regard to maintaining and in- 
creasing his production. He then ex- 
pressed gratitude to Herman Seligson, 
the agency’s top’ producer in 1954, and 
to Julius J. Nocks, second in ranking, 
for their outstanding performance. Also 
recognized were Stephen Kanitz and 
Isidore Ortenberg, both veterans of the 
agency. In all 20 agents of the Dascit 
organization qualified for the Palm 
Beach meeting and Mr. Dash was jus- 
tifiably proud of their achievement. 

At the convention banquet he was 
presented with the President’s plaque 
by Mr. Belknap who said: “This plaque 
is given to the agency which does the 


(Continued on Page 23) 
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Welch Features New A. & H. Policies 


Tells Agents About Mortgage and Insured Payment Plans, 
Guaranteed Renewable to 65 Policy; Hardcastle, Iles, 
Sommer Also on Program ; 


The attractiveness of the individual 
A. & H. policy plans of the United 
States Life and its new planned promo- 
tional material were featured by J. Fran- 
cis Welch, vice president of the com- 
pany in charge of that division, at the 
second morning’s session of the recent 
Palm Beach, Fla. convention. Jack Gan- 
sky, general agent, Marlyn Agency, 
Philadelphia, presided over this session 

Mr. Welch had close attention as he 
told about changes under the company’s 
deferred payment plan; the new mort- 
gage plan, the modus operandi of the 
‘asured payment plan, association group 
features, and the new guaranteed renew- 
able at age 65 contract which will be 
ready for sale as soon as New York 
Insurance Department approval is re- 
ceived. 

The mortgage plan, he said, will soon 
be available on a group basis. Benefits 
will be set up for five years in case of 
accident and the sickness, 
maximum monthly indemnity being $100. 
Total disability, non-confining sickness 
and accident will be included. 


same _ for 


Insured Payment Plan 


Referring to the insured payment plan 
as a business builder for A. & H. agents, 
Mr. Welch explained that it covered 
18 to 24 month loans up to $3,000 total 
indemnity and in special cases the 
maximum term may be extended to 36 
months. Those in the 18 to 65 year 
brackets may buy the coverage, the 
rate being $1.50 for each $100 of out- 
standing loan for 24 months. Thereafter 
the rate is $2.25. These rates apply for 
all occupations. No physical house con- 
finement is required. 


Mr. Welch sees much in store for 
agents who will push the guaranteed 
renewable at age 65 contract. Three 


plans will be available providing two, 
five and ten year limits for sickness and 
lifetime benefits for accident. The policy 
will be non-confining for injury and 
non-confining for sickness up to 24 
months. It will have incontestability and 
waiver of premium features. 

If there is a six months’ lapse between 

ailments, he explained, it is considered 
a new ailment and the policy will be 
in full effect. Mr. Welch also pointed to 
“competitive premium rates” especially 
in the 18 to 40 age bracket. “This is 
the policy which you have all considered 
‘a must,’ so now there can be no excuse 
for any of you to hesitate to sell A. & 
H.,” he told the agents. 
»Before closing Mr. Welch announced 
that the non-occupational policy plan is 
being put on a three-year basis at $25 
premium. He recommended it and asso- 
ciation group as “door openers” to the 
sale of life insurance. With the new 
policies and planned promotion Mr. 
Welch was optimistic that United States 
Life can double its individual A. & H. 
writings this year. 


Hardcastle on Planned Promotion 


Promotional activities of the A. & H. 
division over the past 18 months were 
featured by Dennis Hardcastle, director 
of sales, who said that more new mate- 
rial was being readied, designed to ac- 
quaint present policyholders as well as 
prospects with the importance of income 
protection. “Your gold mine is your 
present policyholders,” he stressed. “With 


this in mind we have designed a series 
of premium stuffers featuring income 
and hospital protection and the schedule 
accident contract. A new A. & H. pro- 
posal form is also available.” 

Mr. Hardcastle also told about a new 
series of newspaper advertising mats; 
new series of brokerage bulletins in 
which the emphasis is on special A. & H. 
policies; sample letters for brokers to 
send to their clients, and direct mail 
campaign material. He also said a zipper 
letter will soon be ready which does 
away with envelopes. 

As a word of caution he said: “When 
you send out direct mail don’t sit back 
and expect immediate sales. Your initial 
mailing has to be followed up at regular 
intervals. If you want to be successful 
your promotion must be planned. Our 
objective is to make such material sim- 
ple and easy to understand.” 


Iles Tells of Upstate Agents’ Success 


Don Iles, A. & H. agency supervisor, 
then told the success story of two up- 
state New York agents—John C. See- 
fried and Gerald Shepard of Rochester 
—who had used planned promotion to 
launch their agency in January, 1955, 
and rolled up a paid premium total of 
$4,000 that month. They pushed the 
company’s Century hospital policy, gath- 
ering momentum as they went along by 
getting referred leads from satisfied 
clients. One idea successfully used was 
to prepare a full page ad, featuring 
hospitalization enrollment, which was 
mailed to residents of a nearby town 
and then personally followed up. It pro- 
duced results. 

After their big January, Messrs. See- 
fried and Shepard devoted some time to 
getting and training agents with the 
result that February volume dropped to 
$3,000 paid premiums. It started to climb 
again in March. Along with A. & H. 
sales they closed about $50,000 in life 
insurance, said Mr. Iles. 


Armand Sommer Pays Tribute 


Final speaker of this session was 
Armand Sommer, vice president, who 
made a hit when he gave well deserved 
recognition to “Fran” Welch. “He has 
helped a lot of agents to make money 
and to be successful A. & H. producers, 
and has developed and built a smooth- 
running home office organization from 
scratch,” he said. 

As a finale to the A. & H. program a 
15-minute slide film of cartoons, entitled 
“The Story of Lost Sales,” was shown. 


Weaver Closes Meeting 


John Weaver, executive vice president 
of United States Life, climaxed the re- 
cent Palm Beach meeting by an inspiring 
talk at the final session. He appealed to 
the assembled producers to rise to even 
greater heights in 1955 than they did last 
year, a banner year for the company. 

Mr. Weaver was confident that with 
the new policies being put on the market, 
such as major medical expense, guaran- 
teed renewable at age 65, and the cen- 
tennial income rider and preferred whole 
life—$5,000 and $10,000 policies—the com- 
pany will continue to forge ahead. “One 
of the brightest spots in the picture is 
the esprit de corps of the field force,” he 
said. 

He promised the conventioneers that 
the United States Life would not at- 
tempt to compete with the big life com- 
panies on what he called “jumbo risk 
policies.” 





Recreation for the Ladies 


A putting contest for the ladies, one 
of the United States Life’s convention 
recreational features at Palm Beach, was 
won by Mrs. Stanley H. Blau, whose 
husband is associate general agent in 
Dascit Underwriters, Inc., New York. 
Mrs. Eugene Engelhard, Chicago, and 
Mrs. Arthur Matlin, New York, were 
tied for second place. 

A two-hour boat trip was another rec- 
reational feature on the ladies’ program, 
much enjoyed. Arranged by Elizabeth 
V. Doogan, United States Life counsel, 
the party included 50 women, children 
and one man—Robert P. Lee of Philip’s 
Agency, New York. A stop-off at an 
island bird sanctuary was included. 





Golf Prize Winners 


Winners in the convention golf tourna- 
ment conducted by United States Life 
at Palm Beach were Joseph Agnell of 
Chapman-Stapleton, Inc., Buffalo, first 
low gross; Julius J. Nocks of Dascit Un- 
derwriters, Inc., New York, second low 
gross; J. S. Husid of Trenton, first low 
net, and P. Wells Hall, Jr., vice presi- 
dent, John C. Paige & Co., New York, 
second low net. 

General Agent James F. McGrath, Jr., 
of New York, and Clint Laux, assistant 
director of sales promotion, were in 
charge of the tournament. 





Accompanied by a pre-recorded sound 
track including narration and humorous 
musical background, these slides de- 
picted bad sales habits in an entertain- 
ing manner. 

Mr. Welch took the opportunity of 
recognizing the 1954 A. & H. production 
of three general agents—Jack Gansby of 
Philadelphia, Dave Baron of New York 
City and Bernard Axelrod of Camden. 


Underwriting Trends as 
Viewed by J. E. Sheehan 


HIS CAUTION ON NON-MEDICAL 








Urges Moderation and Sense of Balance, 
Proposed That Industry Set Up 
a Research Department 





John E. Sheehan, chief underwriter of 
United States Life, revealed his keen 
interest in business cycles in their rela. 
tionship to life insurance when he ad- 
dressed the recent Palm Beach agency 
convention of the company. By way of 
illustration he said the bottom did not 
drop out of the insurance business the 
fateful day in October, 1929, when the 
stock market crashed. And even in the 
depression ’30’s insurance production held 
up for a time. His point was that there 
is a time lag between depressed general 
business conditions and their effect on 
insurance sales. 

Mr. Sheehan in discussing mortality 
trends made this observation: “In the 
early 1920’s it was felt that the golden 
age of mortality was past. I wonder 
what the experts of that day would say 
now ?” 

Commenting on the current trend in 
interest rates on investments, the speaker 
said they are now on the increase, re- 
flecting a better investment picture and 
operational savings, after a downward 
trend of some years. 


Competitive Impairment Pricing 


He also felt that the cycle of competi- 
tive impairment pricing is again becom- 
ing strongly evident. “This can be 
healthy,” Mr. Sheehan remarked, “but 
like everything else, excess can produce 
some painful results. So I urge all things 
in moderation—including moderation.” 

His sizeup of term insurance trends 
was that “we are selling more and more 
term, and it’s only natural that people 
seeking low-cost insurance protection 
should want it. But let’s not sell it too 
strenuously. There are indications of a 
rise in mortality on term which is the 
beginning.of a trend, as I see it. The 
suicide rate on term is 139% of the rate 
on terminal business. In contrast, death 
by accidental means is just under 100%.” 

It was also pointed out that improve- 
ments in mortality have been discounted 
to some extent by the CSO table of 1951. 

Mr. Sheehan’s over-all recommenda- 
tion was that a sense of balance be main- 
tained in the never-ending study of 
cycles. He thought it might be a good 
idea for ‘the life insurance industry to 
set up a research department in charge 
‘of one who was especially qualified to 
do the needed job of cyclical analysis. 
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Fred Becher Tells About 
New Group Ins. Policies 


READY WITH MAJOR MEDICAL 





U. S. Life V. P. Considers Small Case 
Market Most Profitable; Warren Smith 
and J. N. Mazzeo Also on Program 





That Fred C. Becher, Jr., vice presi- 
dent and head of the group division of 
United States Life, has set a fast pace 
for production and for the introduction 
of new merchandise was indicated by his 
announcement at the recent agency con- 
vention of the company that the 1954 
group volume of the United States Life 
topped $165,000,000 and that the quality 
of business submitted was excellent. Mr. 
3echer also reported that the agencies 
writing group business had increased 
approximately 50% last year over those 
in 1953. The claim ratio on group life 
was 60.1%, he said, and on group A. & H. 
724% incurred, the best experience to 
date. He anticipates that 1955 will also 
be a banner year for group production. 
The producers welcomed Mr. Becher’s 
announcement that United States Life 
will continue renewal commissions on 
group insurance after the tenth year. 
“We feel that this is the best way to 


protect our business and persistency, 
particularly as we have many group ac- 
counts which are ten or more years old,” 
he said. 

Mr. Becher then revealed that plans 
are now set “to tap the biggest and most 
profitable group market that exists to- 
day—the small case market.” Specifically 
the company will concentrate on its sales 
robot plan and group major medical ex- 
pense insurance. Speaking first about 
the sales robot he said: 

“This is one of our new sales tools 
which has been well accepted by the field 
force and has attracted industry atten- 
tion. It allows the producer to sell and 
bind his own insurance plans without the 
usual home office assistance. 

“The robot contains our baby group— 
5 to 24 lives in states where permitted— 
and we are writing these cases at an 
average of 50 a month. We feel that 
baby group is the best door-opener for 
a general agent to secure business from 
brokers and agents. .. .” 


Points to Vast Major Medical Market 


As to the entry into the group major 
medical market Mr. Becher said that 
several basic plans have been approved 
for immediate sale. Plan A will em- 
brace groups covered by United States 
Life for basic hospital, surgical and 
medical expense benefits. In such cases 
group major medical will usually be is- 
sued as a rider attached to the group 
hospital policy. Minimum number otf 





lives insured at date of issue will be 25. 
Choice of deductible: an integrated de- 
ductible minimum of $300 or more is re- 
quired, depending upon the benefits pro- 
vided under the basic coverage, or a 
corridor deductible of $100 minimum. 

“Minimum coinsurance factor is 25% 
although we might consider 20% coinsur- 
ance for cases of over 250 lives. This 
would increase the premium rate; on the 
other hand, a higher coinsurance factor 
reduces the premium rate,” Mr. Becher 
explained. 

Maximum benefits will range from 
$3,000 for 25 lives but less than 100, $4,000 
for 100 to 200 lives, and $5,000 for 200 
or more lives. On groups of over 500 
lives a higher maximum will be consid- 
ered but in no case will exceed $10,000, 
he stated. 

Dependent’s coverage will be required 
on cases of less than 200 lives. However 
it will be written only for dependents 
who are covered under the basic plan. 
At least 75% of all insured employes 
must cover all their dependents. Age 
range is 14 days to 19th birthday but, 
upon request, this may be extended at a 
slight premium increase to include un- 
married children between 19 and 23 who 
are full-time students. This requirement 
applies to all three plans. 


Plans B and C 


Mr. Becher then explained that Plan B 
covered cases where no basic group cov- 
erage existed. Minimum number of lives 
is set at 100; $200 flat deductible mini- 
mum; 25% coinsurance which may be 


increased or decreased as under Plan A. 
Maximum amounts of benefits are the 
same as under Plan A while dependent’s 
coverage will be required on groups of 
less than 200 lives. 

Plan C will embrace cases where basic 
group coverage is provided by a carrier 
other than the United States Life. In 
such cases group major medical will like- 
wise be provided under a separate policy. 
If the basic coverage is provided by Blue 
Cross or Blue Shield special underwrit- 
ing requirements will be established for 
each single case depending upon Blue 
Cross-Blue Shield benefits, limitations, 
etc. Other requirements are: 

Minimum number of lives insured at 
date of issue—500; flat deductible mini- 
mum of $500 depending upon details of 
and benefits under the basic coverage; 
minimum coinsurance factor of 25% 
which may be increased or decreased as 
under Plan A; maximum amounts—same 
as under Plan A; dependent’s coverage 
while very desirable will be written only 
when provided under the basic coverage. 

In closing Mr. Becher brought out: 
“There are many problems connected 
with the acceptance of this type of in- 
surance, such as the employe’s willing- 
ness, if necessary, to pay for an insur- 
ance plan where there is a substantial 
deduction. It may also be that physi- 
cians, surgeons and hospitals charge 
more for their services when the bill is 
being paid for by an insurance company, 
with a high maximum amount. It is 
hoped, however, that with the deductible 

(Continued on Page 22) 








Top row, left to right—Alfred Sileo, right, convention chairman, greeting Board Chairman Roy Tuchbreiter upon arrival; Maynard Shearer, Ernest Roth, Jack J. 
Reynolds, Fred Becher, Jr., Roy Tuchbreiter, Maynard Shearer, Clint Laux, Ernest Roth. 
Middle row, left to right—Jack Herlich, Edward B. Maher, Joseph Robertson, Walter Zerbst, Meyer Sloan, Lay Yiu Kong, Mrs. Lay Yiu Kong, Mrs. Robert P. Lee, 


Mrs. Philip H. J. Wang, Mark R. Glass, Tip Hop Pang, Mrs. Glass, Mr. and 
Bottom row, left to right—Sol Karnett, Louis Silverman, Mrs. Silverman, Mrs. Karnett, Soo Bok Kim, Tip Hop 


Mrs. Murray King, Mr. and Mrs. Frank Crohn. 
Pang, Scott Brainard, Rufo Alhambra, Takao 


Yamauchi, Edward Y. H. Leong, Mrs. A. H. Winston, Bud Winston, Mrs. P. Wells Hall, Jr., wife of John C. Paige & Co. vice president; Bill White and Mrs. White, 
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Paui Anderson Makes Hit in Palm 
Beach Talk on “Group Horizons” 


Paul M. Anderson, vice president of 
C. V. Starr & Co., who has had an out- 
standing career in the group insurance 
field, was the guest speaker at the clos- 
ing session of the United States Life’s 
recent agency convention at Palm Beach. 


Introduced by Session Chairman Scott 
B. Brainard, president of Brainard & 
Black, Ltd., Honolulu, Mr. Anderson 


stimulated his producer audience to en- 
large their “group horizons” by digging 
out the thousands of business concerns 
who have no group insurance of any kind 
or who have inadequate coverage or 
plans that need revising under present 
day conditions. 

Mr. Anderson advised the U. S. Life 
agents not to spoil their regular business 
“by chasing the will-o’-the-wisps like 
General Motors and U. S. Steel. That 
will break your heart and wreck your 
income .. . they are controlled accounts 
anyhow,” he said. He was sure that if 
the agents searched their policy files they 
would find some clients who need group 
insurance, “particularly those accounts 
which have received the benefit of your 


advice on regular life business in the 
past.” 

Impressed by the afertness of the 
United States Life in entering the group 
major medical market, Mr. Anderson 
said that it takes courage to enter a new 
field. “Ten years ago when | was with 
the Occidental Life no one had the fore- 
sight to do anything about it,” he re- 
marked. “It has taken the pressure of 
employe needs, the fear of socialized 
medicine, and the demands of brokers 
and agents for a better sales tool, to 
snap the underwriters out of their 
lethargy.” 

The United States Life agents and 
general agents were particularly pleased 
to get a closeup view of Mr. Anderson 
inasmuch as he, as a representative of 
the company’s shareholders five years 
ago, approached Roy Tuchbreiter, presi- 
dent of Continental Companies, and in- 
vited him to buy the United States Life. 
“The deal was closed with a handshake,” 
said Mr. Anderson. He is now on the 
board of the company as well as being 
a director of American Life Insurance 
Co. and American International Reassur- 
ance Co. He marks his 30th anniversary 
in the life insurance business this month. 





Becher on New Policies 


(Continued from Page 21) 


and the coinsurance features, the patient 
will have an interest in the amounts 
charged, and then our experience will 
allow us to maintain the attractive pre- 
mium rates we have developed.” 

Asa final word Mr. Becher announced 
that the group life maximum had been 
increased to $20,000 on 25 lives or more, 
and up to $7,500 under the wholesale or 
employe life plans. 

Warren Smith Conducts Sales Clinic 


Warren V. Smith, regional manager of 





Top row, left to right—Mrs. Herman Seligson, Roy Tuchbreiter, President Belknap making top award to Emanuel Dash, 
John Weaver, Mrs. Julius Nocks, Julius Nocks, J. Francis Welch, Wendell Berman, George Selser, Takao Yamauchi, 
Mr. and Mrs. Dan Andron. 
Bottom row, left to right—Mr. and Mrs. Stan Husid, Ernest Roth, Herman A. Seligson, Julius J. Nocks, Herbert Len- 
nox, Dr. Charles Bonzey, Mr. and Mrs. Herman Seligson, Roy Tuchbreiter, Raymond Belknap, John Weaver and Mrs. 


Julius Nocks. 


the company, followed Mr. Becher and 
conducted a major medical sales clinic, 
answering questions from the floor about 
the coverage, underwriting rules, rates 
and the necessary steps to be taken 
when requesting a quotation. After de- 
scribing in detail the three basic plans 
available, the deductible and coinsurance 
features, Mr. Smith said: 

“Major medical expense is still a com- 
paratively new coverage. It is based on 
an entirely new theory in the group in- 
surance business and therefore should 
still be considered a test. For this reason 
it has not yet settled down to the almost 
standardized contract found in the other 
group lines.” 

The speaker called attention to some 


of the competitive points in United States 
Life’s plan, one of which is a maximum 
limit of $20 for daily room and board 
which is variable, he said, depending on 
location and hospital charges in the area. 
If requested the company will cover 50% 
of the charges in excess of this maxi- 
mum. “This will help sell the plan in 
cases where high-salaried executives are 
interested in unusually expensive hospi- 
tal quarters,” he said. 

Mr. Smith also pointed to the pro- 
vision regarding mental derangement, 
saying that treatment of such cases will 
be covered provided it is administered 
in a hospital or institution for confine- 
ment or treatment of the mentally ill. 

While ambulance service is usually lim- 
ited to $50 Mr. Smith said that “we will 
pay any amount necessary to transport 
the patient to the nearest hospital where 
necessary treatment or equipment is 
available. The only means of transpor- 
tation not covered are privately chartered 
planes and trains. 

“The best source of prospects for ma- 
jor medical,” he continued, “are those 
organizations presently insured with us. 
However, this coverage should be dis- 
cussed with any new group that is in- 
terested in a comprehensive benefit plan. 
It’s particularly valuable in competition 


with the Blue Cross and Blue Shield.” 
Mazzeo Points to Four Sales Leaders 


Rounding out the group insurance por- 
tion of the convention, James N. Mazzeo, 
director of group sales and service, fea- 
tured on “Four Sales Leaders”’—baby 
group, employe life insurance, the in- 
crease in group life maximums and the 
sales robot. He said that 85% of all 
group cases written by the company are 
now coming from the average agent and 
broker. 

Mr. Mazzeo then noted that the 1954 
premium writings of baby group were 
nearly $1,000,000. Commissions were in- 
creased last October to a flat 10%, and 
the plan can be changed to suit the needs 
of particular areas. Brokerage bulletins, 
advertising mats and a new direct mail 
piece to be sent to employes in groups 
covered are now available, he said. 

As to employe life insurance, the com- 
pany continues to write down to five 
lives. This facility, said Mr. Mazzeo, is a 
door-opener for the agent and broker to 


Tuchbreiter’s Banquet ‘Salk 


Roy Tuchbreiter, board chairman 0; 
United States Life, who thoroughlily ep. 
joyed his association with the company’s 
leading producers at Palm Beach, ey. 
pressed his personal satisfaction over 
the 1954 results in the brief talk which 
he gave at the convention banquet. 

“T have a great passion for success,” 
he remarked. “You will recall that | 
made assurances to you at your last 
gathering that we would innovate some 
things in the United States Life which 
would be advantageous to you and to 
the company. I hope we have succeeded 
in our efforts.” 

Mr. Tuchbreiter then congratulated 
the assembled agents and general agents 
“for having made this convention pos- 
sible .. . it is one of the finest we have 
had to date. You have all made a great 
contribution to the company.” 

United States Life’s chairman. did not 
overlook making gracious acknowledg- 
ment to the Palm Beach Biltmore Hotel 
management for “making our stay s) 
enjoyable.” Its sales manager, Willian 
Smith, was continuously on the job. 





the larger cases. The maximums have 
been increased to $7,500 and _ higher 
amounts will be considered upon request. 
Rate reductions will soon be announced, 
he said. 

Referring to the increase in the group 
life maximums to $20,000 on a 25-lives 
case, the speaker said that higher 
amounts will be considered upon request. 
“Out of a 500 lives case there may be 
25 officers and key men to whom a 
higher maximum could be given,” he 
explained. 

Crediting Vice President Becher for 
the creation of the sales robot, Mr. 
Mazzeo said it was particularly helpful 
for the agent or broker who does not 
have easy access to home office assist- 
ance. Furthermore, the robot gives the 
producer an opportunity to plan his sales 
activity, to underwrite the case on the 
spot and then to close it. The agent is 
told in simple terms how to calculate 
the rates. “This is truly an aggressive 
approach .to group business,” Mr. Mazzeo 
said in closing. 
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Buymanship Is Key to 
Ernest Roth’s Success 


HE SOLD $2% MILLION IN 1954 


Determines Client’s Objectives and De- 
sires, Then Presents Proper Solu- 
tion; Uses Low Pressure 


Ernest Roth, million dollar producer, 
who is connected with the Alva agency 
of United States Life in New York, was 
one of the hits of that company’s recent 
convention at Palm Beach, Fla. For 16 
years he pounded a debit for the Metro- 
politan Life and while he made a satis- 
factory income he was not satisfied with 
the job he was doing. In the past six 
years he has concentrated on building 
a professional clientele. All of his busi- 
ness today is on recommendation of one 
client to another. His technique of 
“yuymanship’—a determination of the 
client’s objectives and desires; working 
out the details of a program based on 
needs, and then with the realization of 
those needs by the prospect the presen- 
tation of the proper solution—has been 
so successful that Mr. Roth paid for 
$2% million in 1954. 

In describing his methods at Palm 
Beach Mr. Roth said that he operates 
on a low pressure basis. If the prospect 
feels that he is under pressure then it 
is because it is coming from his family, 
its needs and his responsibilities. He 
tells the prospect: “These needs existed 
before you ever met me; they will exist 
whether you do anything about them 
at this time or not. I am merely high- 
lighting these needs to you and making 
you think about them.” 


Has Made “Service Work” Pay 


Mr. Roth admitted that it was “tough 
going” when he started “from scratch” 
in 1948 to begin his new life insurance 
career on a professional basis. Many of 
his friends told him that the service 
work he was doing couldn’t pay. But in 
retrospect he realizes that his seemingly 
non-productive work has permitted him 
to reach the point of earning more 
money than he ever thought would be 
possible and to earn it with dignity and 
without day-to-day worry of what pros- 
pects to see the next day. 

In the last three years Mr. Roth has 
not had to send out a single pre-ap- 
proach letter to make a single new call. 
His is now entirely a referred clientele. 
Originally he sent out letters to the 100 
names on his client list, although he 
never did complete the list because rec- 
ommendations from the first people he 
saw made this unnecessary. The ideal 
prospect, he said, is one who earns up- 
wards of $7,000 a year, is between the 
age of 28 and 45 and has dependent 
children of school age. 

Regularly he sends out a monthly 
publication bearing his name which re- 
lates to such insurance matters as trusts, 
taxes, social security and veterans’ bene- 
its: By the time a prospect receives a 
Pre-approach letter he is conditioned to 
some degree. “This letter,” he suggested, 
“should briefly outline your professional 
service. In it you should ask for an 
‘ppomtment.” Mr. Roth said that he is 
not interested in seeing anyone who 
“oes not want to see him. He ascertains 
the Prospect’s interest by making a 
phonc call, thus weeding out non-pro- 
ductive interviews in advance. 

Having set up an interview by phone 
with an interested prospect, Mr. Roth 
will concentrate on “fact-finding”—dig- 
sing up data with regard to the pros- 
Pect's background, his assets, his income 
wieciives for his family and himself. 
‘ese tacts he lists on a four-page con- 
hdential “property analysis” form. No 
attempt is made during the interview 
'0 discuss the sale or purchase of life 
Msurance. He gets from the prospect 





his policies, his will and his “buy and 
sell” agreement if he has one. 


Sends Letter of Thanks 


“The next day,” Mr. Roth said, “the 
prospect receives a letter thanking Inim 
for the interview and for the frankness 
with which he discussed his personal af- 
fairs with me. I. assure him that every- 
thing is int he strictest confidence; that 
the final results will be of lasting benefit 
to him and his family. 

“After I have reviewed his situation 
and prepared my report, which will 
show the integration of social security 
and veterans’ benefits, his life insurance 
and his general property, and which 
will outline any tax problems, etc., | 
contact him again for our second inter- 
view, ‘the solution interview.’ The time 
span between these two interviews is 
usually about two weeks. A complete 
and thorough analysis cannot be pre- 
pared overnight. This report points up 
how far his property which he now 
owns, will take him along the road of 
his objectives. It also shows him what 
is necessary to complete the journey. 

“He may or may not accept my recom- 
mendations, But regardless of whether 
he accepts them all or in part, or does 
nothing at this time, he is assured that 
whatever work is necessary to put his 
life insurance into shape—such as cor- 
recting beneficiary designations, prepar- 
ing or rewriting settlement agreements 
to carry out the plan as far as possible, 
adding the automatic premium loan, and 
handling any of the many details which 
may result from applying any good in 
surance check-list—will be done in all 
events.” 

Mr. Roth admitted that this is the 
point which causes the widest area of 
disagreement among life underwriters 
but the technique has worked for him. 
In 1948 one out of three bought imme- 
diately and two out of three eventually. 
Today because his work is only by client 
recommendation more than 90% of it 
results in an immediate sale. 





Bambos Impressed by U. S. 
George M. Bambo, general agent of 
United States Life on the Island of 
Guam, and Mrs. Bambo who accompa- 
nied him to the Palm Beach convention, 
were much impressed by the friendliness 
and hospitality of all whom they met 
while in the States. His agency, one of 
the largest in Guam, paid for $500,000 
in 1954. Mr. Bambo also does a substan- 
tial casualty business, placing all of it 
in AIU’s Calvo Agency on the island 
with which office he started in 1949. 
Graduate of St. Joseph’s College in 
California, Mr. Bambo first taught ele- 
mentary school after college, then en- 
tered insurance work. His circle of 
friends in Guam is wide as he is so ac- 
tive civicly—Boy Scouts, church, in par- 
ticular. After the Palm Beach meeting 
the Bambos spent several days in New 
York City before returning home. 





SILEO AND STAFF WIN PRAISE 

President Roy Belknap extended well 
earned commendation at the Palm Beach 
banquet to Alfred Sileo, U. S. Life’s 
sales promotion director for his fine job 
as convention manager, and to his assis- 
tants—Clint Laux, assistant sales pro- 
motion director, and Dom  Zuccaro, 
agency secretary. 





Emanuel Dash Address 


(Continued from Page 19) 
finest job of the year based on about 
17 factors. You and your associates 
have*thoroughly earned it for 1954.” As 
the company’s top producer Mr. Selig- 
son received a plaque and luggage. He 
paid for $1,000,000. Mr. Nocks stood 
second. He and Sidney Leiwant, No. 1 
in group life production, also received 
plaques. Julius J. Katz, also of Dascit 
Underwriters, was recognized for his 
membership in the company’s Ambassa- 

lor Club for ten or more years. 


Four Producers From Hawaii Attend 


Brainard & Black, Ltd., general agents 
of United States Life in Hawaii and 
one of the largest life agencies in Hono- 
lulu, qualified its four largest producers 
for the recent Palm Beach 
of the company. The agency, 
president is Scott B. Brainard, was 
judged to be the third best last year 
from the standpoint of 
life production and volume. 
leaders were: 

Edward Y. H. Leong of Chinese an- 
cestry, No. 1 producer of the agency 
and life and qualifying member of Mil- 
Dollar Round Table; Takao Ya- 
mauchi of Japanese ancestry, who 
ranked second last year with over $800,- 
000 paid-for; Soo Bok Kim, of Korean 
ancestry, who was third with around 
$400,000, and Rufo Z. Alhambra, of 
Philippine ancestry, who followed close 
behind Mr. Kim. 

Mr. Leong has qualified for MDRT 
for the past five years and for six years 
for the National Quality Award. A 
graduate of St. Louis College, Honolulu, 
he has been with Brainard & Black for 
12 years. Prior to that he was a revenue 
clerk in the Hawaiian Telephone Co. 
His sports are golf and swimming. 

Mr. Yamauchi, also 12 years with the 
agency, has qualified 11 years for Na- 
tional Quality Award and over 10 years 
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for U. S. Life’s Ambassador Club (an 
app. a week for 12 years). He has many 
community interests in Honolulu includ 
ing Mental Hygiene PTA, 
radio broadcasting on family problems. 

Mr. Kim, attended 
of Washington, sold building and loan 
shares before joining Brainard & Black. 
He is adept at golf, fishing and swim- 
ming. He has won the National Quality 
Award several times. 

Mr. Alhambra, University of Wash- 
ington graduate, joined the agency in 
1943 after previous experience selling 
text books and stocks and bonds. 


Society, 


who University 





Meet Actress Jean Sorel 


One of the distaff members of United 
States Life’s Palm Beach convention 
party who is quite a personage in her 
own right was Mrs. William White of 
New York. As a radio, TV and summer 
stock actress she is known as Jean 
Sorel in show business. In U. S. Life 
circles she is wife of the successful co- 
general agent in the firm of White & 
Winston, New York City. 

Jean Sorel has appeared in TV shows 
staged by Robert Montgomery, Studio 
One and Kraft’s Theatre, and with the 
Tex and Jinx TV show. She has done 
summer stock parts with Elizabeth 
Bergner, Richard Arlen and _ Gloria 
Swanson, and has appeared in radio 
soap operas. She studied with the 
American Theater Wing and with Alfred 
Dixson of New York. 





Opening Session Talks 


(Continued from Page 19) 


for utilization of this equipment. One 
result, already effected, is the conversion 
of our premium billing processes to the 
use of the punch card form of premium 
notice. It has met with enthusiasm from 
our field forces.” 

Stressing that this is but one of many 
facets of the home office operations to 
which attention is being given, Mr. Selser 
said in conclusion: “Al] have to do with 
our desire to provide for you better serv- 
ice, better public relations and better and 
improved portfolio of policies. We are 
determined to keep modern and up to 
date.” 


Lesser on Perspective Under 
New Tax Law 


Saul Lesser, next speaker, made a plea 
for perspective under the new tax law 
and did much in his talk to make its 
complex provisions more understandable 
to his agent audience. He said in part: 

“To take the fullest advantage of the 
Internal Revenue Code of 1954 one needs 
complete perspective, or as | prefer to 
call it, a fresh outlook. To place the 
emphasis on one or two of its provisions, 
such as the elimination of the premium 
payment rule or the new method of tax- 
ing annuities is short-sighted. You should 
do a complete programming job for your 
clients insofar as the new law is con- 
cerned, taking into consideration their 
over-all needs.” 

Mr. Lesser explained that the law 
offers three opportunities to the life in- 
surance salesman. “The first of these,” 
he said, “is provided by those provisions 
which are more favorable than under 
the old law and which should result in 
more insurance. Elimination of the pre- 
mium payment rule is one such example. 
Another is the new annuity rule which 
permits us to tax over the life expectancy 
with pro-rating of the cost. This should 
not, however, be an open sesame to the 
agent to sell new annuities. You should 
ask your prospect whether he needs an 
annuity. It might be that he needs family 
protection more; so before you sell an- 
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nuities you must be fully acquainted with 
the family picture.” 

The speaker then pointed to provisions 
of the tax law which are less favorable 
than in the old law but which may also 
result in more insurance. One such 
change is the new method of income tax- 
ing on settlement options. Congress has 
removed the previous “tax shelter” of 
having settlement option proceeds com- 
pletely free of tax. Despite that Mr. 
Lesser said the agent may turn the situ- 
ation to advantage because “your insured 
must now buy more insurance in order 
to leave the same amount of money to 
his beneficiary.” 

He pointed to one loophole in this 
provision: The surviving spouse is enti- 
tled to $1,000 exclusion each year under 
the settlement option. “Review their 
portfolio,” he suggested, “and see that 
they are taking full advantage of ‘this 
$1,000 exclusion.” 

The speaker then spoke of provisions 
of the law which offer opportunities for 
service to the policyholder and, accord- 
ingly, long range possibilities for the 
sale of more insurance. Among other 
things he said he was impressed by the 
new transfer for value rule under which 
a partner may transfer his insurance to 
another partner and the proceeds will be 
fully tax-free. However, this provision 
does not permit transfer back from one 
partner to another or from a corpora- 
tion back to a partner, he said. 

Mr. Lesser closed by making the fol- 
lowing observation which has been ap- 
parent to him, as a non-salesman, for a 
long time: “Where everyone is trying 
to sell the same commodity for the same 
price to the same people, the salesman 
with the fresh approach is the one wh» 
will succeed where the others fail. 11 
is the same in the field of life insurance 
and taxes. Anyone can attempt to sell 
new life insurance by reason of favorable 
changes in the tax structure, but for me 
the successful salesman will be the one 
who sells insurance because the tax 
structure has become unfavorable, or be- 
cause he is so familiar with areas of the 
new tax law as they affect life insur- 
ance that he can render services to his 
clients beyond the capabilities of his 
competitors.” 
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NEW INDUSTRIAL REVOLUTION 
That this country is on the threshold 
of a new industrial revolution resulting 
in part from the application of self- 
regulating machinery to the total manu- 
facturing process is the viewpoint of 
Carrol M. Shanks, president of The Pru- 
dential, made in an address before the 
New Jersey Historical Society. 

These techniques, Mr. Shanks 
have progressed far beyond the plan- 
ning stage. As an example, there is in 
use today a machine which turns out 
in one operation jet engine parts at a 
cost of 90 cents a unit. Formerly, such 
parts took hours of painstaking labor 
and cost $1,200 apiece. Soon such an 
unattended machine will inspect its own 
output and make needed corrections in 
its own operations without interrupting 
the flow of production. 

As automation is pushed forward the 
results will be new and better products 
at lower costs. Machines will take over 
monotonous and backbreaking jobs at 
accelerated pace. Nuclear power also 
will completely change the field of en- 
ergy production “although ultimately,” 
in the estimation of Mr. Shanks, “not 
as great as that from conversion of sun 
power.” 


says, 


The great benefits which atomic en- 
ergy can bring to human welfare have 
been brought a step closer with passage 
of legislation permitting private indus- 
try to participate in its development. 
A*® number of private groups are already 
working on the problem of developing a 
commercially feasible process for gen- 
erating electricity from atomic radiation. 
Concurrently, the Atomic Energy Com- 
mission is backing the construction of 
five commercial scale reactors for this 
purpose. Mr. Shanks also referred to 
the chemical industry, which had been 
stifled by German dominance in that 
field and which in 1914 had an output 
valued at $2 billion. Intensive research 
combined with a drive for new markets 
steadily increased in size and variety of 
output until #@® 1953 United States in- 
dustry sold $20 billion in chemicals. 


3ut of paramount interest to Mr. 
Shanks has been the great changes 
wrought in our style of living. Con- 
tinuing he said: 

In 1874 more than half the labor force 
worked in agriculture. Today only 10% 
of the labor force work in agriculture 
and yet it is a striking fact that they 
produce many times the output of 80 
years ago. In 1870’s about 18% of the 
nation’s workers were employed in fac- 
tories. Now, the proportion has in- 
creased to about 26%. 

An economy of our size will generate 
a tremendous volume of savings. As all 
know, that is not only desirable but 
necessary. Savings are the sole means 
through which we can enlarge our capi- 
tal, plant and equipment and achieve the 
great gains of which the nation is ca- 
pable. A fundamental necessity is to 
make sure that our country follows a 
sound monetary and fiscal policy. Such 
a policy will neither work to inflate nor 
deflate the economy. It must be flexible 
with the aim of stabilizing prices and 
purchasing power. This means that the 
government must be prepared to restrict 
the supply of credit when inflation 
threatens and to make credit freely 
available when conditions warrant an 
ample supply of loanable funds. 





GOVERNMENT BY INVESTIGATION 
Two books on Government investiga- 
tions have been published in the last 
five weeks. Telford Taylor wrote the 
first one which he called “Grand In- 
quest.” Now, Alan Barth has written 
“Government by Investigation.” Mr. 
Taylor’s book largely covered the his- 
torical and legal phases. That of Mr. 
3arth, for many years a Washington 
editorial writer, covers a broader field, 
especially the subject of civil liberties. 
In a review of the Barth book the 
Herald Tribune book section says the 
investigatory power was first used by 
Congress in 1792 to inquire into the dis- 
aster that befell General St. Clair’s 
unfortunate expedition against the In- 
dians. In 1927 the U. S. Supreme Court 
formally approved the exercise of this 
power by Congress as a means of ob- 
taining facts essential to the enactment 
of Federal statutes and likewise the 
supervision of the executive branch of 








WILBUR W. HARTSHORN 


Wilbur W. Hartshorn, CLU, superin- 
tendent of agencies, Metropolitan Life, 
is the new chairman of the Life Insur- 
ance Agency Management Association’s 
accident and health committee. Harry 
J. Shaffer, agency vice president, Acacia 
Mutual, is past chairman. A graduate of 
Princeton, Mr. Hartshorn was manager 
of Metropolitan at Newport, R. L, from 
which post he became manager in Arctic, 
R. I. Next, he was transferred to Hart- 
ford as manager. At the present time 
his territory is the Great Lakes—Min- 
nesota, Michigan and Wisconsin. He has 
been active in life underwriters associa- 
tion. 

a 

John R. Hardin, Jr., of the Newark 
insurance firm of Joseph M. Byrne & 
Co., and Stephanie Pfeifer of Short 
Hills, N. J., have announced their en- 
gagement. Miss Pfeifer is an alumna of 
Marjorie Webster Junior College, Wash- 
ington. Mr. Hardin, whose grandfather, 
John R. Hardin, was president of Mutual 
Benefit Life, attended St. Mark’s School 
and Princeton and was in the Navy dur- 
ing World War II. The wedding will 
be on June 25. 

* 

R. Leighton Foster, Q.C., general 
counsel of Canadian Life Insurance Of- 
ficers Association, and Mrs. Foster, will 
sail for Europe in June. They will visit 
England and several countries on the 
continent. Part of their journey abroad 
will be made by motor car. 

* * 


Leland J. Kalmbach, president of 
Massachusetts Mutual Life, has been 
elected a director of the Springfield Fire 
and Marine. He is the second head of 
Massachusetts Mutual to be elected to 
this board, the previous one having been 
Bertrand J. Perry. 





the Government. Since then the com- 
mittees of inquiry have branched out 
into a very wide field indeed, one of the 
worst evidences being the Reece’s Com- 
mittee’s investigation of the great hu- 
manitarian foundations of America and 
a one-man investigation of the Southern 
Conference Educational Fund by Sena- 
tor Eastland. These two investigations, 
in the opinion of Mr. Barth, “probably 
set an all-time low for the abuse of the 
investigatory power.” 

It is about time for some one to write 
a book on the Federal Trade Commis- 
sion’s wide flung wanderings. 


Edward B. Eckdahl of Eckdahl & Son, 
general insurance agents of Los Angeles, 
was knighted by King Gustav Adolf VI, 
at a ceremony held last week at the 
Hollywood Roosevelt, when he had con- 
ferred on him the Swedish Order of 
Vasa, First Class. Walter G. Danielson, 
Swedish consul general for Los Angeles, 
presented the medal to Mr. Eckdahl. 
The honor was conferred in recognition 
of his “contribution to the preservation 
of Swedish culture in southern Califor- 
nia and improvement of social and cul- 
tural relationships between the countries 
and peoples of the United States and 
Sweden.” Mr. Eckdahl’s father, Gottlieb 
Eckdahl, former vice consul of Sweden 
in Los Angeles, also had been knighted 
in the Royal Order of Vasa. 





Commissioner 
Charles R. Howell (left) with Harry 6. 
Mather, Trenton agent. 


New Jersey Insurance 


Charles -R. Howell, Commissioner 0! 
Banking and Insurance of New Jersey, 
is shown here with Harry G. Mather 
of Trenton, president of the New Jersey 
Association of Insurance Agents, at the 
mid-year meeting March 28-29 in Asbury 
Park. Mr. Howell is not new to insur- 
ance as he has sold life insurance tor 
many years and has a keen understant- 
ing of the problems of insurance pro- 
ducers. Mr. Mather is observing his 20tl 
anniversary in the agency field. He 
joined the Kuser & Kuser agency in 1933 
and purchased it in 1940. He is a past 
president of the Mercer County Asso- 
ciation of Insurance Agents and is active 
civicly in Trenton. 

* * 

Morgan B. Brainard, president 0 
Aetna Life Affiliated Companies, and 
Mrs. Brainard sailed on Saturday of las! 
week for Europe where they will spend 
April. They will visit England, [rance 
and Switzerland. Another president 0! 
an insurance company who is in [urope 
is Edmund Fitzgerald, Northwestet! 
Mutual Life. 

ke Se 

Walter L. Taylor, Jr. was lected 
general counsel of Maryland Casualt) 
recently succeeding Austin J. Lilly, Sr. 
Mr. Taylor, who had been assistant ge! 
eral counsel of the company for hve 
years, is a graduate of Johns Hopkins 
University and University of Maryland 
Law School. 

ata ze 

D. N. Warters, executive vice pres 
dent of Bankers Life of Des Moines, 
was recently elected chairman of the 
Des Moines Advisory Board of the 
Salvation Army at the annual meetins 
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Resort Hotel Buffets 


The swank resort hotels are all going 
in for the buffet. Generally they are 
held at the club house near the hotel— 
sometimes at the hotel itself—during the 
noon hours. The conventioneers line 
up in long queues, walk slowly to the 
tables teaming with cold meats and sal- 
ads, then over to a smaller table piled 
high with pies, cakes and compotes, 
after which they sit at a table, plates 
filled with eatables of such quantity that 
if stored in their refrigerators at home 
they would last a week. And sometimes 
there are repeat visits to the buffet 
tables. 

What effect will these over bounteous 
meals have upon the conventioneers who 
customarily lead sedentary lives? Fre- 
quently, at midnight there is a_bicar- 
bonate of soda call for a bellboy. Any- 
way, all return home ready to embark 
on a diet. 

And, speaking of sedentary lives. I 
notice that little advantage is taken at 
convention resort hotels of the great 
oudoors. It seems to me that most 
American men have stopped taking ‘ex- 
ercise with some few exceptions. Some 
play golf at these places, but not many. 
The large insurance conventions are 
sometimes attended by 750. Rarely do 
as many as 50 men go on the links, and 
a handful of women play. 

At White Sulphur last week I noted 
that eight men were engaged with the 
shuffle board on a lawn near the club- 
house. Half a dozen others were teeing 
off in golf practice stunts. None of the 
younger insurance men were on the 
Greenbrier tennis courts, scene of some 
noted tennis matches. Not a_ single 
person was riding horseback nor did | 
see any individual couples walking the 
lamous trails. Not so many persons as 
in former years are taking the baths. 
The situation at Virginia Hot Springs is 
similar, 

All this is quite a contrast to the pre- 
Gvil War days when the Springs re- 
sorts drew Presidents of the United 
States and were playground of fashion- 
able sets. The big attraction at the 
Springs resorts were the horseback rid- 
ing, the baths, the long walks through 
the picturesque trails which generally 
had as their objective reaching a high 
‘pot in the mountains giving a superb 
view of the lower terrain. If the 
Weather were good as much as 30 miles 
could be seen. While visiting these re- 
sorts people drank gallons of sulphur 
water, but at the White Sulphur Springs 
last week I saw no one drinking the 
Water, 

This modern evasion of exercise I also 
‘ave observed at Seigniory Club, Que- 
bec, in the Laurentian Mountains. On 
this continent where there is nothing in 
variety and size which compares to the 
Seigni ry the annual meetings of Cana- 
lian Life Insurance Officers Associa- 
ton are held. The club’s property con- 
‘ists of thousands of acres, a fine golf 
Ourse, 10 lakes containing marvelous 
ishing opportunities, log cabins in the 
Woods where wild game can be shot. 

















With the exception of a few men play- 
ing golf, mighty few go fishing or hunt- 
ing. 

This situation does not apply to the 
members of the Seigniory Club who 
come up to spend a week, a fortnight 
or even a month in this paradise for 
sportsmen. Arriving from busy offices, 
they spend considerable time fishing and 
hunting. The Seigniory Club itself is a 
log cabin affair, something similar to 


those large hotels one finds in Yosemite 
and other large national parks. 

But getting back to the buffet, an 
idea of what they can be like I found 
in a description of the farewell party 
given in Washington by French Am- 
bassador Bonnet and Madame Bonnet 
on eve of their departure from America 
recentlv. Betty Beale of the Washing- 
ton Star gave this description: 

“There were two buffets and they 
drew considerable concentration of ap- 
preciation. The dining room table was 
covered with delicacies for which the 
French are so famous. Among them: 
hot fried scallops with a special sauce, 
hot fried shrimp ditto, small meatballs 
with an out-of-this-world flavor; rolled 
thin ham stuffed with garlic-flavored 
cream cheese; lobster mayonnaise in 
little pastries; chicken salad ditto; and 
pastries with a chocolate cream filling. 
It was all pleasantly washed down with 
French champagne.” 

* * * 


President Wilson’s Honeymoon 

One of the most interesting evenings 
I spent at Virginia Hot Springs was 
when an insurance convention met there 
at a time when Woodrow Wilson and 
his bride had come down to the Hotel 
Homestead, that resort, on a_honey- 
moon after his second marriage. 

One reason why Virginia Hot Springs 
had been chosen as locale for that 
honeymoon was that the President 
wanted to get in some golf. In order to 
have as much privacy as possible he 





Fireman’s Fund New Building 

The new home office building which 
the Fireman’s Fund will erect in San 
Francisco will cost, it is estimated, 
$4,000,000, more than $3,000,000 of which 
will go into the building proper, $600,000 
on new furniture and $300,000 on land- 
scaping and parking facilities. 

It will be the third home office the 
company has had in its 92-year history. 


ten-story Insurance Exchange on adjoin- 
ing property and now uses all but one 
of the floors in addition to the home 
office structure. The present home office, 
at 401 California, will be retained as the 
San Francisco branch office for the con- 
venience of brokers in the downtown 
area after the new office is completed. 
Fireman’s Fund Insurance Group is 
comprised of Fireman’s Fund Insurance 








Model of new home office building for Fireman’s Fund Group in San Francisco 


The first home office, along with all the 
company’s records, was destroyed in the 
1906 fire and earthquake. Fireman’s 
Fund met all of its obligations to policy- 
holders resulting from this conflagration 
and quake damage, and rebuilt a tem- 
porary home on the original site at Cali- 
fornia and Sansome Streets. 

In 1914, in line with the city’s plans 
for the Panama-Pacific International 
Exposition, plans were adopted for a 
new building on the old site at the gate- 
way to the city’s financial center. It was 
completed in 1915—a monument to the 
company’s strength and increasing im- 
portance. In 1914, the company built the 





Co., Fireman’s Fund Indemnity Co., 
Home Fire & Marine Insurance Co., and 
the recently acquired National Surety 
Corp. The Group has offices in 100 major 
cities in the United States and Canada 
and representatives in Puerto Rico, 
Hawaii, plus facilities for insurance cov- 
erage around the globe. With a total 
staff of more than 6,500 employes, the 
firm is the nation’s largest property in- 
surance company with headquarters in 
the western United States, and twelfth 
largest in premium income in the coun- 
try. Premiums written in 1954 amounted 
to $191,000,000 with assets reaching the 
$419,000,000 mark, 


ee ee 





picked out the noon hours for his golf 
course visit when the morning golfers 
had gone into the hotel for luncheon. 
Accompanied by his Secret Service men 
he managed to play a number of holes 
before the afternoon golf crowd showed 
up and they did not hurry because they 
wanted to respect his wishes for privacy 
on the links. 

Word had also gone through the 
hotel that the President and his bride 
would attend the evening concert on the 
lobby floor; that the concert would be- 
gin at 8:30 o’clock at which time -the 
privacy protocol would be waived. Lines 
of chairs for the hotel guests were 
ranged on both sides of the foyer, with 
two vacant seats in a middle section 
for the honeymooners. 

Promptly at 8:30 o’clock the orchestra 
began playing “Star Spangled Banner.” 
Everyone arose, remaining standing un- 
til the White House couple was seated. 
The Wilsons stayed throughout the con- 
cert which lasted until 10 o’clock. Dur- 
ing all of the intermissions guests with- 
held conversation, remained unmovable 
in their chairs and stared in absorption 
at the Wilsons. It had the appearance 
of a gauche exhibition, but caused Mrs. 
Wilson no concern. She kept up a run- 
ning fire of animated conversation with 
the President between all numbers while 
his attitude was that of a rapt listener 
to a monologue which he _ evidently 
found extremely entertaining. Promptly 
at 10 o’clock the orchestra struck up 
“America,” the audience arose and the 
Wilsons departed. The guests waited 
until the couple left the lobby and then 
departed, but no longer inarticulate. 

x * OF 
Small Bank’s Views of Large 
Bank Mergers 

What do the old smaller banks of 
Greater New York think of the wave of 
mergers of the biggest banks of the 
city? The views of one of them—Em- 
pire Trust Co. of lower Broadway—were 
printed in a statement to its steckhold- 
ers and depositors in the form of an 
advertisement in the daily papers and 
written by Henry C. Brunie, the Empire 
Trust Co.’s president. He said: 

“The current trend in bank mergers 
has produced considerable interest and 
comment in business and financial cir- 
cles. As one of the few banks of mod- 
erate size remaining in New York City, 
we have given a great deal of considera- 
tion to this subject. 

“It is our conclusion that the recent 
bank mergers are in keeping with our 
expanding national economy and are in 
the public interest. Bigness in banking 
presents a curious and beneficient para- 
dox. The larger a bank is and the more 
branches it has, the more democratic 
does it tend to become. Bank mergers 
usually make available a broader range 
of banking service to an increased num- 
ber of people through the convenience 
of branch offices and enlarged lending 
facilities by reason of the consolidated 
resources of the merged banks. 

“We feel, however, that there is an 
important role to be played in our econ- 
omy by the moderate sized bank such 
as ours. The moderate sized bank has 
the important advantage of being better 
able to give special attention to unusual 


situations and to banking problems 
which require a highly personal, well 
integrated and flexible approach. For 


example, Empire Trust Co. has concen- 
trated on offering fiduciary services and 
special facilities to clients with banking 
problems, with particular emphasis in 
the. oil and gas industry, the chemical 
industry and in Canada. Having a 
closely knit organization we can give 
intimate attention to our clients’ prob- 
lems and are able to make decisions for 
them on all financial matters with a 
minimum of delay. 

“Because we believe that the moder- 
ate sized bank such as ours has sepa- 
rate and distinct functions essential to 
banking clients, our directors are of 
the opinion that Empire Trust Co. 
should continue to provide and improve 
the personal and specialized bank serv- 
ice which our clients require. We have 
no intention to merge with any other 
institution,” 
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Stockholders See Home’s New Film 


Audio-Visual Program Shows Role of Property Insurance and 
Agents; President Black Sees New Concept of Insurance 
With Broader, More Simplified Coverage 


elements which 


At the annual stockliolders meeting of 


the Home Insurance Co.—the 102nd—the 
stockholders witnessed the premier of the 
film, “Feature 
presentation of 


Home’s latest sound 
Story.” 
the role played by 

1 America, a full length color film which 
President Black 
organizations as Ki- 

Clubs, 
other business organizations and other 
associations, including insurance ones. 

Mr. Black told the stockholders that 
the Home’s audio-visual program was 
launched in 1953 to help producers de- 
velop a vigorous sales program in the 
production of new and profitable busi- 
ness. He said that the Home’s sound 
films have been exhibited to local agents 
and agency boards and_ associations 
throughout the country with impressive 
results achieved. Especial emphasis 
has been given to agents’ community 
relations. 

Each picture also gives an illustration 
of at least one specific coverage, such 
as Home Owner's policy. 

“Feature Story” is really a double fea- 
ture, only the first part, which ran about 
11 minutes, being shown to stockholders. 
The scenes, loaded with human interest, 
consist largely of policyholders and mem- 
bers of their family, all imperscnated by 
exceedingly attractive people, especially 
the children of the insureds. The policy- 
holder or his wife briefly explains the 
situation leading up to the loss, the dis- 
tress caused by the loss and the satis- 
faction with the company’s quick pay- 
ment of the claim. One of the scenes 
showed a pumpkin with a candle in it 


It is a graphic 


property insurance 


will be widely shown, 


said, before such 


wanis and Rotary and various 


being used in the course of a holiday 
celebration. The candle was too near a 
curtain which soon caught fire, a con- 


siderable loss resulting. 
Comments by President Black 


The annual meeting, including the 
showing of the film, lasted just 27 min- 
utes and was in considerable contri ast to 
a former annual meeting when “profes- 
sional stockholders” who go from meeting 
to meeting of corporations’ stoc kholders, 


interrupting the proceedings were pres- 
ent. When President Black asked it 
there were any questions none was 


forthcoming. 

Mr. Black reviewed the company’s 
operations during 1954, the fu'l details 
of which were contained in the annual 
report which the stockholders had_ re- 
ceived in February. 

» The year 1954 was one of the most 
eventful in recent property insurance 
history,” he said. “It might also be re- 
garded as the year your companies per- 
formed their greatest service to policy- 
holders—in prompt, realistic assistance 
to the property owners who suffered 
damages in individus il losses or in large 
scale disasters; in accelerated efforts 
toward the broadening of property insur- 
ance coverages for home owners and in 
continued development of services and 
facilities to better meet the needs of 
policyholders and representatives. The 
past year was also marked by the suc- 
cessful results achieved in casualty op- 
erations after a period of unfavorable 
experience in several classes of business. 

“In appraising the results of your com- 
panies’ operations for 1954 we should 
bear in mind the unfortunate occurrences 


occasioned by the vis- 
ited the Eastern part of the United 
States in the form of hurricanes which 
caused widespread damage and _ occa- 
sioned substantial loss to your compa- 


nies. The underwriting results reported 
show a loss of $9,806,508, all attributed 
to the hurricanes and the unfavorable 


experience on crop-hail insurance which 
is again a risk directly related to the 
elements. The other classes of insurance 
written by your companies in the last 
year were reasonably satisfactory. When 
considering the influence of the hurri- 
canes on our 1954 operating results, it 
might be well to remember that as prop- 
erty insurance rates are based on experi- 
ence of many years, the underwriting 
results of the companies should be 
evaluated over a period longer than one 
year.” 
A Look at the Future 

During his talk Mr. Black also said: 

“In the last 50 years the changes in 
the American way of doing things have 
been as remarkable as they are historic. 
Yet, all of the significant developments 
of the half century are but a prelude to 
a coming area of electronics which will 
affect the lives of all Americans. 

“With the expansion of commerce and 
industry will come increasingly complex 
problems requiring new concepts of in- 
surance, broader and more simplified 
coverages and the extension of facilities 
and services. To meet the challenge of 
the times your companies are carefully 
assessing new points of view, new pro- 
gressive methods, while preserving the 
high traditions of the past to which we 
owe our present position. By remaining 
strong and flexible, by following the 


(Continued on Page 41) 


Secretary Royal-Liverpool 





R. REDGRAVE 


A party in honor of C. R. Redgrave 
was given last week by his colleagues at 
the Royal-Liverpool Insurance Group on 
the occasion of his retirement. The party 
was held at Willy’s Restaurant, New 
York, and attended by 100 of Mr. ‘Red- 
grave’s friends and fellow staff members. 

Mr. Redgrave retired as secretary af- 
ter 47 years of service with the Group. 
He joined the Liverpool & London & 
Globe in London in 1908 and 17 years 


later was transferred to the United 
States. For several years he was in 
charge of managerial statistics and in 


1944 became office manager. He was ap- 
pointed secretary in 1952. 

Mr. Redgrave inet in the first World 
War as a major in the British army. He 
was awarded the Military Cross and 
decorated with the Serbian Order of the 
White Eagle with Crossed Swords. In 
1937 he was made an Officer of the Order 
of the British Empire. 

He is a past president of the British 
War Veterans of America and a past 
president of the Royal-Liverpool Guards, 
employes who have seen 25 or more years 
service. Mr. Redgrave was presented 
with a desk set and a suitcase by his 
colleagues at the Royal. On April 6 Mr. 
Redgrave left on the Queen Elizabeth 
to return to England. He will reside in 
Sussex. 


Crum & Forster Holdings Revealed 


Annual Statement Shows for First Time Extremely Conserva- 
tive Values for “Other Securities”; Analysis 


Turns Up Current Worth 


By Levertnc CartTwriGHT 


For the first time in its long history, 
the firm of Crum & Forster, Inc., has 
disclosed to its stockholders exactly 
what it owns in the way of securities. 
This has made it possible for the ana- 
lysts to dig in and evaluate the rich 
vein that was here but that has here- 
tofore been obscured by the paucity of 
information that has been available. Un- 
til the present annual statement was 
issued the message to stockholders has 
been a little four-page leaflet showing 
under the caption “Other Securities” a 
sum that represented antediluvian prices 
for these assets. 

There were footnotes suggesting what 
the then current levels might be but it 
was all a by-guess and by-gosh matter 
to estimate these values because the 
necessary data was omitted. 

This year, at long last, there has been 
printed an attractive booklet with a 
message from President William C. 
Ridgway, Jr., that includes a statement 


of securities owned at “current values.” 
Che day before this booklet reached 
stockholders Crum & Forster shares 


were selling at about $64. The day it 
was released the stock moved up imme- 
diately by $3 per share and early the 
next week the market was about $70. 

True to the Crum & Forster tradition 
of conservatism under the famous Par- 
sons, Wyatt, Junker flag, the “current 
values” are on the extremely modest 
side. They used to speak of stock being 
watered. Here is a situation that one 
might say is dehydrated. 


Some of the Equity Values Shown 


But taking just the “current values” 
there is an equity here of $84 per share 
of Crum & Forster stock. Taking the 
March 25, 1955 market value of U. S. 
Fire, North River and Westchester in 
place of December 31, 1954 market for 
those companies and doing some equat- 
ing (to be explained later) there is 
produced a value of about $98 per share. 
These stocks customarily sell on a con- 
servative basis at 20% or 25% below 
capital-surplus or book value. Hence 
equating book value of these three com- 

(Continued on Page 34) 
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Manager Special Risks Diy, 
Retires After 47 Years With Kemper Insurance Coz, 


e Balterman 


ROBERT M. DE WE Y 


Chicago—Robert M. Dewey has joined 
the Kemper Insurance companies in the 
Business Extension department as 
manager of the Fire Special Risks divi- 
sion, it was announced by Hathaway G. 
Kemper, president of Lumbermens Mv- 
tual Casualty Co. He will make his 
headquarters in the home office in Chi- 
cago. 

A graduate of Dartmouth College ani 
the Thayer School of Civil Engineering, 
Mr. Dewey had been with the Assoc- 
ated Reciprocal Exchanges, Port Ches- 
ter, N. Y., since 1923. With this group 
he held the posts of fire insurance in- 
spector, salesman, and underwriter be- 
fore being elected vice president in 1935 

Mr. Dewey holds membership in the 
following clubs and organizations: Up- 
town Club of New York; Dartmouti 
Society of Engineers; Society of Fire 
Prevention Engineers, Tokeueke Club 
of Darien, Conn., where he resided until 
recently, and the National Fire Prever- 
tion Association. 


Lewis Heads Glens Faille 


Claims in Central Dept. 

The Central Department of the Glens 

Falls Group with headquarters in Chi- 

cago, announces the appointment of Wal- 

lace J. Lewis as superintendent of the 
Claims and Loss Department. 

Mr. Lewis is a veteran employe of the 


Glens Falls Group with twenty-five 
years’ service. He is an acknowledge! 
leader in, Chicago claim adjusting circles 


For many years he held the position 0! 


chief adjuster in the Central Departmen’ 


and was closely associated with Henr 
Crosley, who suffered a fatal heart al- 
tack at his home on March 22. 

Mr. Lewis has specialized in the settle- 
ment of negligence claims and is ver 
well known among lawyers and _ lait 
men throughout the middle west. Prev: 
ous to his employment with the Glen 
Falls Group, twenty-five years ago, he 
spent several years in Chicago and Mil 
waukee as an adjuster for another insu" 
ance company. 


Named Vice Presidents of 
Johnson & Higgins of Pa 


Philadelphia—Earle E. Baruch, pre‘! 
dent of Johnson & Higgins of Pennsy! 
vania, Inc., and Curtin & Brockie, inst" 
ance brokers and average  acjustel 
announced that John E. Murphy at 
Edward C. Sommer have been elect 
vice presidents of the company 


EVERARD SMITH ON THE MEND 








Everard P. Smith, United — State 
manager, Norwich Union Group, '§ 4 
his home in Rockville Center, L. |. 


cuperating from an operation. 
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T. L. Osborn Retires, Lange 
President, Chicago Firm 


Chicago—The firm of Osborn and 
Lange, Inc. has announced extensive 
changes in its executive staff. 

T. L. Osborn, chairman of the board, 
having served the organization for 55 
years, has retired. 


Andrew G. Lange, president, was 
elected chairman of the board; 
Barker, executive vice president, was 


elected president. B. S. Weyforth, Jr., 
recently associated with the firm, was 
elected executive vice president. 

Mr. Lange has been in the insurance 
business for over 50 years, joining Os- 
born and Lange, Inc., in 1916, in an ex- 
ecutive capacity. He instituted branch 
ofice operations in the United States 
and Canada. He has been active in the 
marine field and is well known through- 
out the industry. 

Mr. Barker started with the company 
31 years ago, in the marine department. 
While prominent in the marine field, he 
organized casualty, fire, life, accident 
and health departments in the company, 
and directed branch office activities in 
the United States and Canada. 

Mr. Weyforth has recently joined the 
company, having been in the insurance 
business 18 years. Starting with the 
US.F. & G., he has been associated with 
the American Casualty Co., the U. S. 
Casualty Co. and the Continental Casu- 
alty Co. For the past seven years, he 
was with James S. Kemper & Co., as 
executive vice president. 

The company has made substantial 
additions to the staff, both in the home 
office at Chicago and in the branch 
offices in the past few years. 





Royal-Liverpool Gets Out 
Booklet for Local Agents 


“Your Insurance Program Is as Good 
as Your Agent” is the title of a new 
brochure the Royal-Liverpool Insurance 
Group is making available to all stock 
insurance agents. The brochure is de- 
signed to tell the story of the individual 
agent to his local clientele. It is also 
a follow-up to the Group’s recent trade 
ad which declared: “We believe in the 
American Agency System.” 

Sample copies of the 12-page four col- 
or brochure will be mailed first to Roy- 
al’s 20,000 agents. Based on the findings 
of a preliminary survey, a high per- 
centage of orders is expected. With ini- 
ial costs subsidized by the Group, the 
prices will range from 13 to 20 cents 
per copy, depending upon the quantity 
ordered. 

A distinctive feature of the Royal’s 
brochure is that two pages are left blank 
tor the agent’s own copy and_ photo- 
graphs. He can tell the story of his own 
agency, his services, his special business 
philosophy. These pages will be printed 
wnd bound as part of the booklet. The 
Royal-Liverpool imprint will not be used, 


but the agency name will appear 
throughout. These pages and the dra- 
matic case histories presented in the 


remainder of the brochure develop the 
theme stated in the booklet’s title. 

It is being published by the Royal to 
Provide the local agent with a personal- 
zed promotional tool and to give the 
widest possible distribution to the story 
ot stock insurance companies and_ the 
American Agency System. 





Hawkins and Erckert 


Made Division Managers 
Ernest M. Hawkins has been appointed 
division manager, Texas-Arkansas-Okla- 
homa territory for Associated Reciprocal 
“xchanges, replacing John C. Morrison, 
who has been recalled to the home office 
'o assume administrative duties. Also, 
Louis H. Erckert has been made division 
Manager for Michigan, replacing Frank 
B. Taylor, who has resigned. 

Mr. Hawkins received training at the 
home office and in addition is a prac- 
eine attorney. Prior to his new ap- 
Pointment, Mr. Erckert was division 
Manager for Indiana-Ohio territory for 
‘even years. He will continue to service 
that area in addition to his new duties. 





FORM FREEDOM INSURANCE CO. 





California Company to Issue One Com- 
tract Covering Against Fire, Casualty 
and Allied Hazards 

The California Insurance Department 
has given a permission to the Freedom 
Insurance Co. of Berkeley, Cal., to sell 
its securities. The company has devised 
a combination contract which includes 
protection against fire, casualty and al- 
lied hazards. It claims to have a new 
method of evaluating risks, reducing loss 
ratios, special attention being occupa- 
tional groups, and has new mechanized 
procedures in issuing policies. It uses 
particularly large type in the policy. 

This contract was developed by Ray 
B. Wiser, former president of California 
Farm Bureau Federation and founder 
and past president of Cal.-Farm (casu- 
alty) Insurance Co. and Cal.-Farm Life 
Insurance Co. Associated with him are 
a number of Californians, two of whom 
are A. E. Swanson, president of Sun- 
Maid Raisen Growers Association, and 
Peter J. Hink, president of a depart- 
ment store. 





Albany Field Club Meet 


The Albany Field Club held its recent 
monthly meeting at Jack’s Restaurant 
with 54 members in attendance. New 
members, proposed at the last meeting, 


were accepted and two new men were 
proposed for membership. 

Those accepted were: Raymond Pow- 
ers, NYFIRO; Roy Langer, Commercial 


Union; Harold Wright, Burton Rain, 
Roger Manning, all of Boston Insur- 
ance; and Thomas Prendergast, Roy 


Stiles and Patrick Aliberti, all of Na- 
tional Surety. 

The middle of May was chosen by 
the club for a town inspection. Joseph 
Nixon, America Fore Group, addressed 
the meeting on electrical fire alarm 
systems for use in church buildings. 
Members also heard Richard Kennedy, 
manager NYFIRO, explain changes in 
the Fire Manual rules now effective. 

Two new men proposed for club mem- 
bership were Leo Hilton, Home; and 
Donald Cosgrove, GAB, Glens Falls. 
Irving Bush, Glens Falls Co., resigned 
from the club. 


Benson New Jersey Special 


The Phoenix of London Group an- 
nounces the appointment of Roger S. 
Benson as special agent in New Jersey 
under the direction of Vernon B. Chit- 
tenden, manager of the Phoenix of Lon- 


don Group offices at 60 John Street, 
New York. 
Mr. Benson attended Packard Com- 


mercial College in New York and served 
in the United States Navy during 
World War II. 
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Our agents have the fastest selling package policy 
—the biggest opportunity in years! It automatically 
increases income from personal lines. 


Homeowners Policy* 


Covers house, personal property. and legal 
liability. Protects against Fire, E.C., A.E.C., (on 
buildings and contents) with Residence and 
Outside Theft, Additional Living Expense, 
C.P.L., and Medical Payments. 
One single reduced premium. 
One simple manual—easy to rate and sell. 

It’s profitable to represent our companies which 
keep you on top of the personal insurance market. “ 


*Not yet available in some states. 
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Underwriters Golf Assn. 
Spring Tournament May 20 


The Underwriters Golf Association of 
New York announces that the governing 
committee has completed arrangements 
to hold the spring tournament at Tama- 
rack Country Club, Greenwich, Conn., on 
Friday, May 20. Details with directions 
to the club will be sent members later. 

W. L. H. Ppard, secretary-treasurer, 
74 Trinity Place, New York 6, reminds 
members they may invite a guest pro- 
vided the guest meets the qualifications 
of a member under Article II of the 
constitution: “Any person who is an 
officer or manager of a ‘capital stock 
insurance company, insurance company 
board or an insurance service organiza- 
tion is eligible for membership.” 





Insurance Society Fire 
Forms Class Meets Apr. 11 


The Fire Dwelling and Contents Forms 
class is announced by the Insurance So- 
ciety of New York, Inc., to commence 
the week of April 11. The class, com- 
prising five sections, is now closed to all 
further applicants. It is anticipated that 
another such class will be scheduled for 
the Fall semester if the need is evident. 

The Fire Dwelling and Contents Forms 
class was originally scheduled to begin 
the week of January 10, but the program 
had to be disbanded at that time because 
of a change in basic clauses in some of 
the fire forms. However, by March 21, 
it was determined that the class could 
resume as revisions in the affected forms 
were completed. The Insurance Society 
rescheduled the class. 

Instructors for the Fire Dwelling and 
Contents Forms class will be: David A. 
Ticktin, insurance trials attorney and 
partner of Powers, Kaplan and Berger; 
and Frederick H. Janz, of the New York 
Fire Insurance Rating Organization. The 
course will include a discussion of all 
dwelling and contents forms. 


Banker Added to NAIA 


Bowen Award Committee 
President Joseph A. Neumann of Na- 
tional Association of Insurance Agents, 
has appointed Gustave H. Niemeyer, 
Westport, Conn., as an additional mem 
ber of the association’s Bowen Public 
Relations Award Committee. Mr. Nie- 
meyer recently retired as president of 
Handy and Harman, New York City, 
is president of First National Bank, 
Westport and also president of YMCA 
there. 

Other members of the committee are 
Chairman F. Chandler Moffatt, West- 
port; Forrest H. Witmeyer, president, 
Excelsior Insurance Co., Syracuse, 
N. Y.; and Kenneth O. Force, editor 
The National Underwriter, N. Y. 

The committee annually selects a state 
association which has contributed most 
towards improving public understanding 
of the American Agency System and the 
insurance industry generally. 
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President James F. Crafts of Fire- 
man’s Fund Insurance Group has re- 
leased building plans for the group’s 
new home office which will be con- 
structed in San Francisco. It will be a 
modern, reinforced concrete office build- 
ing expected to be ready for occupancy 
late in 1956. Architect Edward B. Page 
of San Francisco is the designer. Grad- 
ing of the site gets underway imme- 
diately. The grading contract has been 
awarded to Devincenzi & Haskins by the 
general contracting firm of MacDonald, 
Young & Nelson, Inc. 

Conforms to Residential Area 


Of horizontal, country-type it. will be 
unique among the typically vertical San 
Francisco office buildings by conforming 
to the lines of the surrounding area, 
which is predominantly residential. Lo- 
cated on a 10-acre tree-shaded lot 
bounded by California Street on the 
north, Presidio Avenue on east, Euclid 
Avenue on south and Laurel Street on 
west it is on an historic site. 

The structure, which will overlook 
San Francisco, has been designed to re- 
late to its park-like setting. A flat roof 
will cover the 190,000 square feet of 
building area. Graduating from one floor, 
at the highest portion of the lot facing 
Laurel Street, to three floors facing Cali- 
fornia Street and Presidio Avenue, the 
building will have two main entrances— 
a formal court with parking facilities on 
Laurel Street and an entrance on Cali- 
fornia Street adjacent to an off-street 
parking area for more than 200 cars. The 


and glass with brick facing. Cantilevered 
construction will provide window walls 
on all floors. : 
Interior design and facilities of the 
completely air-conditioned building have 
been planned for the comfort and con- 
venience of company’s staff of nearly 
1,000. Highlighting this planning is a 
new concept of office lighting, area il- 
lumination, which will furnish maximum 
light quality for optimum working con- 
ditions. The modern lighting fixtures will 
be suspended above an open metal grid, 
so efficient area illumination will be 
achieved without the usual forest of 
visible fixtures. Pleasing, light colors on 
walls, floors and equipment will eliminate 
distracting contrasts and complement the 
over-all feeling of openness and light in 
the new Fireman’s Fund building. 


How Working Areas Are Divided 


Although the major three-story work- 
ing area is almost the size of a football 
field—300’ x 144’—most employes will be 
no more than 40 feet from an outside 
window. Desk areas will surround a cen- 





GREG OLIVER DIES 

Served Retail Credit Co. for 34 Years; 
Was District Sales Manager in 
New York Since 1945 

Greg Oliver, district sales manager of 
Retail Credit Co. for New York City 
territory who had been with the com- 
pany for 34 years, died March 24 and 
was buried in Philadelphia. He was well 
known to many insurance executives in 
this area and supervised some of Retail’s 
larger accounts. 

Mr. Oliver, graduate of Columbia Uni- 
versity, N. Y., started with Retail Credit 
as an inspector in Philadelphia. He 
served successively as manager at Syra- 
cuse, Philadelphia, New York, and then 
went to the home office as assistant 
sales manager. On October 1, 1945, he 
was promoted to district sales mana- 
ger in New York. 

A good golfer, Mr. Oliver was a mem- 
ber of the Scarsdale Country Club. He 
is survived by his wife. 


exterior of the building will be aluminum: 


Fireman’s Fund Group’s Building Plans 


Modern Reinforced Concrete Office Building With Many 
Modern Features to Go Up in Residential Area 
of San Francisco 


tral “core” in which service facilities and 
conference rooms are grouped. 

Working areas will be divided by floors 
into three general groups. Underwriting 
and claims departments will be on the 
top floor in the largest area, with the 
investment department and executive 
wing adjoining; processing departments 
such as the accounting division, central 
typing unit and filing, on the second 
floor with the cafeteria in the adjacent 
wing; and service departments such as 
advertising, personnel, tabulating, mail 
and supply on the ground floor facing 
California Street. Four self-operated ele- 
vators will service the building. Planned 
to seat 400 employes at one time, the 
cafeteria can—when tables are removed 
—seat 800 people for large staff meet- 
ings. The cafeteria will open to a large, 
sunny wind-shielded terrace which will 
have facilities for relaxation and recre- 
ation. 


PROTECTION ENGINEERS MEET 





To Have Five-Man Panel of Experts 
at Luncheon Meeting April 28 
in New York 

A joint luncheon-meeting of the New 
York Chapter of Society of Fire Pro- 
tection Engineers and the Insurance 
Buyers Association of New York will be 
held April 28, at Hotel Martinique, 
Broadway and 32nd Street, New York. 
_ The meeting will consist of a forum 
in which a five-man panel, made up of 
experts in the fields of fire prevention 
and fire insurance, will answer questions 
from the floor. 

Matthew Braidech, director of re- 
search for the National Board of Fire 
Underwriters, will act as moderator. He 
will open the meeting with a short talk 
on “The Importance of Fire Protection 
Engineering.” 

Panel members are Harry Bunting, 
manager, New York office, Factory 
Mutual Engineering Division; William 
C. Potter, manager, New York office, 
Factory Insurance Association; Alan L. 
Kling, assistant safety director, Ameri- 
can Cyanimid Co., New York; Kenneth 
©. Smith, assistant general manager, 
New York Fire Insurance and Rating 
Organization, and Robert L. Strong, 
manager, Engineering and Rate Survey 
ee Johnson & Higgins, New 

Ork, 
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SELL HARDER! 





—to BEAT Today’s Competition 


Selling requires intelligence, initiative and energy. Easy 
competition makes easy selling. 
takes harder selling e Selling insurance never has been 
easy, because no one wants to buy it. 
is not new to you, but today its proponents are selling 
more aggressively e You still have the superior weapon 
that will beat today’s price competition but—you too 
must sell it more aggressively. 


Tougher competition 


Price competition 


Your weapon is Local 


Assurance Co. Lid. 


Agents’ Professional Insurance Service e Service is de- 
fined as ‘‘Labor for the benefit of others.’’ Does your's 
qualify? This is the question every agent must ponder 
well. You have to convince buyers that your professional 
service to them is worth more than the price induce- 
ment offered by competitors. To be convincing, your 
service has to be expert, efficient, continuous—and im- 
pressively personal, for remember, most buyers think of 
the agent’s service as the personal attention he gives them. 


The Commercial Union—Ocean Group of Fire 
and Casualty Companies aims to serve agents 
as competently as the agents must serve their 
insureds. Our unquestioned financial resources, 
multiple-line underwriting, unexcelled policies 
and service, and fair business practices based 


Commercial Union 


The Ocean Accident & 
Guarantee Corp. Ltd. 
American Central 
Insurance Company 
The British General 
Insurance Co. Ltd. 
The California 
Insurance Company 
Columbia Casualty 
Company 
The Commercial 
Union Fire Ins. Co. 
The Palatine Insurance 
Company Ltd. 
Union Assurance 
Society Limited 























on integrity and sound management, are strong 
aids to successful selling. 





COMMERCIAL UNION- 
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Made Region I Director 
National Insurance Women 





‘ 

( 

i 

: 

a 

\ 
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ADA P. MacGREGOR : 

u 

Ada P. MacGregor, past president of t 

the Insurance Women of New York, was \ 

elected director of Region I of the Na- i 

tional Association of Insurance Women 0 
at a regional conference held in New 

York, March 25-27, te 

The National Association of Insurance Ke 

Women has a membership of about t 

12,000 throughout the United States and le 

the Territory of Hawaii and is divided tt 

into eight regions. Region I is com- th 

prised of 26 clubs in the states of Con- W 

necticut, Maine, Massachusetts, New he 

Hampshire, New Jersey, New York, Is 

Pennsylvania, Rhode Island and Ver- ‘ 


mont and has a membership of about 
3,000. “ 


Miss MacGregor is an active member mM 
of the Insurance Women of New York. ; 
She was its president in 1949 and 1950, Ne 
and has been its delegate to several 9 
regional and national conventions and 9 
has served on various club, regional and : 


national committees. She has been with 
Johnson & Higgins for many years and if 
u ls ‘ 

for the past 15 years has been secretary 








to Courtlandt Otis, vice president and tu 
director of that firm. “ 
EARLE B. VICKERY RETIRES pos 
America Fore Secretary, Cook County : ‘ 
Dept., Leaves After 51 Years Serv ce; “9 
A. R. Miller His Successor "a 
Earle B. Vickery, secretary of America m2 
Fore, Cook County department, has re- pre 
tired under the group’s retirement plan an 
effective March 31. Mr. Vickery, in ( 
charge of the four fire companies of the fiel 
group in Chicago, western department, off 
leaves after 51 years’ service. Appointed Fr 
to succeed him is Arthur R. Miller, as- exe 
sistant secretary, Chicago. em 
A native of Yeovil, Somerset, England, ins 
Mr. Vickery attended law school there Tu 
Starting with Niagara Fire in 1904 as a ma 
reinsurance placer he progressed to as- wa: 
sistant examiner and examiner. In 1914 \ 
he was appointed special agent in ‘Cook as ; 
County, Ill. He was appointed secretar) fro 
and became manager of that department He 
in 1929. Mr. Vickery was an officer 0! offi: 
the organization for the past 26 years 195: 
For many years, he has been active i" age 
Chicago Board of Underwriters, Fire In- bec: 
surance Patrol Committee and Patrol- R 
men’s Pension Fund. Pol: 
Mr. Miller joined Continental in 1913 ploy 
as an office boy. In 1919 he was pro- unti 
moted to fieldman in Ohio and _ serve In 
successively in Nebraska, Iowa and Illi sup. 
nois. He transferred to the brokerage he \ 
department in Chicago in 1951. He was Atl 
appointed assistant secretary of the fire bec: 
companies in December, 1954. Mr. Miller now 
served in the Mexican Border Campaig!! offic 
and in World War I in France. He 1s R. 
Most Loyal Gander of Illinois Pond 0! cha: 
Blue Goose and a past president of Ill joins 


nois Fire Underwriters Association. 
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Fay Eastern Manager 
Factory Insurance Assn. 


SUCCEEDING J. H. GERMAIN 


With Association Since 1914, Made 
Assistant Manager in 1948; Other 
Personnel Changes Made 








The Factory Insurance Association an- 
nounces appointment of W. P. Fay, here- 
tofore assistant manager, as manager of 
the Eastern Regional office succeeding 
J. H. Germain who resigned last week 
to become a vice president of Johnson & 
Higgins in New York. 

Mr. Fay has been with the Association 
since graduation from Worcester Poly- 
technic Institute in 1914. Starting as a 
field inspector, he was called to the Hart- 
ford office as a supervisor in 1916, be- 
came superintendent of the Underwriting 
Department in 1924, executive assistant 
in 1946 and assistant manager in 1948. 


Made Assistant Managers 


H. G. Butterworth, W. C. Saltmarsh 
and J. H. Keenan have been appointed 
assistant managers. 

Mr. Butterworth, who graduated from 
Worcester Polytechnic Institute in 1929, 
was a field inspector until 1931 and su- 
pervisor in the Underwriting Department 
until 1940, when he was appointed execu- 
tive special agent. In 1950, Mr. Butter- 
worth became executive assistant, and 
now becomes assistant manager in charge 
of nation-wide business. 

Mr. Saltmarsh graduated from Worces- 
ter Polytechnic Institute in 1933 and 
joined the FIA in 1936 as a field inspec- 
tor. In 1942-43 he was a special agent on 
loan to the National Bureau for Indus- 
trial Protection in Washington, directing 
the inspection program in connection 
with critical commodities. In 1943 he 
became special agent at Pittsburgh, in 
1947 superintendent of the Negotiation 
Department in the Hartford office, in 
1951 executive assistant, and now be- 
comes assistant manager in charge of 
new business. 

Mr. Keenan started with the Associa- 
tion as field inspector upon graduation 
from Worcester Polytechnic Institute in 
1934. He was called to the Hartford 
ofice as supervisor in the Inspection 
Department in 1937. He returned to the 
field as special agent in the Pittsburgh 
office from 1941 to 1943, when he re- 
turned to the home office and until 1951 
was assistant superintendent of the In- 
spection Department. In 1951 he was 
appointed executive assistant, having full 
responsibility for all FIA business in 
New York and New Jersey. He now 
becomes assistant manager in charge of 
underwriting. 

C. H. Redfield, who has been assistant 
manager since 1948, continues in his 
present position, in charge of inspection 
and engineering work. 

C. S. Linde, who since 1950 has been 
field manager in charge of the New York 
office, is being transferred to the San 
Francisco office, where he will serve as 
executive assistant. Mr. Linde entered the 
employ of the FIA in 1921 as a field 
inspector, following graduation from 
Tufts College. In 1945 he became field 
manager of the Boston office and in 1950 
was transferred to the New York office. 

W. C. Potter joined the FIA in 1935 
as a field inspector, following graduation 
from Worcester Polytechnic Institute. 
He was transferred to the New York 
office as a special agent in 1943 and in 
1954 was appointed assistant field man- 
ager of the New York office. He now 
ecomes field manager of that office. 
_k M. Taft graduated from Worcester 
Polytechnic Institute in 1938 and was em- 
Ployed by the FIA as a field inspector 
until 1942, when he entered the Navy. 
In 1946 he returned to the FIA as a 
Supervisor in the Hartford office. In 1949 
he was advanced to special agent in the 
Atlanta office and in December, 1952 
became field manager in Atlanta. He is 
Now being transferred to the Hartford 
oMce as executive assistant. 

R. M. Cromack is being placed in 
charge of the Atlanta field office. He 
Joined the FIA in 1948 upon graduation 

(Continued on Page 41) 


HEAR FIRE MARSHAL SCOTT 

The insurance section of the Young 
Men’s Board of Trade, Inc., New York, 
was addressed on April 5 at its luncheon 
meeting in Drug & Chemical Club, by 
Martin Scott, chief fire marshal and 
head of the New York Bureau of Fire 
Investigation. Mr. Scott touched on 
problems in the fire insurance field of 
concern both to fire officials and insur- 
ance men. 


American Home Appoints 
George H. Lord 


The American Home Assurance Co. has 
appointed George H. Lord as _ special 
agent in Connecticut and Western Mas- 
sachusetts. He is an experienced special 
agent, formerly was a local agent and 
will operate under State Agent Arthur S. 
Knox. His headquarters will be at 1021 
Asylum Avenue, Hartford. 


Buckeye Group Elected to 
Interbur. Advisory Group 


The Buckeye Group, consisting of 
3uckeye Union Fire and Buckeye Union 
Casualty has been elected to membership 
in the Interbureau Insurance Advisory 
Group. 

This brings the membership of Inter 
bureau Insurance Advisory Group to a 
total of 35 groups and companies, con- 
sisting of 115 fire and casualty compa- 
nies. 








It’s so easy to ‘phone 





your local insurance agent 











... And it’s mighty comforting to know you'll get action — when 


you need itt—day or night. He is an insurance specialist, familiar 


with all forms of insurance protection and will work with you 


and for you . . . all the way down the line. 
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Save money—get sound protection—through an over-all 
insurance program. See your local agent or broker. 


Great American 


GROUP OF Insurance Com panies 


FIRE «© MARINE + 


CASUALTY + 
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Great American - Great American Indemnity - American National - Detroit Fire & Marine » Massachusetts Fire & Marine » Rochester American 
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Page 30 

















Gov. Harriman Urged to Veto Kalish- 
Furey Bill by Producer Associations 


William Street, New York, and other 
insurance centers of New York State 
teemed with excitement this week over 
the passage by both houses of the legis- 
lature of the Kalish-Furey bill which 
is now on Governor Harriman’s desk. 
This legislation would legalize, under the 
state insurance law, the establishment of 
company organizations to fix by agree- 
rates payable to bro- 


ment commission 
kers and agents. Such agreements are 
now prohibited by New York statutes, 


having been outlawed in the state by 
Governor Dewey and oto’ Superin- 
tendent of Insurance Robert E. Dineen. 
A sirong position against bal Kalish- 
Furey bill has been taken by every pro- 
ducers’ association in Greater New York 
with the exception of the Brooklyn In- 
surance Brokers Association which group 
supported it. Opposition has also been 
registered by the New York State Asso- 
ciation of Insurance Agents. It is a safe 
bet that Governor Harriman received 
plenty of telegrams and letters this week 
urging him to veto the measure. 
Specifically, the legislation is chal- 
lenged on the grounds that it is uncon- 
stitutional, restrains trade and_ lessens 
free competition. This is the position 
taken by the Greater New York Insur- 
ance Brokers’ Association in a letter to 
Daniel Gutman, counsel to the Governor. 
National Association of Insurance 
Brokers is fearful that enactment of the 
bill may open the door to reduction in 
commissions by companies acting in 
concert. “It comes at a time when the 
companies are most anxious to reduce 
commissions but have feared to do so,” 
says NAITB. 
Attitude of Insurance Brokers Assn. 


The influential Insurance Brokers As- 
sociation of New York State has regis- 
tered its opposition because (1) the or- 
ganization which would be set up by the 
Kalish-Furey bill is not needed in the 
public interest, and (2) because the bill 
is completely one-sided. No valuable 
right is conferred upon organized bro- 
kers and agents, spokesmen of that asso- 
ciation point out. 

Further points made by _ Insurance 
Brokers Association of New York are as 
follows: 


“Company organizations to fix commis- 
sions by cooperative action have existed 
before. They have been outlawed since 
about 1947. We have opposed their 
re-establishment. Recognizing, however, 
that a different view was entertained by 
others, it has been our policy that if such 
organizations had to come about, organ- 
ized producers should have not only the 
right to be heard, but should be a neces- 
Sary party. 
confer the 


“This bill does not even 
right to be heard. It authorizes only 
‘organizations of insurers to establish 


standards, and adopt through voluntary 
cooperative action, rates of commissions 
to be paid licensed brokers or agents.’ 
“Another portion of the bill says thai 
its provisions shall not ‘abridge the right 
of licensed insurance brokers or agents 
to engage in voluntary cooperative action 
pertaining to commissions to be paid to 
them by insurers.’ We believe, and coun- 
sel concurs, that this gives us no valu- 
able right. While saying that it does 
not abridge a right, it is by no means 
clear that any right exists to ‘be abridged. 
At most, it makes it legal for us to talk 


(Continued on Page 31) 





Wilmore Named Ky. Agent 


Louisville, Ky.—William H. Wilmore, 
of Paducah, Ky., has been named state 
agent for the New Hampshire Fire in 
Kentucky, to succeed Richard W. Moher, 
who after six years in the Kentucky 
field, has been transferred to Montpelier, 
Vt. 

Mr. Wilmore was formerly connected 
with the Foreman Lackey Agency, Pa- 
ducah. 





Hansen-Mugg Murray Merged 

Des Moines, Ia—The Hansen-Mugg 
and the T. C. Murray agency of Des 
Moines have merged and will be known 
as the Hansen-Murray-Mugg, Inc., gen- 
eral insurance agency. Officers of the 
new firm are Nelse Hansen, president; 
James K. Mugg and Thomas C. Murray, 
vice presidents; and Mrs. Marguerite 
Coburn, secretary-treasurer. 





CHARLES “JOE” PENNA 
HARRY ROGERS 












THE LONDON ASSURANCE 


Metropolitan Department 
99 JOHN ST., NEW YORK 38, N. Y. 


WMERE SERVICE GameES FIRST! 





Virginia Association 
Meetings, April 18-22 

The Virginia Association of Insurance 
Agents, Richmond, has scheduled its 1955 
regional educational meetings for April 
18-22, with two speakers to address each 
meeting. 

T. F. Leuscher, assistant resident man- 
ager, Employers’ Group, Philadelphia, will 
describe “The New Look in Workmen’s 
Compensation,” which will feature a dis- 
cussion of the background and develop- 
ments in this coverage, as well a study 
of the new standard workmen’s compen- 
sation policy. 

Robert Burns, president, American 
Agency Management Bureau, Washing- 
ton, will speak on “Short-cuts to Profits,” 
and show how costs of operating agen- 
cies may be reduced. 

All meetings start at 10:00 am. and 
close at 3:30 p.m. Locations are as fol- 
lows: April 18—Martha Washington Inn, 
Abington; April 19—Natural Bridge 
Hotel, Natural Bridge; April 20—Fau- 
quier White Sulphur Springs, Warren- 
ton; April 21—Williamsburg Lodge, 
Williamsburg; April 22—Grace Hotel, 
Clarksville. 





Murphy Joins Moran & Son 


John H. Murphy, Jr., has become asso- 
ciated with his father who heads the 
insurance operations of John A. Moran 
and Son, Norwich, Conn., real estate and 
insurance firm. Mr. Murphy, Sr., has 
been with the firm since 1942. 

Mr. Murphy, Jr., attended Norwich 
schools and graduated from Norwich 
Free Academy, 1947 and National Liqui- 
fied Petroleum Gas _ Institute, Tulsa, 
Okla., in 1949. He was employed in 
claims service work with General Ad- 
justment Bureau and worked in four 
states with Albany, N. Y., his most re- 
cent location. He served in the Army 
for two years. 





T&H,W &G at New Location 

Toplis & Harding, Wagner & Glidden, 
Inc., adjusters and surveyors, announce 
that effective April 4, their New York 


office is located at 102 Maiden Lane, 
New York 5, where they occupy the 


16th floor. Their telephone number at 
the new location is Digby 4-6500. 





LOUIS BURKHALTER DEAD 


Cedar Rapids, Ia—Louis D. Burkhal- 
ter, 76, veteran local agent at Cedar 
Rapids, died after a short illness. He 
opened his agency at Cedar Rapids in 
1909 and had been associated with his 
son, Louis D. Burkhalter, Jr., in the 
agency in recent years 


WEGHORN 
HAS GOOD 
COMPANIES 


~because, 


as you now know— 


WEGHORN IS 
GOOD TO 
BROKERS 
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N.Y. STATE EXAMS 
NEW YORK « JAMAICA 


132 Nassau St. 148-15 Archer Ave. 


INSURANCE COURSE 


Starts Monday, March 7, for 
Brokers’ Examination on June 16 


AMERICA’S LARGEST INSURANCE 
& REAL ESTATE BROKERAGE SCHOOL 
Write, phone or call for Booklet 


INSTITUTE OF 
erence 
row Ya vor 38, 8. av 
cOrtiandt a8 7318 


HERBERT J. POHS, Founder-Director 





























N. Y. Brokers Forum April 27 


The Greater New York Insurance 
3rokers Association will hold its next 


forum April 27 in Hotel Prince George, 
New York. Subject will be the Multiple 
Peril Dwelling Policy, speakers to be 
announced later. Speaker at the forum 
held March 23 was Michael H. Levy. 





N. J. Square Club Dance 


Plans having been completed, the In- 
surance Square Club of New Jersey an- 
nounces that the 19th annual dance and 
entertainment is to be held April 29, at 


the Douglas Hotel, Newark, N. J. 
Frank J. Miller of the St. Paul Com- 
panies is chairman. 











FIRE ¢ INLAND & 
OCEAN MARINE ¢ AUTO 
PHYSICAL DAMAGE e 
BURGLARY ¢ BONDS e 
GLASS e DISABILITY 


JAFEL 


What the FINE PRINT said... 


Nobody will deny that insurance can be 
mighty complex. Special situations and tech- 
nical problems arise for everyone. For exam- 
ple, Business Interruption, the various forms 
of Transportation Insurance and others of 
like nature often require very thorough 
exploration. 

The next time your fine print blurs, why 
not stop in and see us. Maybe we can help 
clear a few things up. We’re not just “swivel- 
chair experts”—we’ll go right out with you to 
see an assured whenever necessary. 


Got a problem? Tell it to us. 
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INSURANCE UNDERWRITERS 
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LONDON ASSUR. COMPETITION 


u. S. Manager Meiss Invites Local 
Boards to Join in 14th Annual Con- 
test for Public Relations Trophy 
Walter Meiss, United States manager 
of the London Assurance and president 
of its affiliate, the Manhattan Fire & 
Marine, has invited local boards in New 








York state to participate in the 14th 


annual competition for the London As- 
surance public relations trophy. 

The 1955 award will again go to the 
local board in New York which has 
demonstrated “outstanding community 
activity interpreting and promoting the 
aims, services and accomplishments of 
capital stock insurance.” Formal presen- 
tation will be made at the annual con 
vention of the New York State Asso- 
ciation of Insurance Agents in Syracuse 
May 8-10. 

All details of the judging are handled 
by a special awards committee desig- 
nated by the executive committee of the 
state association. No one affiliated with 





Irance the London Assurance or the Manhattan 

next Fire & Marine takes part in any stage 
of the judging. 

eorge?, > Bs ¢ 

i Entries should be forwarded, not later 

al tiple than April 15, to John Mayer, executive 

to be secretary, New York State Association 

forum of Insurance Agents, 126 West Wash- 

nee ington Street, Syracuse 2, N. Y. 

( Kali i 

i ppose Kalish-Furey Bill 

re In- (Continued from Page 30) 

“y an- to ourselves, but obligates no one else to 

-e and talk to us or make us a party to their 

29, at agreements among themselves.” 

‘ Counsel C. J. Danahy’s Letter 

om- ~ 7 

In the letter sent by Greater New 
York Insurance Brokers, its counsel, 
C. Joseph Danahy, held that New York 


State is not free to legislate in the field 
ot commission control since the U. S. 
Supreme Court in the SEUA decision 
held insurance to be interstate com- 
merce, and Public Law 15 (enacted in 
June, 1948) put the insurance business 
under the Federal anti-trust statutes. 

Mr. Danahy stated that New York 


against the best interest of all insurance 
brokers and the general public in that 
it would restrain free competition with 
resulting injury to the general public.” 


No Organized Company Support 


Reportedly some individual companies 
are in favor of the Kalish-Furey bill but 
it has not been actively supported by the 
Association of Casualty & Surety Com- 
panies. 

The one comment bearing on the ques- 
tion of commission control to be made 
by a company official in recent weeks 
came from Joseph J. Magrath, secretary 
of Federal Insurance Co., who told ex- 


aminers of the New York Insurance 
Department at the 22nd session of their 
in-service training course: “Commission 
control may return in some form. The 
waste caused by competitive abuses in 
the payment of excess commissions may 
lead to agreement by the industry, as 
well as by regulatory authorities that 
there is nothing unsound about fix- 
ing the maximum acquisition cost of 
business.” 

Tied up with the Kalish-Furey bill 
was another introduced in the Assembly 
by Mr. Kalish which, however, did not 
pass the Senate. Amending section 182, 
insurance law, this measure would have 


General Manager Pollen Here 

J. A. Pollen, general manager of the 
London Assurance arrived last week on 
the Queen Mary for a short visit. After 
a trip to the West Coast and Montreal 
he expects to leave on the Queen Mary 
sailing April 27. 


required organization of insurers acting 
as service or advisory organization to 
file with the New York Superintendent 
of Insurance copies of agreements it has 
entered into as to commissions to be 
paid to insurance brokers or agents. 





amended Article VIII including Sections 
= to = a insurance law to con- 
m with the decision of igh cour : 

and Congress. Pee ge ee ee una” ' 
He said: “It is clearly stated in Sec- 
tion 180 that nothing in Article VIII is 
tended to prohibit or discourage rea- 
sonable competition. In other words, the 
Spirit and ‘etter of the law of competi- 
tion, as set forth in the Federal anti- 
'tust laws was incorporated in the statu- 
tf aw of the State of New York in 
Section 180. The proposed amendment 
to this section (S.2913 and A. 3222) 
Would attempt to fix by agreement the 
commissions paid to brokers. This is 
“arly an agreement in restraint of trade 
prohibited by the Federal anti-trust 
poi Section 1 to 24, Title 15 United 
States Code Annotated.” 

Mr Danahy made clear that the 
‘eater New York Brokers vigorously 
a the legislation on the grounds 
= tis unconstitutional and in direct 
on of the spirit and letter of. the 
asic law of the land and further it is 
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This is America Fore’s current national 
advertisement. It is one of a public relations series 
designed to inform the public about capital stock insurance 
and the importance of the services of the agent and broker. 
Appearing in: 


x THE SATURDAY EVENING POST LIFE * FORTUNE 
x NATIONAL GEOGRAPHIC * TIME »* NEWSWEEK 
x SUCCESSFUL FARMING * BETTER FARMING 
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K. E. Black Sees Glowing 
Future for Business 


MUST STREAMLINE OPERATIONS 





President of Home Insurance Co. Ad- 
dresses Detroit Assn. of Insurance 
Agents on Outlook 





In a talk before the Detroit Associa- 
tion of Insurance Agents last week, 
Kenneth E. Black, president of the Home 
Insurance Co., said that “If the property 
insurance business is to realize the mag- 
nificent opportunities of the future, it 
must intensify its efforts to streamline 
methods of operation while simultane- 
ously broadening its campaign to pub- 
licly establish the independent local 
agent as the most practical, efficient and 
altogether satisfactory medium of pro- 
viding property insurance in the world.” 
Mr. Black emphasized that this can and 
should be achieved without deviating 
from the basics of the business—“ad- 
vanced underwriting, sound investment 
practices and the maintenance of a rea- 
sonable expense ratio.” 

In a fifty year review of property in- 
surance in America, Mr. Black touched 
on many developments in the business, 
concluding that, despite the many chal- 
lenges to the industry resulting from 
wars and depressions, unusual competi- 
tive threats, wide scale catastrophes and 
unprecedented demands for broader and 
simpler coverages, “our business contin- 
ued to grow, prosper, and eventually 
took its rightful place as a vital Ameri- 
can institution.” 


Present Period Exciting One 





In his talk Mr. Black referred to the 
present period as “an exciting one, which 
has witnessed the development of many 
significant changes in our way of doing 
business—changes and events which will 
materially influence our way of operat- 
ing for the next fifty years. All of these 
activities—the multiple line concept, for 
instance, which has left the planning 
board and is now actively seeking an 
audience in the field; the application of 
electronics to accounting, underwriting 
and loss procedures, the resurgence of 
personal salesmanship and the efforts to 
utilize modern merchandising methods 
in the active solicitation of the business; 
the competitive threat of those compa- 
nies operating on a direct writing basis 
which have expanded their activity ma- 
terially—all of these are significant of 
the changing patterns in our business.” 

Mr. Black predicted that “barring any 
international adventure our nation’s 
golden years are still ahead, and that 
the outstanding progress achieved in the 
ever-expanding housing, home goods and 
automobile markets, speaks well for our 
business which in the next half century 
should be sounder, greater, more pro- 
gressive than it has ever been. 

“To assure this promise,” he said, “and 
capitalize on every opportunity, we must 
keep flexible and strong; must work in 
close harmony on common problems, and 
above all, must keep alive the ideal which 
has distinguished our business. By that 
I mean the ability of people in our pro- 
fession to retain the personal touch in 
all dealings with the public while main- 
taining a spirit of trust, cooperation and 
good will toward each other. If we keep 
those principles in mind at all times 
and continue to improve our services 
and facilities there is no conceivable 
limit to our progress.” 





Homeowners Forms Filings 
By Rating Organization 
The New York Fire Insurance Rating 
Organization has filed with the Insurance 
Department in behalf of those companies 
requesting such filing, forms, rules and 
rate treatment for Homeowners Policies 
A, B, and C as recommended by Inter- 
bureau Insurance Advisory Group, it is 
announced by H. Sumner Stanley, gen- 
eral: manager. The filings have been 
approved by the Department effective 
March 4 as respects Homeowners Poli- 
cies A and B and April 4 for the C 
policy. 


CHARLES N. HAGAR RETIRES 





Superintendent of Improved Risks Dept. 
of Great American to Live in 
Florida, Continue Activities 
Charles N. Hagar, superintendent of 
the Improved Risks department of the 
Great American Insurance Co., has re- 
tired. He is moving to Florida where, 
at 6719 Burlington Avenue North, St. 

Petersburg, he has built a home. 

Mr. Hagar will continue in ;loss pre- 
vention, fire protection and safety work, 
specializing in the prevention of inter- 
ruptions of operations. He has been es- 
pecially active in the use of protective 
devices such as automatic sprinklers, 
water spray, carbon dioxide, dry pow- 
der, foam and smoke and heat detection 
systems as well as first aid and safety 
devices and appliances. 

After engineering and research experi- 
ence, Mr. Hagar entered the business as 
a sprinklered risk inspector with New 
York Fire Insurance Rating Organiza- 
tion. Later he was an insurance engineer 
on large industrial properties for an 
insurance brokerage organization, a post 
he left to go with the Continental as 
division engineer. Subsequently he joined 
the Great American. 

He has served as chairman or mem- 
ber of a number of technical committees. 
He is a member of the committee on 


New Zone in East Activated 
By Allstate Insurance Co. 


Allstate Insurance Co., subsidiary of 
Sears Roebuck & Co., announces the ac- 
tivation of a new zone territory, the 
East Central Zone, with offices in the 
new Allstate Building at Murray Hill, 
N. J. The new territory includes Dela- 
ware, New Jersey and Pennsylvania, 
with Ohio to be added in July. 

Vice President Judson B. Branch de- 
clared the company’s former Eastern 
zone territory has been divided into the 
East Central and the Eastern zones. 
The new Eastern zone consists of Con- 
necticut, Maine, Massachusetts, New 
Hampshire, New York, Rhode Island 
and Vermont. Eastern zone _ offices, 
which have been in Newark, N. J., will 
be located in Harrison, N. Y. H. M. 
Mereness, vice president and manager 
of the former Eastern zone, will head 
the East Central zone, while T. J. 
Spenker, former resident manager of 
the Long Island branch office in New 
York City, will manage the new Eastern 
zone. 





preservation of historical property of 
the National Fire Protection Association. 
He is a member of the Society of Fire 
Protection and Engineering. 
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You should be proud 


to be an 


INSURANCE AGENT 


The layman has little knowledge of insurance—the 
future safety and happiness of his family depends 
on how well you take care of his needs. 


Your services enable: 


factories to be built 
new homes to be erected 
construction projects 


employees to be protected 
injuries to be compensated. 
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Eblin Executive General 


Adjuster in Bureau Changes 

Clark A. Eblin has been named ex- 
ecutive general adjuster, Eastern de- 
partment; Douglas T. Fuller has been 
appointed general adjuster for West Vir- 
ginia, and John A. Shannon will succeed 
Mr. Eblin as manager of the Charleston, 
W. Va., branch office, General Adjust- 
ment Bureau. 

As executive general adjuster, Mr. Eb- 
lin will be concerned, in addition to ad- 
justment matters, with administrative 
details throughout the Eastern depart- 
ment and will make his headquarters in 
the departmental office in New York 
City. He joined the bureau in 1937 at 
the Wheeling, W. Va. branch, after pre- 
vious insurance company adjusting ex- 
perience. He remained at Wheeling, ex- 
cept for time out for service in the 
Armed Forces, until 1946 when he was 
appointed manager at Parkersburg, W. 
Va. He was transferred to Charleston 
in 1948 as branch manager and in 1953 
he was appointed general adjuster for 
West Virginia in addition to his duties 
as branch.manager. 

Mr. Fuller continues as manager of 
the Huntington office in addition to his 
new duties as general adjuster. He 
joined the bureau at Elmira in 1931 and 
later in the same year was transferred 
to Charleston, W. Va. In 1937 he was 
assigned to the Huntington branch and 
the following year was _ appointed 
adjuster-in-charge at Wilmington, Del. 
Upon his return from service in the 
Armed Forces, he was assigned to Bal- 
timore, and in 1946 he was appointed 


‘branch manager at Huntington. 


Mr. Shannon joined the bureau in 1946 
at Wheeling, W. Va. He was trans- 
ferred to Charleston in 1949 as a member 
of the adjusting staff and the following 
year was appointed branch manager at 
Parkersburg. In 1954 Mr. Shannon was 
reassigned to Charleston as_ assistant 
branch manager. 





Trezevant & Cochran Buy 


American Home Texas Lines 

Dallas—Trezevant & Cochran, insur- 
ance managers of Dallas, has purchased 
the American Home Assurance business 
controlled by the William H. Cousins 
General Agency of Corpus Christi, effec- 
tive as of April 1, according to a joint 
announcement of the two offices. The 
Cousins agency will continue to handle 
the business of the Glens Falls, Standard 
Fire, Merchants of New York and the 
Insurance Co. of the State of Pennsy! 
vania. The addition of the Americal 
Home Assurance to the Trezevant & 


‘ Cochran family is the first change matt 


by that veteran general agency in mally 
years, 
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Great American a director of National Automobile Un- Rice was appointed secretary and in supervising the southeastern and 
derwriters Association, and alternate for Robert R. Hubner was appointed as- southwestern departments of the fire in- 


(Continued from Page 1) 


Insurance Co. Later, he was with Home 
Insurance Co. in many capacities, ap- 
pointing and servicing agents, making 
inspections, adjusting claims and super- 
vising production activities in the Texas 
field, thus acquiring invaluable experi- 
ence in many phases of the fire insur- 


ance business. 





WILLIAM E. NEWCOMB 


»mrevr suc oc SECURITY « STRENGTH « SERVICE 


home office of the Home where as as- 
sistant secretary and, subsequently, as 
secretary he supervised the company’s 
business in the entire South. He joined 
the Great American Group in 1934 with 
general administrative duties becoming 
vice president (1940) and later president 
(1947) of the fire insurance companies 
of the group, as well as vice president 
(1950) of Great American Indemnity Co. 
The board of directors honored Mr. 
Evans at a dinner at Waldorf-Astoria 
Hotel on April 6. 


Mr. Newcomb’s Career 


Born in San Francisco, President New- 
comb’s father and grandfather were as- 
sociated with the Worthington Pump and 
Machine Corporation. After attending 
high schoo! in San Francisco young 
Newcomb went to sea, his first job being 
in engine department of a Merchant 
Marine ship. Next, he went up the Pa- 
cific Coast and back in a Standard Oil 
tanker; then made a trip on Matson 
Line and old Pacific Steamship Co. ships. 
During these trips he visited Hawaii 
three times. After a short experience 
with American Trust Co. a bank, he 
joined Commercial Union in California 
Starting as a map clerk. After three 
years he went into the field, first in San 
Joaquin Valley and South Coast terri- 
tory; then in Los Angeles after which 
he was transferred back to San Joaquin 
Valley territory. Next assignment for 
Commercial Union was to Denver as a 
special agent, his field being the moun- 
tain states of Colorado, Wyoming and 
New Mexico. 

_Mr. Newcomb next joined Western 
Underwriters Association, Chicago head- 
quarters, under Manager Charles F. 
Thomas, and when he resigned to go 
with Western department of Great 
American ‘(Group's fire companies, under 
Vice President Samuel M. Buck, he be- 
came secretary of Western department 
and, when Mr. Buck died, vice president. 
In Chicago he was on board of Western 
Adjustment and Inspection Co., Under- 
Writers Salvage Co., Cook County Loss 
Adjustment Bureau, and on governing 
committee of WUA and on FIA advisory 
committee, 

‘In 1952 he was transferred to the home 
office, being made executive vice presi- 
dent of the fire companies. He is vice 
President of Oil Insurance Association, 
4 trustee of Underwriters Laboratories, 





Chairman Ackerman on AFIA. 

Mr. and Mrs. Newcomb (she was Alice 
Bush) live in Upper Montclair. Their 
three children are William K., with Pa- 
cific Coast department of American of 
Newark; Richard M., in the Navy; and 
Sharon L. 


Career of Mr. Close 


Mr. Close began his career with the 
Great American Group in 1922. In 1929 
he was appointed a special agent serv- 
ing successively in Texas and New York 
State. He came to the home office in 
1936 as agency superintendent and has 
steadily advanced in the executive staff, 
becoming assistant secretary in 1940, 
secretary in 1943 and vice president in 
1948. He always has been identified with 
the underwriting and production activi- 
ties of the group and has taken a promi- 
nent part in many of the cooperative 
insurance organizations. In his new po- 
sition Mr. Close will assume enlarged 
executive duties in the group manage- 
ment. 

In addition to the foregoing changes, 
three new officers were appointed by the 
boards. Arthur P. Smith was advanced 
to assistant secretary of the fire insur- 
ance companies of the Group; Arthur A. 


sistant secretary of the Great American 
Indemnity Co. 

In 1938, upon graduation from the 
University of Minnesota, Mr. Smith 
came to the home office of the company. 
Except for an interval of four years 
when he was in the United States Army, 
he acted as fieldman with headquarters 
in Dallas, Washington, D. C., and Bir- 


mingham. He returned to the home 
office in 1951 as an agency superin- 
tendent. In his new capacity he will 


assist Vice President Walter E. Beeson 


surance companies of the group. 

Messrs. Rice and Hubner have had 
parallel careers with Great American 
Indemnity Co. Both joined the company 
in the accounting department and, sub- 
sequently, have had broad underwriting 
and production experience with time out 
for service in the armed forces. Latterly, 
they have been assistant managers in 
the Chicago office. As officers, they will 
continue to assist Vice President Louis 
C. Knapp in the administration of that 
office. 


W. W. GREENE. Ine. 
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UNITED STATES RESOURCES AS OF DECEMBER 31, 1954 





SURPLUS TO 








ASSETS LIABILITIES POLICYHOLDERS 
; or " = (Inciudes Capital) 

Year ecurities pas rer ‘cE 
Estab: See... a) nn 
lished by Law Assets Assets _ Liabilities — Capital Basis Basis 
1896 American and Foreign Insurance Co. $ 460,548 $23,014,967 $23,475,515 $14,212,818 $1,500,000 $ 9,262,697 $ 9,256,254 
1863 *The British and Foreign 

Marine Insurance Co. Ltd. 1,044,164 13,845,919 14,890,083 8,874,486 500,000 6,015,597 5,978,225 
1911 Globe Indemnity Company 1,147,168 79,159,187 80,306,355 49,551,962 2,500,000 30,754,393 30,204,747 
1836 *The Liverpool and London and 

Globe Ins. Co. Ltd. 1,401,185 49,765,112 51,166,297 31,411,763 500,000 19,754,534 19,509,575 
1811 Newark Insurance Company 766,115 29,277,808 30,043,923 18,373,608 2,000,000 11,670,315 11,641,036 
1891 Queen Insurance Company of America 842,824 75,658,781 76,501,605 46,866,559 5,000,000 29,635,046 29,415,933 
1910 Royal Indemnity Company 1,191,215 88,410,397 89,601,612 57,030,062 2,500,000 32,571,550 32,115,415 
1845 *Royal Insurance Company, Ltd. 1,352,677 57,964,297 59,316,974 37,357,214 500,000 21,959,760 21,844,926 
1896 Star Insurance Company of America 463,508 25,505,071 25,968,579 15,937,717 1,000,000 10,030,862 9,990,759 
1860 *Thames and Mersey Marine 

Insurance Co., Ltd. 1,041,433 8,042,082 9,083,515 5,380,349 500,000 3,703,166 3,714,870 
1832 Virginia Fire and Marine 

Insurance Company 502,562 8,434,311 8,936,873 5,327,489 1,000,000 3,609,384 3,635,080 

* United States Branch. The amount shown under “Capital” is the 


statutory deposit required to transact business in the U.S.A. 


CASUALTY—SURETY—FIRE— MARINE 


ROYAL-LIVERPOOL INSURANCE GROUP 


ONE HUNDRED FIFTY WILLIAM STREET, NEW YORK 38, N. Y. 
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H. S. Moser Defends 
Competitive Rates 


SEES COMPETITION STIFLED 





Allstate Insurance Co. Genera] Counsel 
Says Some Would Destroy Insur- 
ance Regulatory System 





Reappearance of a belief by certain 
companies in the fire insurance field that 
competition has no role in insurance was 
criticized by Henry S. Moser, vice presi- 
dent and general counsel of Allstate In- 
surance Co., in a paper at the Third 
Annual Miami Law Institute in Miami, 
Fla., last week. 

Detailing what he called efforts by seg- 
ments of the fire insurance business to 
stifle competition, Mr. Moser declared, 
“I can only hope that these forces are 
not so committed to a return to this pro- 
gram that they are willing to accomplish 
their ends at the expense of destroying 

. , ” 
our present insurance regu'atory system. 
The present battle, he said, rages over 
the issue, can competition exist at all. 

He pointed out the factors which led 
to the adoption by Congress a decade 
ago of Public Law 15 which established 
the relationship of the Federal anti-trust 
acts to insurance. “The only difference 
between those days and these is that 
now the insurance companies which seek 
to eliming ite competition are more sophis- 
ticated,” he said. “Now they seek to 
achieve their ends through subversion of 
state law rather than through the appli- 
cation of their own private sanctions.’ 

Competition in Public Interest 


Mr. Moser declared that “competition 
in rates, subject to regulation by the 
State Insurance Departments is in the 
public interest. I cannot believe that any 
company which seeks to sell a standard 
product at lower price will be denied the 
right to do so. 

“The history of this country, unlike 
that of the fire insurance business, is 
largely a history of competition—of a 
constant search to sell an improved prod- 
uct at a reduced price. I cannot believe 
that the consumer, the final arbiter, will 
force any company to charge more than 
necessary, especially when this course is 
urged upen him solely because of a de- 
sire by some to protect the outmoded 
principle of rate uniformity. 

“Unlike the convoy which must be 
held to the speed of its slowest ship in 
order to provide for a common defense, 
it would seem appropriate in the insur- 
ance world to allow those able to do so 
to forge ahead.” 





New Partnership Formed in 


Graham Inspection Bureau 


Albert B. Graham, proprietor of the 
Graham Inspection Bureau which was 
established in 1921, announces a newly 
formed partnership which started April 
1, consisting of Albert B. Graham, 
Robert G. Planer and Norman I. Morris. 

Mr. Morris has been associated with 
the bureau since 1934 and prior to that 
was with W. L. Perrin & Son of New 
York and also a sprinkler engineer with 
the Rockwood Sprinkler Co. and_ the 
Reliable Sprinkler Co. He is actively 
engaged in Masonic work and was a 
former Past Master of St. John’s Lodge 
of Newark, N. J. 

Mr. Planer has been associated with 
this bureau since 1948 and is a graduate 
of the Newark College of Engineering. 
His further education includes studies at 
the Massachusetts Institute of Tech- 
nology and the Insurance Society of 
New York. Mr. Planer served as an 
officer on a transport in the Pacific 
area during World War II. He lives in 
Springfield, N. J., and is also an asso- 
ciate member of the Society of Fire 
Prevention Engineers, a Deputy for Op- 
erations of the Springfield, N. J., Civil 
Defense, past officer of the Springfield 
Reserve Firemen’s Association and a 
present member of the Blue Goose, New 
Jersey and New York Ponds. 











Shir Gant honed 


156 WILLIAM STREET 


New, 12-Story Office Building in 
the Heart of the Insurance District 





Sketch of Building by Emery Roth & Sons, Architects 


This new building has 180,000 square feet of 
AAA space available in single and multiple floor 
areas, with 12,000 square feet of net usable area 
on each floor. Every recent innovation in modern 


tall office building design is featured. 


space. 


3. Acoustical ceilings with recessed fiuo- 
rescent fixtures throughout. Reasonable par- 


ATTRACTIVE FEATURES: 

1. Year-round air conditioning to insure 
maximum employe comfort and efficiency. 
2. 15 to 20% greater utilization of space 
with all areas usable as against remodeled 


titions will be provided. 


4. Dramatic lobby of stainless steel and 


marble. 


5. High speed, electronically controlled 


passenger elevators. 


FOR OCCUPANCY JULY 1, 1955 


42 Broadway, New York 


Builders: Diesel Construction Co., Inc., 625 Madison Ave., New York 


Now Renting 














Exclusive Renting Agent 


HAnover 2-7000 











SS Se 
TUC CaAaACTrnMal sions 





Crum & Forster Holdings 


Continued from Page 26) 


panies at December 31, 1954 into the 
& F. picture gives a value of abou 
$112. Getting even more romantic ani 
equating liquidating values (40% equity 
in unearned premium reserve) there js 
produced a figure of $135 per share. 

The “current values” in the published 
statement are arrived at by taking De. 
cember 31 market values of U. S. Fire, 
Westchester and North River which are 
the three C. & F. companies with public 
ownership, and the capital-surplus_fig- 
ures of the wholly-owned insurance com- 
panies which are British America, 
Southern Fire, International and West- 
ern Assurance. The 13,000 shares of 110 
William Street Corp. are entered at 
$1,092,000. 

There are some miscellaneous holdings 
and then there is a real kicker in the 
bottom of the barrel in the form oj 
222,982 shares of Crum & Forster Se- 
curities Corp. This is given a current 
value of $14,047,866. This is the’ market 
value at December 31, 1954 for the 
securities company. But there are few 
trades in that equity since 86.7% of the 
securities company is owned by Crum & 
Forster, Inc. The securities company 
has a fine line of Crum & Forster stocks 
along with some miscellaneous holdings 
including 2,250 shares of Continental 
Insurance Co. and 1,900 Fidelity Phenix. 
By ascribing March 25 market values to 
the big three actively traded Crum & 
Forster fire insurance stocks, the value 
of the securities company is brought up 
to $27 for each share of Crum & Forster, 
Inc. By taking the book value of the 
big three this figure goes up to $32 and 
by use of liquidating value the romantic 
figure of $37 is arrived at. 

Some Additional Factors 

In none of these calculations has any- 
thing been added for unearned premium 
reserve equity in the wholly-owned fire 
insurance companies. Nor has any effort 
been made to ascertain how much of a 
hidden value there may be in the 110 
William Street Corp. There has been 
deducted the preferred stock liability of 
Crum & Forster amounting to $8,130,000. 

Late last year the 7% preferred stock 
issue of the securities company was 
called. This amounted to about $2 mil- 
lion. The funds to accomplish this re- 
tirement were obtained from Crum & 
Forster, Inc., through purchase of un- 
derlying securities of the securities com- 
pany. Two or three years ago the 
Hutchins Investment Co. was merged 
with Crum & Forster. This may have 
been the first step in a corporate sim- 
plification program. Whether there is 
anything contemplated in connection 
with the $8 million, 8% preferred that 
remains is a subject of speculation 
among investment people. 

It seems fair to predict that Crum & 
Forster securities are now going to get 
a lot more public attention than they 


have in the past. 


Number of Shares Held : 

C. & F,, Inc., owns 453,712 shares ot 
U. S. Fire, while C. & F. Securities 
Corp. has 218, 729 shares, the total being 
672,441 out of the entire capitalization 
of one million shares. 

he comparable holdings of North 
River are 297,446 and 152,050 for a total 
of 449,490. There are 800,000 North 
River shares in all. 

In Westchester the figures are 226,30 
and 173,294 with a total of 399,595 ou! 
of one million shares. 

C. & F,, Inc., owns 36,090 shares ot 
British America, while the securities 
company has none. C. & F., Inc. has 
27,184 shares of Western Assurance and 
the ge company has 5,727, for 3 
total of 32,911. C. & Ps Res, parhie: 9,935 
of the 10,000 $100 par value shares 0! 


International Insurance Co. 





HOME INSURERS CHARTERED 
Raleigh, N.C.—Secretary of State has 
issued a charter to the Home [nsurér, 
Inc., Raleigh, to act as agent or broke! 
for insurance companies. Authorized 
capital stock $100,000, subscribed stock 
’ by Zack H. Bacon, Jr, R..4 
Willard and E. I Griffin all of Raleigh. 
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ming, produced an original film, “Cry Nations Bureau, and Michael Rutman, 


2S : In The Night,” whi sday 
L ght,” which concerned safety promotion manager of Newsday. 
National Board 1954 Awards with portable heaters, and made this Weekly newspaper classification: Byron 


film available to outside organizations V. Cook, editor of the Publishers’ Aux- 





to the - s A as a public service. iliary; Don Robinson, editor of the 
about |" President Herd of National Board Announces Citations for Who Judges Were American Press, and Miss Nancy Ma- 
ic and re Public S sce in Fire P : d Fi ; -~ ; : hood, editor of the National Publister. 
equity Outstan ing Fuodlic ervice in Fire Prevention an ire 5 ae ie oe entries, ow AB se Alcea classification : 
here js ° TV 27 states and the territory o awaii, Mrs. Elizabeth Butterfield, assistant di- 
ire. Safety Work by Newspapers, Radio and were the following: rector of educational activities, Stations 
blished Daily newspaper classification: Al WAAT and WATV, Newark, N. J.; 
ng De- The Kalamazoo (Mich.) Gazette; the mark” campaign beyond the limits of the Beissert, photo editor of the Newark Robert N. Pryor, vice president in 
5. Fire, linois Valley News, Cave Junction, State. Evening News; Charles Kiley, night city charge of public relations, Stations 
ich are Iino ne Stati "KANS Wichita Station WBZ-TV which won the TV. editor, New York Herald Tribune; WCAU and WCAU-TV, Philadelphia, 
public Ore.; Radio — ‘ rent'*s Gold Medal, in addition to an excellent Lowell Limpus, of the New York Daily and Lloyd Jacquet, general manager, 
us fig- Kans., and TV Station WBZ-TV, Bos- record of general fire safety program- News and former chief of its United Station WGHF (FM), New York. 

€ com- ton, have won the Gold Medal Awards 

a of National Board of Fire Underwriters 

peo for outstanding public service in fire 









é ; ss 
red at prevention and fire safety during 1954. 
Announcement of the winners was made 


oldings last week by J. Victor Herd, president 


His pleasure 


in the of National Board and executive vice 
orm of ; za : 
ter Se- president of America Fore Group of in- 
current surance companies. 
market In addition to the Gold Medalists, 20 ® 
md - others will receive Honor Award Cita- is your pro rh 
a “a tions. In the daily newspaper classifica- 
‘rum & tion these are as follows: 
ompany Twin City Sentinel, Winston-Salem, 
ies N, C., and the Commercial Appeal, Mem- The new boating season’s just ahead—with unprecedented 
nenial phis, Tenn., which were singled out for a f vl aft taki eps q ve "a 
Phenix. First Honor Award Citations, and the numbers OF pleasure cr aking to Inland and coastal waters. 
— Tuscaloosa News, Tuscaloosa, Ala.; An- Th ee a a spell ial iniesiil for 
| derson Herald-Bulletin, Anderson, Ind. ; ase ums 


ic “wane Antioch Ledger, Antioch, Calif., and you, if you provide the yacht insurance protection needed. 


ught up : : a 

Forster, Utica Daily Press, Utica, N. Y., all . ’ Se * 

of the winning Honor Award Citations. Why _ follow _ the Marine Office’s attention getting 
$32 and In the weekly newspaper classification ads in major boating publications. Let the boat owners in your 


omantic : : ; 
: the Montclair Times, Montclair, N. J., 


is winner of First Honor Award Cita- 
las any- tion; the Ord Quiz, Ord, Neb., Second 


community know that you can furnish the finest available 
protection—through the Marine Office of America. 


remium Honor Award Citation, and the Frank- 
meg lin Banner-Tribune, Franklin, La.; the 
chet a Blackduck American, Blackduck, Minn.; 
the 110 Carteret County News-Times, Morehead 


as been City, N. C.; the Shakopee Valley News, 
bility of Shakopee, Minn.; Western Hills Press, 
3,130,000, Cincinnati, Ohio, and Garden City 
2d stock Guardian, Garden City, Mich., all win- 











ny Was ning Honor Award Citations. 
$2 mil- In the radio classification Station 
this re- WOWO, Fort Wayne, Ind., is winner of 
Scrum & First Honor Award Citation; Station 
of un- WHO, Des Moines, Iowa, Second Honor 
les com- Award Citation. Winners of Honor Cita- 
go the tions are WHLM, Bloomsburg, Pa., and 
merged WMUB (FM), Oxford, Ohio. 
ay have In the television classification, First 
ate sim- Honor Award Citation winner is 
there is WMAR-TV, Baltimore, Md. Honor 
nnection Award Citation winners are KTTS-TV, 
red that Springfield, Mo.; WFMY-TV, Greens- 
eculation ai, N. C, and WHAM-TV, Rochester, 
Crum & 
g to gel What Awards Are Based On 
ian they Presentation of the awards, both Gold 
Medals and Honor Citations, usually is 
| : made at civic functions in the recipient’s 
hares 0! community, 
ecurities According to the National Board, the ~~ tein a 
tal being HM Kalamazoo Gazette did an outstanding wi - _. Oa 
alization job in promoting fire safety conscious- y, — ba — | oe . 
Yo hess in southwestern Michigan commu- —_ 
f gone ities. Feature stories and pictures, de- 
ra tota veloped from the day’s news, emphasized 
) North the need for continual fire prevention 


. seen i aa Publicity also on fire depart- 
‘ a et ent Personnel, fire-fighting techniques, 
9,595 « Programs and general services rendered 
helped to keep the public better in- 
hares 0 tormed, 
securities The Illinois Valley News, which won 
Inc., has HM the Gold Medal in the weekly classifica- 
ance ani lion, carried on a news and editorial 


nc MARINE OFFICE or AMERICA 


sy campaign f : 
vns 998 Il tenulted treo eettet tire. Protection that 116 JOHN STREET, NEW YORK 38, NEW YORK 


hares of Mi of n a movement for the purchase 
aa ‘ fire-fighting equipment and the or- 
ganization of a volunteer fire depart- 








OFFICES IN 23 PRINCIPAL CITIES 








ment. 

Lng Eaton KANS, which won the Gold NEW YORK e CHICAGO e NEW ORLEANS e SAN FRANCISCO © SEATTLE @ TORONTO 
State has Medal in the radio classification, carried 

go . a ratyy-sided campaign against fire. Atlanta ¢ Baltimore * Boston * Cleveland «* Dallas * Detroit * Houston * Jacksonville * Los Angeles 
or bro cluded such programming features isvi i i i i i ° 

thorized the phapeeition og pecveeee | Peau wet Louisville © Philadelphia ¢ Pittsburgh * Portland * Richmond ¢ St.Louis * Stockton Syracuse 
ed - “alety jingles, sent to all radio stations 


i the state, and such outside activities Xa ee On Oy eo on 2-0 ee - - n  )  -  - 


Raleigh a the extension of their “red check 
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Revise Automobile 
Physical Damage 


CHANGES BROADEN COVERAGE 


Collision or Upset Extended to Other 
Passenger Cars; Declaration and 
Other ‘Changes 
The National Automobile Underwriters 
standard 





Association announces revised 
provisions for Automobile Physical Dam- 
age Policies effective April 1. The new 
policy forms were effective on that date 
in all states except Virginia, and are also 
effective in Alaska, the District of Co- 
lumbia, Hawaii and Puerto Rico. 

The Association stated that the re- 
vision was made to adapt the policy cov- 
erage to reflect more accurately changing 
conditions and the needs of the insur- 
ance-buying public. Broader coverage 
granted by the new revised policy will 
be extended by interpretation to all out- 
standing policies as respects losses under 
such policies which occur on and after 
April Ist. 

Instances of Broadened Coverage 


Some of the more important changes 
in the policy provisions, which result in 
broadened coverage, are the following: 

1. When the insured is an individual 
or husband and wife and such in- 
sured or his spouse owns a private 
passenger automobile covered by the 
policy, the Collision or Upset cover- 
age with respect to such automobile 
is extended to apply also to other 
private passenger automobiles oper- 
ated or used by such insured or 
spouse subject to conditions defined 
in the policy. 

Coverage with respect to a_newly 

acquired automobile is now afforded 

to the spouse of an insured, if a 

resident of the same household. 

Notice of such acquisition is re- 

quired within thirty (30) days. 

3. The Transportation portion of the 
Fire coverage has been broadened 
to cover the insured automobile 
while being transported on any type 
conveyance. 


) 


Changes in Declarations 


Space has been provided for the manu- 
facturers’ “identification number” which 
is now used by all domestic automobile 
manufacturers. This complies with rec- 
ommendations of the State Motor Ve- 
hicle Administrators. 

If the insured’s entire automobile is 
stolen and payments are made under the 
rental reimbursement provision, the re- 
vised language specifically indicates that 
the amount payable under this provision 
is in addition to the amount payable 
under the Theft Coverage. 


Revision of Exclusions, Conditions 


“It is required that the insuring com- 
pany be notified of the existence of any 
bailment lease, conditional sale, purchase 
agreement, mortgage or other encum- 
brance. 

Under the assignment condition, it no 
longer is necessary to give notice of 
death, bankruptcy or insolvency; the in- 
surance continues in favor of the named 
insured’s spouse, if a resident of the 
same household at the time of the death, 
and his legal representative as insureds. 

The cancellation provisions of the pol- 
icy have been revised and include the 
requirement that ten (10) days’ notice be 
given to the insured when the policy is 
canceled at the request of the company. 

Changes other than those specifically 
outlined above have been made in the 
policy, but these changes are mostly edi- 
torial and for the purposes of clarification. 





Bailees’ Customers 
Sales Data for Agents 


FROM SECURITY - CONNECTICUT 


New Advertising 
Material and Sales Suggestions; 
Coverage Described 


Defined, 


Coverage 





agency sales bulletin on Bailees’ 
Customers insurance has been sent to 
all agents of the Security-Connecticut 
Companies, New Haven. It tells who the 
prospects are, defines the coverage, of- 
fers new advertising material and sug- 
gestions, and gives the most important 
selling points. 

This is an uncontrolled inland marine 
line that can be sold to “almost anyone 
who has the care and custody of the 
property of others while performing 
some service or process, short of actual 
assembly or manufacture.” A bailee, the 
bulletin continues, “is a prospect for a 
type of policy that usually costs several 
hundred dollars a year—a cost he will 
be more than willing to pay when he 
understands the goodwill and protection 
it buys.” 


Responsibility of Bailees 


A new 


A bailee is responsible for anything 
that happens to goods in his care that 
is due to his negligence. The insurance 
goes beyond negligence coverage, how- 
ever, and protects the bailee’s customers 
against loss from a large number of 
named hazards. The bulletin states that 
“Modern business practice has made it 
customary for a bailee to assume volun- 
tarily complete responsibility for prop- 
erty in his care, and actually customers 
expect this—or they will go elsewhere 
next time. 

“The most widely known form is the 
Dyers, Cleaners and Laundry floater. 
This policy has unlimited liability .. . 
for tailors, pick-up stations and other 
small shops there is a more limited form. 

. There are the other processing 
floaters (bailee forms) designed for 
processors or converters of cloth and 
paper, those who treat raw materials, 
metals, plastics or semi-manufactured 
goods that are the property of others. 

The principle remains the same: 


bailee responsibility for the safe- keeping 
of the 
care.” 

The bulletin quotes from the compa- 


goods of others while in their 
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Edmond Dowd Asst. Manager 
Los Angeles Office AIMA 


Due to increased volume and to enable 
the continued efficient hz indling of busi- 
ness, the appointment of Edmond _ J. 
Dowd, Jr., as assistant manager of the 
Los Angeles office of American Inter- 
national Marine Agency on the West 
Coast was announced this week by 
Clement J. Smith, president. In_ his 
new capacity Mr. Dowd will be associ- 
ated with John 7 . Logan, manager and 
Robert Caldwell, marine special agent. 

Mr. Dowd joins the American Inter- 

national Marine Agency after eight 
years with the Fireman’s Fund, where he 
was marine claims manager and later 
transferred to the Multiple Line Under- 
writing Department, which he supervised 
for the past two years. 

The American International Marine 
Agency is actively engaged in the writ- 
ing of Ocean Marine and Inland Marine 
business, including Commercial Property 
Floaters. The Los Angeles office is lo- 
cated in the General Petroleum Build- 
ing, 612 South Flower Street, with head 
office at 206 Sansome Street, San Fran- 
cisco. 

AIMA of New York, Inc., is located 
at 102 Maiden Lane, New York, N. Y. 





Auto Claims Assn. Dinner 

William A. Paddock, secretary, the 
Automobile Claims Association, Inc. has 
announced that the 25th annual dinner of 
the association will be held May 6 at 
Henry Hudson Hotel, 353 West 57th 
Street, New York City. 

Tickets, priced at $10 each, may be 
secured from Daniel 4. Farrell, Mt. 
3eacon Insurance Co., 270 Madison Ave. 





nies’ new folder this actual loss: “In a 
small Virginia town a progressive busi- 
nessman named C. J. Brookman is presi- 
dent of the laundry «and cleaning firm 
of Intermont, Inc. One night it burned 
to the walls. The building: was worth 
$100,000 and in it was a 6rmal day’s 
collection of customers’ property.’ Every 
one of the customers was paid the value 
of his property under a security policy 
Mr. Brookman had the foresight to buy.” 
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MARINE UNDERWRITING 
MANAGER 


Age 40-50. Qualified to take 
over complete marine operation 
for multiple line insurance com- 
* pany. 
CONTACT E. C. LONGSON 
WEHINGER SERVICE 


AGENCY 
CO 7-4540 





April 8, 1955 
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Jaffe Agcy. Forum of May 2 
To Feature Block Policies 


The forthcoming semi-annual forum oj 
the Jaffe Agency, Inc., New York, will 
feature “the ‘Block’ policies” Alfred |. 
Jaffe, vice president of that agency an- 
nounces. The forum will be held at the 
Governor Clinton Hotel, New York, 
on Thursday, May 12, at 7:15 p.m. 

Most of the block policies are so 
new the Jaffe Agency has found that few 
brokers understand them completely and 
aS a consequence are missing a consid- 
erable amount of business. Three new 
forms—camera dealers’, musical instru- 
ment dealers’ and furriers’ dealers'— 
and one old form, the jewelers’ block, 
will be dealt with extensively. Brokers 
will hear details of the policies then- 
selves as well as selling suggestions to 
help increase their volume. 

The four policies will be handled by 

two guest speakers to be announced 
shortly, and an expert on losses wil 
join the panel for the question and an- 
swer period. 
_ Last fall, attendance at the Jaffe 
forum on “Selling Through Surveys’ 
was full capacity and the speakers were 
heard by an enthusiastic audience. Cor- 
sidering the newness of the subject, 
the spring forum is also expected to at- 
tract a large group of producers ani 
their key men. 








Hartford Fire Fetes Sadler 


On Silver Anniversary 
Arnold*B. Sadler, manager, metropoll- 
tan marine department, Hartford Fire, 
‘completed 25 years of service with the 
company on April 1, 1955. As guest 0! 
honor at a luncheon held at the Drug 
and Chemical Club recently, Mr. Sadler 
was presented with the company’s 23- 
year watch and pin by G. S. Atkinson, 
vice president and secretary, who also 
extended the greetings of Chairman of 
the Board of Directors, C. S. Kramer 
and President J. C. Hullett. 

Mr. Sadler joined the Hartford Fire 
in 1930 and in 1943 was appointed man- 
ager of the New York office of thie ocea! 
and inland marine department (later 
known as the metropolitan marine de- 
partment). He = started his insurance 
career in 1908 with Chubb & Son an 
was later associated with Willcox, Peck 
& Hughes, W. R. Grace & Co. and EB 
Hughes & Co. 





Travelers Field Changes 


Several recent field changes in fire 
and marine lines have been announced 
by the Travelers. Three field supervisors 
appointed are Jack T. Dawson at Omaha, 
Nebraska; Jimmie L. Richards, <7 
Texas, and J. Ross Kielty, Toronto, 
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Steck Co. Men to 
Address Safety Meet 


APRIL 11 TO 15 IN NEW YORK 





LeVine, Cruikshank, Grimaldi, Mona- 
han, Walker, Olander, Seals, Thoren, 
Among Speakers 





The 25th annual safety convention and 
exposition of the Greater New York 
Safety Council, scheduled for April 11 
through April 15, will be highlighted this 
year by a large number of speakers 
jrom the stock insurance industry. 
Speeches will range from safety tips 
for “do-it-yourself” home workshop 
fans through suggestions — for self- 
defense against unskilled drivers at in- 
tersections. Among the stock company 
speakers are the following: 

Richard Y. LeVine, director of the 
engineering and research division, As- 
sociation of Casualty & Surety Compa- 
nies, will discuss the safe disposal of 
cyanides and other poison wastes. John 
S Cruikshank, chief engineer, Federal 
Insurance Co., will outline a guide for 
supervisors in detecting and correcting 
unsafe conditions in manufacturing 
plants. 


On the Subject of Noise 


John V. Grimaldi, assistant manager, 
accident prevention department, Asso- 
ciation of Casualty & Surety Compa- 
nies, will give talks at three different 
sessions at the convention. He will dis- 
cuss noise, with an explanation of the 
properties of noise and some of the 
problem elements associated with occu- 
pational hearing loss and its control, 
during a session on industrial nursing. 
At another session he will discuss the 
relationship between noise and neuro- 
muscular performance with implications 
for safe work performance. His third 
talk will be an indication, by display and 
demonstration, of various devices which 
may be made by safety engineers for 


explaining and testing physical and 
chemical phenomena associated with 
hazards. 


Theodore F. Monahan, safety engi- 
neer for the Travelers, will show how to 
apply new techniques and approaches to 
defensive driving to overcome “the out- 
standing cause of auto accidents in New 
York City,” intersection accidents. He 
will describe defensive driving as “apply- 
ing common sense, protecting oneself, 
protecting the rights of others, expect- 
ing the unexpected, compensating for 
the mistakes of others and making safe 
turns at intersections through proper 
planning.” Another Travelers represen- 
tative, Supervising Engineer A. E. 
Walker, will talk on top management 
responsibility and leadership. 


Recording Techniques—Audio 
and Visual 


Carl F. Olander, engineering super- 
visor for American Associated Insurance 
ompanies, will discuss and demonstrate 
recording techniques, both audio and 
visual. During the course of his talk, 
Pictures taken of the two speakers di- 
rectly preceding him will be projected 
on a screen and recorded excerpts from 
their talks will be played back simul- 
taneously to illustrate how quickly ma- 
terial can be processed for audio-vasual 
Presentation, 

A third speaker from the C. & S. As- 
Sociation will be Thomas A. Seals, its 
assistant educational director, who will 
describe ways in which the country’s 
School system can contribute to the 
safety movement by training children 
'0 respect safety. 

ther insurance representatives at 
(Continued on Page 








N. Y. Insurance Blood Drive 
Begins Week of April 11 


The sixth annual “Insurance Week” 
mass blood donation will open at the 
National Board of Fire Underwriters, 
85 John Street, on April 11, to take 
blood donations from employes of more 
than 100 downtown New York insurance 
firms. 

Red Cross mobile units will be set up 
for two full weeks, through April 22, in 
the New York board room on _ the 
second floor of the John Street building 
to take blood from insurance people 
who have already pledged donations. 
The 12-bed Red Cross unit will be in 
operation daily Monday through Friday 
during this period. 

William Hicks, treasurer, Association 
of Casualty & Surety Companies, who 
is chairman of the drive, is in his second 
year in this capacity. He urged firms 
which have not already joined in the 
mass donation to do so immediately so 
that donors can be scheduled during the 
Red Cross visit to the National Board. 





Pacific Employers Has Auto 
Merit Rate Plan in N. J. 


Pacific Employers has put into effect 
in New Jersey merit classification plans 
for private passenger automobile liability 
and physical damage insurance. Approval 
of the State Commissioner of Banking 
and Insurance has been received. 

W. R. Van Nortwich, resident manager 
in Newark, N. J., advises that applicants 
and insureds who have had a claim-free 
record for a 12-month period (ending 60 
days prior to effective date of the insur- 
ance) will be entitled to 15% rate reduc- 
tion. A discount of 15% is also applicable 
on physica] damage risks other than fleet 
or experience rated risks. 

Mr. Van Nortwick says “this plan is 
to reward careful drivers and we antici- 
pate furnishing identification cards show- 
ing the period of claim-free driving 
while insured with our company.” 





C. R. Carpenter Elected V.P. 
Of Continental Casualty Co. 


Election of C. R. Carpenter as vice 
president of Continental Casualty and 
Transportation Insurance Cos. was an- 
nounced April 6 at the annual meeting 
in Chicago of the ‘board of directors. 
Mr. Carpenter was previously for 20 
years with the Travelers and resigned 
recently his home office claim post to 
join Continental. 


PRITCHARD 


R. L. Inglis Keynoter at 
Palm Springs Meeting 


OF PACIFIC COAST COMPANIES 





Atomic Energy Panel One of Features; 
Shelby Davis and Commissioner 
McConnell on Program 


Palm Springs, Cal., April 4—Ralph L. 
Inglis, president of Founders’ Insurance 


Co. of Los Angeles, as head of the 
Pacific Insurance and Surety Confer- 
ence, was the keynote speaker here to- 
day at the opening session of its annual 
meeting. His was a progress report on 
the activities of this West Coast organi- 
zation and the common problems of its 
growing company membership. 

Featured this morning was a_ public 
relations panel which was presided over 
by Albert Wood, manager of the West- 
ern Insurance Information Service. This 
afternoon a casualty underwriting sem- 
inar was conducted, moderator of which 
was Clarence Herda, vice president of 
Pacific Indemnity. Luncheon speaker 
was Shelby Cullom Davis, New York 
specialist in insurance stocks, who was 
introduced by J. W. Reynolds, board 
chairman of United Pacific. 

In the evening a reception and dinner 
was held in the El Mirador Hotel, a 
good fellowship affair which was thor- 
oughly enjoyed by all. 

Tomorrow morning two seminars are 
scheduled, first of which will be on 
surety problems with Douglas Mennie 
of Industrial Indemnity as its moderator. 
This will be followed by a tax seminar, 
chairmanned by William H. Crawford, 
treasurer of the same company. In the 
afternoon another Industrial Indemnity 
officer, Joseph Morrison, vice president, 
will preside over a panel on atomic 
energy and insurance. 

Tuesday’s guest speaker will be Insur- 
ance Commissioner F. Britton McCon- 
nell of California who, at the luncheon, 
will be introduced by James Deering, 
president of the Guarantee Insurance Co. 

One of the chief hopes expressed by 
President Inglis in advance of the meet- 
ing was that by the free and liberal 
exchange of experiences and current 
thinking at this gathering “we may all 
profit and be better able to manage the 
affairs of our companies.” 








Names E. S. Hyde Chairman 
In Legal Aid Society Drive 


Elmer S. Hyde, president of Elmer S. 
Hyde, Inc., New York City, will serve 
as chairman of the surety bond division 
of the Legal Aid Society’s 1955 fund- 
raising campaign. 

Mr. Hyde, who has been in the surety 
bond business for 35 years, is well-known 
in that field and in philanthropic circles. 
He is a member of the Chamber of 
Commértce and of the Saints and Sinners 
Club of New York City. 

The Legal Aid Society is 
$430,000 for 1955. 
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J. J. Magrath Sounds 
Commission Warning 


IN N. Y. DEPARTMENT TALK 





Federal’s Sec’y Says Price Competition 
Causing Excess Commissions May Mean 
Return of Some Form of Control 





More than usual interest was shown 


this week in the views expressed by 
Joseph J. Magrath, secretary of the Fed- 
eral Insurance Co., on the subject of 
price competition and the possibility of 
a return of commission control. This 
was because of the passage by the New 
York legislature of the Kalish-Furey 
bills which would permit organizations 
of insurers to take voluntary coopera- 
tive action on commission rates to 
brokers and agents. 

Mr. Magrath sounded the warning 
that competition among insurance com- 
panies resulting in the payment of ex- 
cessive commission to producers may 
cause the return of some form of com- 
mission control by statute and maximum 
acquisition cost limits, both by voluntary 
agreement. At the same time he said 
that price competition among companies 
was desirable in that it aids state regu- 
larity authorities to keep rates on a rea- 
sonable keel. 

Mr. Magrath, who was for a number 
of years chief of the New York Insur- 
ance Department’s rating bureau, prior 
to joining the Federal, expressed his 
views at the 22nd session of the Depart- 


ment’s in-service training course for 
examiners. He discussed the New York 


Insurance Rating Law, rate making tech- 
niques and rating and service organiza- 
tions. 


State Official’s Responsibility 


The absence of price competition in a 
large segment of the business, he told 
the examiners, places a responsibility on 
state officials to “protect the public 
against abuse of the power of combina- 
tion which might lead to over-pricing 
and to prevent the over-charging of a 
quiescent class of business to offset 
under-pricing of a more competitive 
class.” 

The speaker also asserted that com- 
petition was one of the factors causing 
rate making to become a more exact 
science. Other factors having an influ- 
ence on rate making, he said, were “in- 
creasing competence and a sense of fair- 
ness among underwriters and_ rate 
makers” and “statutory supervision.” 

Turning to the future, Mr. Magrath 
predicted that “fire rating organizations 
will be drawn gradually toward a more 
common pattern of schedule rating, more 
uniform definitions and rate treatment 
and, eventually, to a standard method of 
rate making. Underwriting judgment will 
continue in use,” he stated, “but expe- 
rience results will take a more definite 
place in the countrywide rate making 
pattern.” 


Graded Rate Principle May Be Extended 


Mr. Magrath also told the examiners 
that it is very likely that the principle 
of graded rates recognizing lower pro- 
portionate expense loadings on larger 
premiums will be extended to additional 
classes of business in the future. The 
principle of graded expenses, he said, 
“may stimulate the combining or pack- 
againg of rates to create larger agegre- 
gate premiums and maximum credit 
eligibility.” He predicted that additional 
classes of business will probably be 
brought under the various merit rating 
plans. 

The necessity for keeping the rate 
level at the correct point was stressed 
by Mr. Magrath. Pointing out that if 
the rate level is kept in proper balance, 
it will produce adequate funds to pay 
losses, expenses and a profit, he warned 
that “if the rate level gets too high, it 
invites cut-throat competition; if it gets 
too low, it invites insolvency.” 

The state, he emphasized, “does not 


- intend to have its rating bureaus make 


rates or underwriting rules... . In the 
regulation of rates it should be apparent 
(Continued on Page 41 
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Gillespie Says Stable Excess Liability 
Market Onus of Cos. and Industry 


Discussing recent developments in the 
field of excess public liability insurance 
as it applies to the gas industry, Robert 
S. Gillespie, special risks secretary, In- 
demnity Insurance Co. of North Amer- 
ica, declared in a recent address that 
the maintenance of a stable market is 
by no means the responsibility only of 
the gas industry. He said that insurance 
companies, too, can do much to help by 
giving constructive recognition to the 
evolution of the gas business in the 
establishment of rate levels, but without 
losing sight of the need of the long- 
range reserves for large losses. 

Mr. Gillespie addressed the first an- 
nual spring conference sponsored by the 
general management section of the 
American Gas Association, held recently 
in Cincinnati, Ohio. 

fhe speaker pointed out that insur- 
ance companies would do well to learn 
more about the gas business and_ the 
problems which it encounters in loss 
prevention. “Most important of all,” he 
said, “having decided to become a mar- 
ket for your catastrophe risk, an insur- 
ance company should possess a deter- 
mination to perseverance as a market 
when the going is rough.” 


Exchange of Views Constructive 


Mr. Gillespie noted that a great deal 
has happened in the last few years to 
alter the complexion of the excess mar- 
ket and he pointed out that it is indeed 
constructive for insured and insurer to 
exchange views from time to time if 
one is to understand the problems of 
the other. The speaker briefly outlined 
the recent period of catastrophe losses 
which was first felt in 1947 and “which 
culminated in the rearrangement of 
your liability insurance portfolios late 
in 1951 and early in 1952.” 

“The crisis over, the market slowly 
stabilized at a new level,” he continued. 
“Today your industry is finding it pos- 
sible to secure adequate liability insur- 
ance at prices which are generally con- 
ceded to be reasonable. The reason- 
ableness of these premium levels has 
been borne of the experience encoun- 
tered during the years since 1948, and 
the catastrophe underwriter today has 
an unusually wide experience base on 
which to establish consistent prices. 
Since 1951 there has been a significant 
lessening of large losses in your indus- 
try nationally, due in large part, I be- 
lieve, to your initiation of corrective 
measures revealed as necessary by the 
loss history. 

“The best evidence of this improve- 
ment is the renewed interest of some 
underwriters in your catastrophe ex- 
posures, and the introduction of some 
excess markets to your industry for the 
first time. Competition has become 
keener, and it is my observation that 
three (sometimes four) markets are now 
quoting for current renewals, where only 
one or two quoted in 1952 and 1953. 
1954 was a good year, generally, in the 
casualty insurance business, and_ this 
development has played a considerable 
part in stimulating renewed interest in 
your catastrophe coverages. 

“Higher limits of liability are now 
available. My own company, for exam- 
ple, has found it possible in the past 
year to double the limit of liability it 
was prepared to offer in 1952. All of 
this is good. Let us hope that this re- 
newed interest will be permanent, and 
that it will be supported by such rate 
levels and underwriting practices as will 
promote the well-being of our relation- 
ship with you for a long time to come. 
My company welcomes the widening of 
the domestic market and the renewal of 
competitive interest in your business, as 
I know you do, but those of us who 
continued uninterruptedly as_ catas- 
trophe underwriters when the going was 
rough, hope that competition will not 
force rates outside the range considered 





ROBERT S. GILLESPIE 


essential for the maintenance of a stable 
market.” 
Attitude of Conservatism 

Mr. Gillespie said he believed it would 
be beneficial to discuss the current mar- 
ket from this point of view. “Such an 
attitude of conservatism on the part of 
leaders in your industry certainly lays 
the groundwork for a stable market and, 
barring an aggravation of present trends 
which I would like to bring to your 
attention, I think we can reasonably 
look forward to stability for the fore- 
seeable future. 

“Rate reductions are being encoun- 
tered which are not justifiable on the 








Robert S. Gillespie 


Robert S. Gillespie, special risks sec- 
retary of the Indemnity Insurance Co. 
of North America, Philadelphia, joined 
that company’s clerical staff upon grad- 
uation from high school and has spent 
his entire business career with that 
organization. 

In 1935 he was transferred to the 
Canadian office of the company and: in 
1939 was promoted to casualty manager 
for Canada. 

He returned to the head office in 
1944 and in 1947 became superintendent 
in charge of the special risks depart- 
ment. He was elected assistant secre- 
tary in 1950 and special risks secretary 
in 1953. 








record as we see it, and which are, to 
say the least, premature,” he continued. 
“True, it was inevitable that all markets 
would retire somewhat from the prices 
established at the end of 1951 and there 
is considerable justification for so doing. 
As previously stated, your industry has 
accomplished a great deal in the nature 
of technical improvements and encour- 
agement of new standards and codes 
for the safe handling of your product. 
It is our judgment, however, that rate 
reductions currently taking place are in- 
consistent with the rate of improvement 
up to this time in the techniques and 
installations of your industry. 

“This conviction grows out of our own 
loss experience in handling a substan- 
tial volume of excess business, and has 
been stimulated by the examinations we 
have made of practically all our risks 
where insureds’ retentions are under, 
say, $250,000. Very few risks have com- 
pleted their programs for the location 
and elimination of hazards, and many 
risks are only getting started. Codes 
for safe practices are yet to be estab- 


(Continued on Page 40) 


McConnell Reports on 
Calif. Comp. Situation 


JANUARY PUBLIC HEARING HELD 





Approves Proposal of Calif. Inspection 
Rating Bureau to Increase Eligi- 
bility Rating Requirements 





Insurance Commissioner F. Britton 
McConnell of California in his statutory 
report to Governor Goodwin J. Knight, 
for the month of February, has the fol- 
lowing to say on the controversial work- 


men’s compensation situation in the 


State: 

“Following consideration of the matter 
at public hearings in January your Com- 
missioner issued an order on February 
25 approving the proposal of the Cali- 
fornia Inspection Rating Bureau to in- 
crease the eligibility requirements for 
rating under the experience rating plan. 
Under this type of rating an employer’s 
experience during a specified past period 
is compared to the average experience 
of his particular industry, and the result 
of this comparison is then taken as a 
measure of the extent to which the 
employer’s operations are more or less 
hazardous than the average. The basic 
or manual rates otherwise applicable to 
the employer’s current operations are 
then modified upward or downward in 
accordance with the indications of the 
past experinece. 


Not Applicable on Limited Employment 


“The plan is not applicable to em- 
ployers who have had only a limited 
amount of employment, since the ex- 
perience of such an employer would be 
largely affected by pure chance and can- 
not be given much credence or weight 
in determining true hazards. Eligibility 
for rating is based upon the extent of 
exposure to loss during the experience 
period expressed in terms of premium. 
However, the relationship of premium te 
true exposure to loss has been altered 
materially by inflationary factors, and 
vour Commissioner therefore deemed 
it necessary to increase the premium 
requirements which has heretofore been 
used as the standard for eligibility. 

“The California Inspection Rating Bu- 
reau has also proposed that a California 
workmen’s compensation statistical plan 
should be promulgated bv the Insurance 
Commissioner. This statistical plan was 
essentially the same plan which has been 
successfully used by the Bureau and 
its members for almost a decade in re- 
cording, reporting and compiling work- 
men’s compensation insurance statistics. 
In view of the long and successful inde- 
pendent operation of the plan under the 
administration of the Bureau and the 
fact that formal adoption of the plan 
as rules and regulations of the Insur- 
ance Commissioner could possibly inter- 
fere with the flexibility inherent in its 
present administration, your Commis- 
sioner did not deem it necessary at this 


time to proceed with formal adoption of — 


the plan.” 


Elected C.&S. Assn. Member 


The Southeastern Fire Insurance Co., 
with executive offices in Charlotte, N. C., 
has been elected to membership in the 
Association of Casualty & Surety Com- 
panies. Southeastern, which writes fire 
and allied lines, casualty, and automobile 
physical damage lines of insurance, was 
organized 15 years ago and is licensed 
to operate in Alabama, Florida, Georgia, 
North Carolina and South Carolina. 

Its election brings the total member- 
ship of the association to 121 companies. 
Hugh A. Cathey is president of South- 
eastern. The company has just moved 
into a new building at 122 East Stone- 
wall in Charlotte. 








MICHIGAN COMPULSORY BILL 


The Michigan legislature has belat- 
edly received a compulsory automobile 
measure sponsored by Representative 
Harry T. Emmons, Byron Center, and 
seven other House members. 


Appellate Divisions 
Asks 35% Maximum Fee 


FOR LAWYERS IN P. I. CASEs 





Majority of Cases Show Contingent Fe 
of 50%; —s Hearings on 
Pr Pr i cc 








The New York Justices of the Appel. 
late Divisions of the first and second 
departments on March 31 proposed 
maximum attorney’s fee of 35% of the 
amount recovered in personal injury and 
wrongful death cases. There have been 
complaints over the years of the ex. 
cessive fees claimed by attorneys on 4 
contingency basis in such cases. Court 
statements, as required by the Appellate 
Division rules, show that in the majority 
of cases the contingent fee is 50% of the 
amount recovered by judgment or settle. 
ment. 

While attorneys’ fees are not regu- 
lated by law, the justices said, “the 
courts have expressed concern over the 
equity and professional propriety” of re- 
tainer arrangements. for 50% of the 
amount recovered. 


Previously Notified Associations 


“Several weeks ago,” the justices said, 
“the courts called the attention of the 
bar associations to this condition and 
expressed the hope that the member 
of the bar, of their own volition and 
in cooperation, would revise the retainer 
practice to establish more equitable con- 
tingent fee arrangements. This not hav- 
ing been done, the presently announced 
procedure is being adopted by the courts 
to bring the matter to a head.” 

The rule would require that any at- 
torney who receives more than 35% must 
file a written statement with the clerk 
of the Appellate Division setting forth 
“the total compensation received and 
the division thereof and a_ statement 
of the unusual circumstances which were 
deemed to require the extra charge.” 

The Justices designated Isidor Was 
servogel, special Supreme Court referee, 
to hold hearings on the proposed rule 
and submit recommendations. 





1954 ASSETS NEARLY $7,000,000 





American Fire & Casualty Has Record 
Year; H. E. Wolfe Elected to 
* Board of Directors 

Assets of the American Fire & Cast- 
alty Co. increased to nearly $7,000,0iH), 
according to the stockholders’ report for 
1954 made by Walter L. Hays, president, 
at the annual meeting of stockholders 
recently held at the home office in Or 
lando, Fla. Gross premiums written 
reached a new high mark of $7,76240 
The stockholders passed a_ resolution 
peers eet the management on al 
outstanding record for 1954. 

Herbert E. Wolfe, of St. Augustine, 
was elected to the board of directors 
Mr. Wolfe is the founder and president 
of H. E. Wolfe Construction Co., which 
carries on extensive construction work 
in Florida, Alabama, Georgia, South 
Carolina, Mississippi, and Tennessee. He 
is president and a director of the Ex 
change Bank of St. Augustine, whic! 
he organized in 1934, and also serves 
as a director of the Hastings Exchange 
rg of Hastings, Fla., which he orgat- 
1zed, 

In 1946, he organized the Rogers 
Manufacturing Co. Nashville, Ten, 
and has served as president and ¢ 
rector since its organization. He orgal 
ized White Tower Farms, Hastings, " 
1936, and is president of that organiz 
tion. In 1943, he established the H.! 
Wolfe Ranch in St. Johns County. Mt 
Wolfe serves as president of the boat’ 
of trustees, Florida Southern Colles: 
Lakeland. 

All other directors were reelected * 
well as officers of the company. 

At the directors’ meeting last Februa!! 
a dividend of 60 cents per share on te 
$5 par value common stock was 
clared, payable on a quarterly basis. 
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J. D. Hall, Asst. Secretary 
Of U.S.F. & G., Succumbs 





J. DILLARD HALL 


J. Dillard Hall, assistant secretary and 
associate agency director of United 
States Fidelity & Guaranty Co., Balti- 
more, who was a popular figure at 
agents’ conventions, died March 30. 

A native of Reidsville, N.C., Mr. Hall 
began his business career in 1909 with a 
local agency in that city, later becoming 
a general agent for the Royal Indemnity 
at Charlotte. He entered the employ of 
the U.S.F.& G. as manager at Charlottte 
in 1917. He was successively manager at 
Omaha, Des Moines, and associate man- 
ager at Chicago. In 1936 he went to the 
home office in Baltimore in its agency- 
development department. He was elected 
an assistant secretary in 1949 

Mr. Hall was active in the National 
Association of Credit Men for many 
years. While at Des Moines he helped 
organize the Des Moines Traftic Council, 
the local Casualty & Surety Club of 
which he was president for two years, 
and the Insurance Federation of Iowa. 





$29,894,081 HARBOR TUNNEL 





F. & D. and Five Co-Sureties Write 
Performance Bond on Largest Single 
Contract Awarded by Maryland 
The performance bond on Baltimore’s 
$29,894,081 harbor tunnel, largest single 
contract ever awarded by Maryland, has 
been executed by the Fidelity & Deposit 
Co. and five other co-sureties. The con- 
tract was awarded on March 29 to Mer- 
ritt-Chapman & Scott Corp., client of 

the F. & D. 

Participating with the F. & D. in the 
execution of the bond were Aetna Casu- 
alty & Surety, Hartford Accident & 
Indemnity, Maryland Casualty, National 
Surety and United States Fidelity & 
Guaranty. : 

The contract, covering construction of 
the tunnel proper, ventilating shafts and 
certain other auxiliaries, is the first of 
several which will be awarded during the 
year in connection with the project. The 
total cost of the 1.7 mile tunnel and its 
13.5 miles of approach highways will be 
about $140,000,000, making this the larg- 
est single public works project ever 
undertaken by the state. 

The tunnel will consist of 21 prefabri- 
ated double-barrel” sections, each about 
%00 feet long and 70 feet wide. The sec- 
— will be floated into place in the 
Fatapsco river and sunk on sandbeds in 
a dredged open trench. When com- 
pleted, late in 1957, the tunnel will pro- 
Vide a four-lane expressway link be- 
tween the main routes to the east, west 
_ south of Baltimore. The tunnel is 
esigned to handle a capacity of 60,000 
doe nobiles per day. It will be the first 
co le-barrel, trench-type, vehicular tun- 
in the world, and the longest tunnel 
n existence outside of New York City. 





Ins. Society Library Cites 
“Ins. Book of the Month” 


The Library of the Insurance Society 
of New York, Inc., has inaugurated a 
new series of window displays at 60 John 
Street, New York, calling attention to 
“The Insurance Book of the Month.” 

The book recommended for April is 
“Successful Handling of Casualty Claims” 
by Patrick Magarick, a Prentice-Hall 
publication. The displays exemplify the 
Insurance Society’s principle of keeping 
industry members informed of the latest 
worth-while literature in the insurance 


field. 


C. & S. Agents to Meet 
April 15 and 16 


The National Association of Casualty 
& Suurety Agents will hold the midyear 
business meeting of its executive board 
at the Ambassador East Hotel, Chicago, 
April 15-16. Thomas W. Earls of Cin- 
cinnati, president of the 
will preside. This meeting usually brings 
together a group of about 50. The Chi- 


organization, 


cago members will be hosts at a recep- 
tion April 15. 


Boulet to Head Casualty 
Dept. of Gulf Insur. Co. 


William J. Boulet will head the re- 
cently organized casualty department of 
the Gulf Insurance Co. of Dallas, and 
its affiliate, the Atlantic Insurance Co. 

Mr. Boulet has been in the casualty 
insurance field for the last five years. 
Before coming to Texas he was in the 
insurance business in Wisconsin. 

The Gulf Group’s new casualty opera- 
tions will be limited to Texas and Cali- 
fornia for the present time. The epera 
tion will be expanded to other states 
as soon as possible. 








EARN EXTRA 





STOP N: PAY TOLL 


write truck and bus 
insurance the easy 
‘‘one call’? Markel way! 


Look for this Symbol of Safety 
on America’s Trucks and Busses 


HOME OFFICE: Richmond, Va. I 

“Etiminates The Cause To Eliminate The Accident” | 
Exclusive Underwriters for the | 

AMERICAN FIDELITY & CASUALTY COMPANY, INC. I 
The largest stock company in the world | 

I 








It’s simple, it’s sensible, and it means EXTRA DOLLARS for 
you with very little extra work. 

All you do is establish the original contact—Then Markel 
underwriting specialists take over the follow-up, relieving you 


of details and leaving you free to line up more business. 
You find—Markel finishes! And, because Markel-insured truck 
and bus companies renew consistently, you sit back and reap 
the extra dollars year after year after year. 

The facts are simple— mail the coupon and get your FREE 


“How to do it” kit! 


NAME 


MaRKEL SERVICE. INC. 

Richmond, Va., Dept. EU-4 

Gentlemen: Yes, I am interested in selling this kind of 
coverage. Without obligation, send me at once all the 
details on Markel Service and the 10-Point Plan to Profits. 





ADDRESS 





CITY 


ZONE____ STATE 





specializing in motor carriage coverages. 
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VAN ZEELAND NEW DIRECTOR 





Of Agency Managers, Ltd., of N. Y.; 

Formerly Prime Minister of Bel- 

'  gium; Distinguished Career 

Paul Van Zeeland, Minister of Foreign 
Affairs of Belgium from 1949 to 1954, has 
joined the board of directors of Agency 
Managers Limited of New York, it was 
just announced by Ben D. Cooke, man- 
aging director of the company. Agency 
Managers are United States casualty 
reinsurance managers of the Northern 
Assurance Co., Ltd., and Citizens ‘Casu- 
alty Co. of New York. 

In the 1930’s, Mr. Van Zeeland was 
Prime Minister of Belgium. He won for 
himself, in Walter Lippmann’s words, 
the reputation of being “the most effi- 
cient, the least confused, and the most 
surefooted+of the statesmen” who dealt 
with the world-wide depression of that 
time. 

In exile in the United States during 
the war, Mr. Van Zeeland became dean 
of the faculty of political sciences in the 
Ecole Libre des Hautes Etudes, estab- 


lished under the sponsorship of the New 
School for Social Research in New York, 
the faculty of which was composed of 
60 exiled French and Belgian scholars. 

Mr. Van Zeeland holds honorary LL.D. 
degrees from Princeton and Brown Uni- 
versities, an honorary D.CL. from Wes- 
leyan, and doctorates in law and political 
and diplomatic sciences from Louvain 
University. 





Nat’! Bureau Announces 


7-Class. Auto Plan for Ky. 


The new seven classification plan for 
private passenger cars and revised rates 
for automobile liability insurance have 
been announced for Kentucky by the 
National Bureau of Casualty Underwrit- 
ers on behalf of its member and sub- 
scriber companies. The new plan and 
rates for the new car classifications were 
effective April 1, the Bureau said. 

“The new plan, which apportions in- 
surance costs more equitably among in- 
sureds than the three class plan formerly 
in use, is the same plan now effective 
in 40 other states and the District of 
Columbia,” the Bureau stated. 





Employers’ Pioneer Wins 


Editorial Safety Award 


The Employers’ Pioneer, external pub- 
lication of the Employers’ Group of 
Boston, Mass., has won an award of ex- 
cellence in the American Association of 
Industrial Editors’ first annual traffic 
safety awards program. 

Six awards were presented to external 
company magazines, nationwide, who, in 
the opinion of the judges, did the best 
job in 1954 of promoting traffic safety 
through the publication of editorials, 
articles, cartoons, and other features. 
Frequency of messages, their timeliness 
as well as their reader appeal were con- 
sidered. 

In conjunction with the Pioneer’s 
award, Miss Natalie Fischer, editor, was 
the recipient of a $100 cash prize. 


R. I. Bills Ask Limitations 
On Ins. Brokers and Agents 


Two bills to exclude from the insur- 
ance business brokers and agents whose 
principal intention is to insure their own 
property or that of other persons with 
whom they are closely connected have 
been introduced in both branches of the 
Rhode Island legislature. The measures 
differed from unsuccessfull bills before 
the legislature in previous years in one 
important respect: 

The new bills contained specific lan- 
guage to exemnt from their provisions 
automobile dealers who write insurance 
on cars they sell on the installment plan. 
The proposals were introduced at the 
request of the Rhode Island Association 
of Insurance Agents. 





A. J. Tuller Addresses 
Aetna Sales Course 


SUCCESSFUL MASS. AGENT 





Cites Advantages of Agents Represent- 
ing Multiple Line Cos.; G. B. 
McEldowney Leads Class 
A. John Tuller was the featured 
speaker at a banquet marking comple- 
tion of the 147th session of the Aetna 
Casualty & Surety Co.’s sales course. 
Mr. Tuller, who graduated from the 
course in 1953, operates a_ successful 

agency in Great Barrington, Mass. 

In attributing his success to effective 
sales techniques in constantly bringing 
the latest in insurance coverages to the 
attention of his fellow citizens, Mr. Tul- 
ler pointed out many specific advantages 
available to agents who represent mul- 
tiple line companies. Special mention 
was made of the Aetna’s prompt claim 
service rendered by local adjusters, its 
public relations material, including films, 
displays and testing devices and safety 
literature and the many advertising, un- 
derwriting and sales promotion aids and 
services offered to local agents by the 
company’s home office and field organi- 
zations. 


Active in Civic and Veterans’ Projects 


_Mr. Tuller is a native of great Bar- 
rington where he is active in a number 
of civic and veterans’ projects. He is 
currently serving as president of the 
Chamber of Commerce, vice president of 
the Rotary Club and holds membership 
in both the American Legion and Vet- 
erans of Foreign Wars. 

The class was led by G. Barry Mc- 
Eldowney of Chicago Heights, Ill. Other 
blue ribbon winners for high scholastic 
standing went to Donald L. Knick of 
Watertown, Wisc.; Dana C. Belyea of 
Chicago, Ill.; L. Richard Parmett of 
New York City; Lowell M. Mason of 
Montevideo, Minn., and Donald E 
Pierce of Plainwell, Mich. 

Gold ribbons for demonstrating out- 
standing skill in soliciting techniques 
went to R. Morton Miller of South Bos- 
ton, Va. Mr. McEldowney, and Nick 
Calabrase, Jr., of Fairmont, W. Va. 





GOETZ NOW BOND MANAGER 





With Houston Branch of American- 

Associated Cos.; Succeeds Clark 

Burrowes Who Resigned 

John A. Goetz has been appointed 
bond manager at the Houston branch of 
American-Associated Insurance Compa- 
nies. Mr. Goetz replaces Clark Bur- 
rowes who has resigned to enter the 
local agency field. 

Mr. Goetz, who assumed his new duties 

recently, has a background of 20 years’ 
experience in the underwriting and pro- 
duction of fidelity, surety and burglary 
lines. He began his career in 1935 in the 
home office bond department of U.S. 
F. & G. at Baltimore. He remained in 
underwriting until 1942 when he entered 
the Navy. 
_ Following his release from active duty 
in 1946 he was advanced to bond special 
agent for the company. In 1951 he joined 
Maryland Casualty as bond manager at 
Houston. He has left this position to 
join American-Associated. 

He is a graduate of the University of 
Baltimore law school and is vice presi- 
dent of the Surety Association of 
Houston. 


To Address Safety Meet 


(Continued from Page 37) 





the convention will include Anders V. 
Thoren, assistant supervising engineer, 
Travelers; William J. Hyland, safety 
engineer, Travelers; George E. Decker, 
senior engineer, Aetna Casualty & 
Surety; Fred F. Beik, superintendent of 
the engineering division, American In- 
surance Group; John J. Pascal, St. Paul- 
Mercury Indemnity, and Robert Hago- 
pian, Association of Casualty & Surety 
Companies. The safety convention will 
be held at the Hotel Statler. 


ia an 


R. S. Gillespie on Market 


(Continued from Page 38) 


lished in most areas, and we have en- 
countered a number of risks whose in- 
stallations still present the same short- 
comings which contributed to many of 
the catastrophes of the past several 
years. 

“The difficulties in measuring the pro- 
gressive aggravation of your catastrophe 
exposures after World War II, and in 
reflecting that aggravation in rate levels, 
is equaled by the difficulty in measuring 
the degree and rate of moderation of 
exposures now taking place. It is easy 
to understand, in the face of these 
subleties, how the current vigorous in- 
terest of carriers in your business is 
inclined to create excessive and prema- 
ture rate reductions. 

“It is a fact, well known but too 
easily overlooked,” said Mr. Gillespie, 
“that an excess carrier cannot be cer- 
tain as to the redundancy of his rate 
levels until he has tested them over a 
period of five years, and preferably over 
a longer period. 


Current Subsidence of Rates 


“Whether the current subsidence of 
rates ultimately will be termed moder- 
ate or excessive, is something no one 
can confirm with actuarial certainty. I 
can only say that in our judgment it 
appears to be premature and excessive. 
My recommendations are that your in- 
surance buyers take a good look at 
quotations which are far afield from the 
levels of 1954, and that they consider 
whether it is prudent management al- 
ways to award your catastrophe cover- 
age to the lowest bidder within a wide 
price range. Examine the market, do- 
mestic and foreign, and choose wisely. 

“Excess coverages continue to be 
written widely over retentions as low as 
$10,000 for bodily injury and property 
damage liability, combined, as_ respects 
any one accident,” he continued. “I feel 
that this practice contributes a great 
deal to lack of steadiness in the market 
for catastrophe insurance; since a re- 
tention of this size today brings the ex- 
cess carrier into the area of primary 
exposure. Where policies are written to 
combine the general liability, automobile 
liability and workmen’s compensation 
and employers’ liability classifications, 
with a low single retention for all cov- 
erages as respects any one accident, the 
situation is aggravated still further. 

“The measure of premium for the fre- 
quently invaded area between $10,000 
and $25,000 is obviously very great, with 
the result that excess underwriters are 
collecting many premiums and are pay- 
ing many losses which should ‘not be 
permitted to influence a catastrophe 
market. 


Timidity Stands in Way of Higher 
Retention 


“In my experience,” said the speaker, 
“very few of the gas companies retain- 
ing a first loss of $10,000 would be in- 
convenienced by carrying a retention 
of, say, $25,000 or even more. In some 
instances, timidity is all that stands in 
the way of a higher retention, and in 
others a low retention is probably tra- 
ditional, existing since the days when 
single claims were likely to be settled 
for moderate amounts. The effect of 
inflation on settlement values has been 
to make a retention of $25,000 today 
roughly equivalent to one of $10,000 
carried in the past, so that the insured 
is relatively in the same position. 

“From the point of view of the ex- 
cess carrier,” declared Mr. Gillespie, “a 
low retention requires the underwriter 
to cope with matters which are not his 
proper concern, and which should be 
dealt wtih by the primary insurer. The 
area immediately above $10,000 is very 
difficult to rate because of its sensitive- 
ness to small losses. Moreover, since 
the portion of the rate assignable to 
this area is large, it follows that control 
of the ebb and flow of losses necessi- 
tates substantial rate adjustment. I feel 
it would be a very constructive move 
to encourage the carrying of higher re- 
tentions, thus permitting the catastrophe 





JOHN C. ONDERDONK RETIRE; 





Vice Pres. of American Insurance (Co. 
Leader in Casualty Underwriting ' 
Field for 25 Years 

John C. Onderdonk, vice president oj 
the American Insurance Co., retire 
April 1, under the voluntary retiremen; 
feature of the company’s pension plan, 
The announcement was officially made 
at a Juncheon given in Mr. Onderdonk 
honor on that day by his fellow officer; 
at the Essex Club, Newark, N. J. 

Mr. Onderdonk has served for almog 
25 years as vice president in charge oj 
casualty underwriting for the American 
Group. His varied insurance career 
which began in 1911 with the Metropol. 
tan Casualty Co., has included local 
agency experience. 

After joining the Norwich Union Ip. 
demnity Co. in 1920 as burglary claim 
adjuster, he subsequently took charge oj 
their burglary and glass department, re. 
signing this position in 1929 to become 
superintendent of the burglary depart. 
ment of the Royal Indemnity Co. and 
the. Eagle Indemnity Co. He -left this 
post in 1930 to assume office as vice 
president of the Bankers Indemnity In. 
surance Co., casualty affiliate of the 
American Group, and was elected a vice 
president of the parent American Insur. 
ance Co. in 1949 in which capacity he 
continued to the time of his retirement. 

During his long career, Mr. Onder 
donk served on many important com. 
mittees in the casualty insurance indus- 
try—the joint committee on interpreta. 
tion and complaint; the executive com- 
mittee, the plate glass rating committee. 
and the burglary rating committee o/ 
the National Bureau of Casualty Under. 
writers; casualty advisory committee oj 
American Foreign Insurance Associa- 
tion; Underwriting committee of Casu- 
alty Reinsurance Association of Amer- 
ica; executive committee, casualty ad- 
visory committee, and plate glass ai- 
visory committee of the Association of 
Casualty & Surety Companies. Mr. On- 
derdonk was active in the organization 
of the last named committee and during 
his chairmanship arbitrated a strike oi 
glaziers against insurance carriers. 





underwriter to function in an area which 
is properly his.” 

In closing Mr. Gillespie said: “We 
recommend to the excess market, 2 
large, that it takes a greater direct in- 
terest in the evolution of your business 
so that it will not be necessary in the 
future to-learn of new hazards and o/ 
the lessening of existing hazards, only 
through the eyes of the claim file. If an 
excess market is to modify its rate 
levels in an orderly and prudent mar- 
ner, this cannot be done in the absence 
of first-hand, professional information 
as to the state of the subject industry 
How can such information be procurel 
except by actual examination of risks? 


Examinations Met With Favor 
“The examinations, which averaged 


‘three to four days in completing, wert 


met with favor; and, as we explored 
more and more risks, we began to sug: 
gest with confidence and understanding 
a number of modifications of a practical 
kind. The cooperation our people mei 
was splendid. Often it included the 
bringing to our attention of defects 
which we would not otherwise have 
detected. It was quickly learned that, 
if the safety specialist is to be effectivt 
in his work, he must be acceptable 0 
your technical people and must recog 
nize that a great many of your problem 
cannot be solved in a single afternoo!, 
but must be worked out through a thor 
oughly organized program of correctio", 
sometimes over a period of months 0 
years. 

“Your industry has made tremendows 
strides in the use of new precautionat! 
techniques, new safety mechanisms, am! 
realistic safety standards and codes 
While a great deal has been accom 
plished, there still is much to be done: 
but I know from past performance th’ 
the American Gas Association will co" 
tinue its emphasis on safety in all 1 
phases.” 





RE: 


buili 
offic 
Fift! 
Yor! 





L 8, 1955 


——————. 
—— 


RETIRES 


ance Co, 
Yiting 


Sident of 
» retired 
etiremen 
10n plan, 
ly made 
derdonk's 
W Officers 


or almost 
-harge oj 
A merican 
> career, 
[etropoli- 
led local 


Inion Ip- 
Ty claim 
Narge of 
ment, re- 
» become 
 depart- 
Co. and 
left this 
as vice 
inity In- 

of the 
>d a vice 
in Insur- 
acity he 
tirement, 

Onder- 
nt com- 
e indus- 
‘erpreta- 
ve com- 
mimittee, 
littee of 
- Under- 
littee of 
A ssocia- 
f Casu- 
F Amer- 
alty ad- 
lass ad- 
ation of 
Mr. On- 
nization 
1 during 
trike of 
TS, 





a which 


1: “We 
rket, at 
rect in- 
business 
- in. the 
and of 
1s, only 
e. If an 
ts rate 
it man- 
absence 
rmation 
ndustry. 
rocured 
risks? 


vor 


veraged 
, were 
xplored 
to sug- 
tanding 
ractical 
sle met 
ed the 
defects 
e have 
d_ that, 
fective 
able to 
recog- 
-oblems 
ernool, 
a thor- 
rection, 
iths of 


endous 
tionary 
ns, and 
codes 
accom: 
done: 
ce tha! 
I] con- 
all its 


April 8, 1955 








Page 41 











New 12-Story Bldg. at 
156 William St., N. Y. 


READY FOR OCCUPANCY JULY 1 





Chas. Noyes Co. Renting Agents 
First to Sign Long Term Lease; 
Chas. Noyes Co. Renting Agents 





A new 12-story office building is now 
nearing completion at 156 William Street, 
New York, on the northeast corner of 
Ann Street, directly opposite the build- 
ings of the Royal-Liverpool Insurance 
Group. and that of the Aetna Life Affili- 
ated Companies. This is the first of two 
new office buildings in the William 
Street insurance district which are being 
erected this year, the other one being at 
120 William Street. 

The 156 William Street building, ac- 
cording to Chas. P. Noyes & Co., Inc., 
exclusive renting agent, will be ready for 
occupancy on July 1, 1955. It will be fully 
air-conditioned year-round with individ- 
ual office controls for regulating both 
heating and cooling. 

A total of 180,000 square feet of space 
will be available in single and multiple 
floor areas with net usable area on each 
floor of 12,000 square feet. 

One of the first insurance companies 
to sign for a long term lease was the 
Commercial Union-Ocean Group which 
will occupy the entire first, second and 
mezzanine floors. 

Among the features of the new struc- 
ture, builder of which is Diesel Construc- 
tion Co., Inc., New York City, are the 
following : fresh filtered air to be pro- 
vided with seasonal humidifying and 
dehumidifying features; acoustical ceil- 
ings with recess fluorescent fixtures 
throughout; modern facade highlighting 
horizontal masonry spandrels of a self- 
washing type, and high speed electron- 
ically controlled passenger elevators. 

The Diesel Construction Co. was the 
builder in 1954 of three air-conditioned 
office buildings at 261 Madison Ave., 579 
Fifth Avenue and 589 Fifth Avenue, New 
York City. 





TRAVELERS FIELD CHANGES 





Appoint Four Assistant Mers., Fidelity 
& Surety Supt. and Eleven 
Field Supervisors 
The Travelers has announced several 
recent field changes in casualty, fidelity 
and surety lines. Four assistant man- 
agers have been appointed. They are: 
Vincent T. Schuster, fidelity and surety 
lines, at Brooklyn, N. Y.; Clark W. 
Shattuck, Manchester, N. H.; James H. 
Kidder, fidelity and surety, Reading, Pa. 
and F. Lee Magee, Jr., Hartford, Conn. 


Gordon D. Cox has been appointed 
superintendent, fidelity and surety lines, 
at Toronto, Ontario. 

Eleven field supervisors have been 
named. They are: Hartin J. Cooney, IT, 
fidelity and surety, 42nd St., New York 


City office; Joe B. Morton, Tr, Charlotte, 
N, William di Adams, Providence, 
R.1.; F. Roger Sprenkle, Los Angeles, 
Cal.; Warren A. Ellsworth, San Diego, 
Cal.; George L. Pyle, fidelity and surety, 
Chicago; Thomas F. Bergin, Ir. John 
Street, New York City office; Charles E. 


Whitt, Atlanta, Ga.: Richard E., Smith, 
fidelity and surety, Boston, Mass.; Rob- 
bs J. Schneider, St. Louis, Mo., and 


Charles B, Hoffman, Jr., Baltimore, Md. 





Honor Gus S. Wortham 


Prod S. Wortham, president of the 
merican General Insurance Co. of 
Ouston, Texas, long recognized as a 


leader in Texas fire and casualty insur- 
ance circles, was honored by the Sigma 
Nu Fr raternity at its Texas Chapter 
Ouse, April 2 Austin, Texas, by mem- 
bership in Sigma Nu’s ‘Legion of Honor. 
Election is based upon outstanding 
‘ervice to humanity. In the ceremony 
ot recognition of high merit were an 
*piscopal Bishop, a business and educa- 
tion le: ider, the president of a university, 
and an editor. 
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Magrath Sounds = 


(Continued from Page 37) 


that the power to prevent excessive 
profits is not intended to be exercised 
to avoid the incidence of profit. While 
it is true that the losses and expenses 
which enter into the calucation of rates 
should be proper ones, it does not follow 
that the regulatory authority is privi- 
leged to disregard certain losses or ex- 
penses on any basis other than a 
basis of specified illegality.” 


ee Eastern Manager 


(Continued from Page 29) 


from Worcester Polytechnic Institute. 
He was a field inspector until 1950, when 
he was brought in to the Hartford office 
as a supervisor. In 1951 he was trans- 
ferred to the Atlanta field office and in 
1952 was made special agent. 

F. J. McClain, chief engineer of the 
Pacific regional office, is being advanced 
to assistant manager in San Francisco. 
He has been chief engineer in San 
Francisco since 1943, 





See Home’s New Film 


(Continued from Page 26) 


straightforward, sound approach, we shall 
remain in the forefront of the insurance 
business and continue to provide the 
very best protection to property owners 
from the minimum person: ul risk to the 
largest industrial needs.” 

In 1954 the combined assets of the 
Home companies totalled $492,990,129 as 
compared with $437,985,020 in 1953. Pol- 
icyholders surplus increased from $169, 


364,450 to $219,512,218 in 1954. 





Your best buy in 
Protection 


is insurance sold in your 
community by a local agent 
who is qualified by 


training and experience. 


He is advisor without 
prejudice in a field requiring 


specialized knowledge. 


insurance for your car, and insurance — 
a eee for your business. Ten thousand local 

U.S.F.& G. agents provide this 

service throughout the United States 


and Canada. 


Consult your insurance agent 
as you would your doctor or lawyer 


Rely on your 
Local Agent 


for advice on insurance for your home, 





\U.SE&G. 
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(CASUALTY-FIRE-MARINE INSURANCE 
FIDELITY-SURETY BONDS 





United States Fidelity & Guaranty Company 
Baltimore 3, Maryland 


Fidelity Insurance Company of Canada 


Toronto, Ontario 
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Hartford A. & H. $1,500,000 Policy 


Insures New Testament’s 1% Hour Ride 


Oldest Existing Biblical Document Taken From Bank Vault 
to Library of Congress; Covered by 
“Valuable Papers” Contract 


The Hartford Accident and Indemnity 
wrote a Valuable Papers policy which 
insured the world’s oldest existing New 
Testament document while it was being 
transported from a vault in the National 
Savings Trust Co., Washington, to the 
Library of Congress. This was a ride 
of an hour and a half. Face value of the 
policy was $1,500,000. : 

Representatives of the Hartford Acci- 
dent’s general agency in Washington— 
Howard and Hoffman—and John L. Bar- 
ter of the insurance company’s home 
office turned the policy over to the bank 
authorities before the New Testament 
was taken from the vault. 


Oldest Complete New Testament 


This is the only complete New Testa- 
ment in existence in original Aramaic- 
Syriac, the language used by Christ and 
His Disciples. ; 

The papers will be placed on public 
exhibition beginning April in a spe- 
cially constructed case in the Great Hall 


s 
of Library of Congress. 

Officials of the Aramaic Bible Founda- 
tion said the 1600-year-old documents 
are priceless. In placing the $1,500,000 
evaluation on the manuscripts while en- 
route they were guided by the fact that 
$511,000 was received in the one large 
sale of a Biblical manuscript in recent 
times—the Codex Sinaiticus which is 
“only one of the several Bible manu- 
scripts in Greek which, like the others, 
is well known and long published.” 


Manuscript in Excellent Condition 


L. Quincy Mumford, Librarian of Con- 
gress, said the documents bring “to the 
Library and to Washington a unique 
treasure such as is now usually found 
only in the ancient centers of civiliza- 
tion.” The manuscript is described as 
being in “excellent” condition and based 
on “its specific characteristics . .. is to 
be dated between the fourth and fifth 
centuries. The handwriting is uniform 
and very skillful and remains clear and 
legible throughout.” 








NEW FIREMAN’S FUND COVERAGE 





Lawyers’ Professional Liability; Sees 
Ready Market; Less Than 15% of 
Attorneys Thus Insured 

Fireman’s Fund Insurance Group has 
made available to its production force a 
lawyers’ professional liability policy, a 
relatively new coverage among major 1n- 
surance companies. The policy, Fireman's 
Fund believes, fills a long-felt insurable 
need and should find a ready market. 

Every attorney, of course, 1s subject 
to losing his most important case of all 
—a suit against himself for error, omis- 
sion or mistake, or even negligence in 
the conduct of his profession. Even if 
someone in his employ inadvertently 
commits a negligent act in the conduct 
of his firm’s business, he can be sued. 
If that happens, he faces the possi- 
bility of financial ruin—unless he is safe- 
guarded under the new policy, says the 
company. ; ! 

The new policy gives protection against 
a suit arising from an error in wording 
a contract, failure to file a motion in 
due time, loss of a client’s check, fail- 
ure to properly plead, serving summons 
on the wrong person,. bringing suit 
against a wrong defendant, errors and 
omissions in the prosecution of com- 
pensation claims and other oversights. 
When an insured lawyer is sued, he 
will be defended, the policy paying 
financial obligations involved in the suit, 
plus other expenses. 

Fireman’s Fund estimates that less 
than 15% of the 177,000 lawyers in the 
nation engaged in private practice carry 
such insurance, legions of them not 
knowing this coverage is available. Law- 
yers’ professional liability insurance will 
be, written by both Fireman’s Fund In- 
demnity Co. and National Surety Corp. 


Kemper Employes Honored 


Two veteran employes of Kemper In- 
surance Cos. were honored for long terms 
of service at an award luncheon in Hotel 
Syracuse, Syracuse, N. Y. 

They are H. E. A. Doxsee, district 
manager, who has been with the firm 30 
years, and Miss Margaret Gallagher, 
clerical supervisor in the Syracuse claim 
department, 25 years. 

Announcement of the awards was made 
by G. M. Butters vice president. Mak- 
ing the awards was H. Heineke, 
vice president and eastern department 
manager. 


Nat’! Bur. O.L.&T. B.I. Liab. 


Revisions on Amusements 
A revision of owners’, landlords’ and 
tenants’ bodily injury liability insurance 
rates and minimum premiums for amuse- 
ment parks and amusement devices have 
been announced by the National Bu- 
reau of Casualty Underwriters on be- 
half of its member and subscriber com- 
panies. The new rates and minimum 
premiums were effective March 30 in all 
states except Oklahoma and Texas; in 
Texas rates for these types of risks will 
continue to be established on an indi- 
vidual risk basis. The changes are also 
effective on that date in the District of 
Columbia, Alaska and Puerto Rico. 
This rate revision, the first since 1950, 
will result in an average increase of 
approximately 11% in the basic limits 
premiums. The changes reflect recent 
countrywide experience of the carriers. 
Rate changes vary by classification. 
Rates for some classifications are in- 
creased and rates for others remain un- 
changed or are reduced. Minimum pre- 
miums have been related more closely to 
the rates. ) 





SUGGESTION PROGRAM AWARDS 





American Surety Makes Presentations 
at Employe Assn. Dinner; Corrie 
Wheeler Receives First Prize 

Presentation of the annual awards for 
the 13th year of the suggestion program 
of the American Surety Co. was one of 
the main features of the Employe Asso- 
ciation dinner held recently at the 

Towers Hotel in Brooklyn, N. Y 

The $100 F. W. Lafrentz Award was 
presented by Chairman of the Board 
A. I. Lafrentz to Miss Corrie Wheeler, 
office superintendent of the Atlanta 
branch office who was invited to the 
home office to receive this award. 

W. E. McKell, president, presented 


Urges P. R. Techniques 
For Driver Education 


KLAMM TELLS’ INSTRUCTORS 
Cites Lack of Qualified Teachers and 
Shortage of Comprehensive Programs; 


Public Sympathy Needed 





Educators must use public relations 
techniques to convince the public of the 
value of high school driver training pro- 
grams, Edward R. Klamm, accident pre- 
vention director of Allstate Insurnace 
Co., told a meeting of driver training 
instructors from throughout the state 
at Michigan State College, Lansing, 
recently. 

The major problems confronting the 
high school driver education program 
today are lack of adequately trained 
high school driving instructors and a 
shortage of comprehensive driver train- 
ing programs to enable all eligible stu- 
dents to complete their training, Mr. 
Klamm said. 


Considerable Progress Made 


He pointed out that considerable prog- 
ress has been made in Michigan and 
other states in the training of high 
school instructors, but said the big job 
is to stimulate communities and school 
boards to adopt high school driver train- 
ing programs and provide a_ sufficient 
number of classes. 

“The public must be sold on the value 
of driver training courses through the 
use of public relations techniques,” Mr. 
Klamm declared, urging teachers to be- 
come identified with over-all community 
safety movements and to acquaint civic 
and business groups with the problems 
facing the high school driver training 
programs. 

Student enthusiasm for driver train- 
ing can be a potent factor in building 
up public acceptance, according to Mr. 
Klamm. He suggested that students be 
encouraged to talk over special assign- 
ments with their parents and that teach- 
ers make available to their students the 
excellent safe driving pamphlets pub- 
lished by many organizations. These 
pamphlets, taken home by students are 
effective in developing parents’ safety 
consciousness. Among the newer leaf- 
lets Mr. Klamm recommended is “Ex- 
pressway Driving Is Different,” an All- 
state publication. 


Demonstrations Arouse Interest 


Church groups, PTA’s, local Chambers 
of Commerce, and other local groups 
can be recruited by teachers to aid in 
promoting high school driver training, 
he continued. Demonstrations of driver 
training equipment or testing devices 
are excellent means for arousing inter- 
est in the program, he added. 





the second prize of $75 jointly to Mrs. 
Ellen Lynch and Mrs. Margaret Sarg, 
of the auditing division, who as a team 
submitted 10 suggestions, half of which 
were adopted. Third prize of $35 was 
presented to Robert K. Smith, a casualty 
underwriter at the home office. 

In addition, seven branch offices and 
five departments were given embossed 
scrolls for their distinctive group par- 
ticipation, 

Over 500 members of the staff took 
part in the suggestion program, 161 of 
which were new proponents. Since Feb- 
ruary 27, 1942, when the program was 
initiated, one-third of the 12,150 sugges- 
tions submitted have been adopted. 





private parties and meetings. 





EMIL'S FINE RESTAURANTS 
Member of Diner’s Club, Gourmet’s Club and Trip Charge Systems 


23 Park Row near Ann St. (look for Blue Canopy). Luncheon, Dinner. 
Bar open till midnight—Mon, thru Fri. 


For special parties—Phone WOrth 2-2514. 


213 Pearl Street (near Maiden Lane) Real Old Atmosphere—Digby 
4-2348. Open till 8 P.M. Monday thru Friday. Second floor available for 








Parisi to Address Comp, 
Insurers & Physicians 

FOURTH ANNUAL MEET MiAy 4 

To Be Held at Institute For Crippled & 


Disabled; Rehabilitation To Be 
Principal Subject 








Angela R. Parisi, chairman of the New 
York State Workmen’s Compensation 
Board, will be the principal speaker at 
the fourth annual Conference for Com- 
pensation Insurance & Physicians at the 
Institute For the Crippled & Disabled, 
New York, on May 4, 1955. Miss Paris; 
is expected to set forth the board’s views 
on the utilization of rehabilitation jn 
compensation cases. 

“How the Compensation Insurance 
Company May Make the Most of Re- 
habilitation” is the subject of this year’s 
meeting, to which compensation phy- 
sicians and insurance company execu- 
tives and claims people are being invited, 


Film on Rehabilitation © 


The morning session, which begins at 
9 am., will feature a dramatic presen- 
tation on stage and on color film, show- 
ing the full mobilization of a commu- 
nity’s resources in the rehabilitation of 
a representative industrial accident case, 
Developed especially for the conference, 
the presentation will tell the story of 
Joe Barnes from the time of his dis- 
abling accident until he is re-employed 
by industry. 

new institute service to insurers, 
the specialized placement of compensa- 
tion claimants, will be announced and 
dramatized during the morning session. 
This new activity is available to car- 
riers, as part of comprehensive rehabili- 
tation programs or as a separate service. 

A panel discussion and forum presided 
over by Willis C. Gorthy, director of 
the Institute, will follow the dramatic 
reenactment. Questions on the costs, 
training and degree of rehabilitation re- 
quired in different types of compensation 
cases will be tackeled by a group of 
authorities in the field. 


Bruce Barton to Preside 


Miss Parisi will be heard at the lunch- 
eon session, which will be presided over 
by Bruce Barton, prominent advertising 
executive, columnist and president of the 
Institute. 

During the afternoon, a number of 
simultaneous group discussions on the 
vocational, psycho-social and medical 
phases of rehabilitating compensation 
claimants will be held. Tours of the 
Institute’s comprehensive rehabilitation 
facilities will also be conducted. Guests 
will be invited to attend those activities 
in which they have particular interest 
and to participate in the discussions. 

Those wishing to attend the one day 
meeting who do not receive invitations 
are invited to contact the director, In- 
stitute forthe Crippled & Disabled, 40 
First Avenue, New York 10, N. Y. At- 
tendance will be limited to 350, Mr. 
Gorthv said, and tickets will be issued 
on a first-come-first served basis. There 
is no charge for the meeting. 


New York CPCU Chapter 


Hears Several Speakers 
The New York Chapter of the Society 
of Chartered Property and Casualty Un- 
derwriters, Inc., held a meeting recently 
in 80 Maiden Lane, New York City, and 
heard an interesting program on “Neg- 
lected Phases of Survey and Risk Analy- 
sis.” The speakers on the panel were 
Frederick J. Flynn, CPCU, president ot 
F. J. Flynn Associates, who spoke 00 
“Digging for Exposures,” Henry Salfeld, 
chairman of the Casualty Committee 0! 
the Greater New York Brokers Associa 
tion and an executive of Frenkel & Co, 
whose topic was “Liability Booby 
Traps,” and Ralph A. Cartwright, vice 
president of Frenkel & Co., who gave “A 
Survey of Surveys.” The program was 
arranged by Charles W. Pachner, CPCU, 
of Frenkel & Co.; John B. Walker o! 
America Fore Insurance Group, pres! 
dent of the Chapter presided. 
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i F. Crafts Points to Success of 
Nat’! Surety Purchase in ’54 Report 


James F. Crafts, president of Fire- 
man’s Fund Group, has declared that the 
wurchase Of National Surety Corp. and 


is recapitalization program were among 
the highlights of 1954. In his report to 
shareholders, agents and employes, Mr. 
Crafts noted the outstanding record of 
accomplishment which National Surety 
has enjoyed in the production and un- 
derwriting of fidelity, surety and bur- 
glary business. : 

” He said that success achieved reflects 
the talents of 1,600 men and women of 
the staff, many of whom are recognized 
experts in their particular fields of en- 
deavor. “The 8,600 independent agents, 
representing the company throughout 
the country, are a potential source of 
business for lines which National Surety 
had not previously written, but in many 
of which Fireman’s Fund has long been 
a leader,” said Mr. Crafts. 


Task of Integration and Consolidation 


“Soon after National Surety was pur- 
chased,” he continued, “work was begun 
on the task of integration and consolida- 
tion, Our first assignment was physical 
integration, believing that when the Na- 
tional Surety people were housed in the 
same offices as Fireman’s Fund, they 
would soon become acquainted, and the 
new members would more quickly grasp 
the spirit of our employe ‘family’ rela- 
tionship and recognize the new oppor- 
tunities that are available. 

“In May, Fireman’s Fund made a con- 
tribution of $3,000,000 to the surplus of 
National Surety,” Mr. Crafts reported. 
“That action placed emphasis upon our 
desire to continue National Surety as a 





4300 REGISTER FOR COURSES 





School of Insurance of N. Y. Ins. So- 
ciety Gives 88 Courses; Employs 
133 Instructors 

A registration of approximately 4,300 
was distributed among the 88 courses 
given by the School of Insurance of the 
Insurance Society of New York, Inc., 
during the 1954-55 school year, accord- 
ing to an announcement by Dean Arthur 
C. Goerlich. The School of Insurance, 
which utilizes classroom space donated 
by insurance companies, agencies, and 
brokerage offices, will have made use 
of 43 such classrooms by the end of 
the current school year. 

_ The School of Insurance has on its 
faculty 133 insurance teachers who will 
have given a total of 163,188 hours of 
struction by the school year’s end. 
The scope of the Insurance School’s cur- 
riculum covers insurance courses in ac- 
counting, bonding, casualty, economics, 
lire, general insurance, law, life, inland 
and ocean marine. 





REFUSE TO LIMIT AUTO CLUBS 





Ontario Legislative Committee Declines 
to Approve Ins. Act Amendment on 
Private Club Insurance 
Although evidence had been presented 
‘0 indicate that private automobile clubs 
sometimes overdo their offers of insur- 
ance coverage, the Ontario Legislature’s 
legal bills committee has refused to 
‘pprove an amendment to the Insurance 

Act aimed to halt this practice. 
Testimony had been given that high 
Pressure insurance selling tactics are be- 
ing used by some automobile clubs and 
‘ieir normal services were secondary. 
€ amendment proposed to limit insur- 
‘ice coverage for such clubs for injury 
or death resulting from the use of a 
‘ar, truck or farm tractor at a maximum 
Coverage of $3,000. 
lowever, it was held that automobile 
‘Ssociations should not be penalized for 
tering their members low cost cover- 
‘ge and suggestion was made that in 
order to prevent abuses, such association 
surance agents should be licensed. 


thriving member of our group opera- 
tions, and helped it become established 
as a full multiple line underwriter. Na- 
tional Surety started writing fire busi- 
ness on September 1, 1954. ; : 

“Our recapitalization and financing 
program,” Mr. Crafts pointed out, “was 
undertaken to provide for further 
growth and to finance the acquisition 
of National Surety. The manner in 
which shareholders and the equity- 
buying public responded to our offering 
is best shown by reviewing some of its 
highlights. 


Declares 20% Share Dividend 


“After shareholders had consented to 
amending the articles of incorporation, 
authorizing an increase in the number 
of outstanding shares, a 20% share 
dividend was declared, with shareholders 
receiving one new share for each five 
shares held. The outstanding shares of 
the company were thus increased from 
2,000,000 to 2,400,000. The finanging in- 
volved the sale of 600,000 additional 
shares which were offered to the public. 

“The new shares were sold in virtually 
every state in the country and in prac- 
tically every major city,’ he reported. 
“Approximately 60% of the new shares 
were sold east of the Mississippi River 
and a little less than 40%, west of the 
Mississippi. The balance of almost 16,000 
shares was sold abroad. There were 3,519 
sales in units of less than 100 shares. 
Approximately 50% of the new issue was 
sold to individuals. Savings banks pur- 
chased 56,000 shares, and pension funds 
participated to the extent of 17,000 
shares. The end result of the program 
was an increase in capital funds of $33,- 
000 and the addition of 3,300 new share- 
owners. 
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SPENKER, EASTERN ZONE MGR. 





Previously Allstate Resident Mgr. in 
N. Y. C.; to Make Headquarters 
at Harrison; His Career 

T. J. Spenker, previously manager in 
New York City, has been appointed zone 
manager of Allstate Insurance Co.’s new 
eastern zone territory, according to Vice 
President Judson B. Branch. The east- 
ern zone, with offices in Harrison, N. Y., 
will serve Allstate’s more than 680,000 
policyholders in Connecticut, Maine, 
Massachusetts, New Hampshire, New 
York, Rhode Island and Vermont. 

Mr. Spenker joined Allstate in 1940 
as a claim adjuster in the Seattle office. 
He was made manager of the Portland, 
Ore., district claim office in 1942, claim 
manager of the Seattle branch office in 
1949, resident manager of the Rochester, 
N. Y., branch office in 1950, and resident 
manager of New York’s Long Island 
branch office, Allstate’s largest, in 1951. 

He is a graduate of Montana State 
University, receiving his LL.B. in 1937. 
He served as a Naval counter intelli- 
gence officer during World War II. 

Mr. Spenker will be succeeded as resi- 
dent manager of the Long Island branch 
office by William F. Powers, who pre- 
viously was resident manager of All- 
state’s Philadelphia branch office. 








gs am 


aany 


-> — 
| A 5 
s a 








INSURANCE 








Underwriting Specialists 


FIDELITY and SURETY 
BONDS 


FOR UNUSUAL NEEDS 


SEABOARD SURETY COMPANY © 


75 MAIDEN LANE, NEW YORK 


Whitehall 3-7440 








CONTRACTS 











_ >= eee 3" 6 CORTE TaaT = 








Bituminous Cas. Adopts 
Auto Safety Belts 


FOR THE ENTIRE 114-CAR FLEET 





Recommends Use of This Device for 
All Insureds; Result of Engineering 
Department Study 





Acceptance of safety belts as a means 
of reducing the severity and fatality rate 
of automobile accident injuries was given 
nationwide impetus recently when the 
Bituminous Casualty Corp. of Rock Is- 
land, whose underwriting operations in- 
clude public liability coverage for motor- 
ists, announced the installation of belts 
for its entire 114-car fleet. Bituminous 
is believed to be the first large insur- 
ance underwriter in the country to adopt 
safety belts for use in all company cars. 

Coincident with the installation, Bitu- 
minous is recommending the use of 
safety belts to all its insureds, which 
includes owners of individual passenger 
cars and trucks as well as fleet operators 
in 14 states and the District of Co- 
lumbia. 

Adoption of safety belts by Bitu- 
minous followed a year-long study by 
the company’s safety engineering de- 
partment, which has been widely recog- 
nized in the safety education field. The 
study included an independent analysis 
of automobile crash effects, the reaction 
of a test group of company drivers who 
used safety belts over a 10-month pe- 
riod, and a review of findings in crash 
research by Cornell University medical 
college, the University of California, 
American Medical Association and 
American Automobile Association. 


Used in Passenger Aircraft 


The belt adopted by Bituminous is the 
lap type used in passenger aircraft, but 
it exceeds the strength of that specified 
by the Civil Aeronautics administration. 
The belts are attached to the steel floor 
of the automobile body. 

While the lap type belt will not pro- 
tect against all crash injuries, it is 
pointed out by Bituminous’ safety de- 
partment, statistics indicate it will ma- 
terially decrease the severity of such in- 
juries, 

“By preventing the occupants from 
being slammed about inside the car or 
being hurled out of it,” said D. M. 
Glancey, Bituminous safety supervisor, 
“safety belts serve to make the steel 
automobile body a ‘protective armor.’ 
Strapped in, driver and passengers 
avoid being tossed around like a pebble 
in a tin can. Stock car racers have 
demonstrated that a driver can walk 
away from a severe crash, unhurt, be- 
cause his safety belt kept him in place. 

“Our safety department emphasizes, 
however, that the best way to prevent 
automobile accident injuries is to pre- 
vent automobile accidents. There is no 
substitute for caution, courtesy and com- 
mon sense behind the wheel.” 

In accord with its recommendations to 
others, Bituminous carries on a vigorous 
safe driving program for its own field 
men. It includes individual awards for 
accident-free drivers, an interdepart- 
mental contest, and a plan which penal- 
izes drivers for carelessness. 

The company participates in the Na- 
tional Safety council’s safe driving con- 
test and has scored a first and third 
place in national competition. Last year 
Bituminous drivers clocked more than 
3,000,000 miles without injury to a 
driver, pedestrian or other motorist. 
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Laughlin Upholds 
FTC Control of Adv. 


GIVES INTERLOCUTORY ORDERS 
Denies Dismissal of Complaints Against 
Life Insurance Co. of America and 
Guarantee Reserve Life 





Jurisdiction of the Federal Trade 


Commission to police the interstate ad- 


vertising of A. & H. companies was 
upheld April 4 by FTC Hearing Ex- 
aminer Loren H. Laughlin, in issuing 
interlocutory orders against two com 
panies in two different proceedings. 
Life Insurance Co. of America, Wil- 
mington, and Guarantee Reserve Life, 


had asked dismissal of FTC complaints 
against them on grounds that they were 
supervised adequately by the states in 
which they were licensed. 

Examiner Laughlin said his rulings 
were “strictly limited” to records of the 
cases as they had been presented thus 
far, and that his intelocutory orders 
were “not in any sense my final deter- 
mination of law or fact” in these pro- 
ceedings. He also emphasized the ruling 
did not cover other pending insurance 
cases, as each must be decided on its 
own particular facts. 

The hearing examiner gave a_ full 
discussion of his views on the jurisdic- 
tion:! issue in a 43-page order in the 
Life Insurance Co. of America case. His 
reasoning in this case, he said, would 
apply in his ruling on a similar motion 
of Guarantee Life to dismiss the FTC 
complaint for lack of jurisdiction. 

The two companies were among 17 
against whom the FTC first’ brought 
complaints last October for false and 
misleading advertising. 


Ruling on Life Co. of America 


In his ruling on the Wilmington com- 
pany’s appeal, Mr. Laughlin said Sec- 
tion 2(b) of Public Law 15 (the McCar- 
ran Act), conveyed that Congress “defi- 
nitely intended to give and did expressly 
give full force and effect to the FTC 
Act. .to the extent that the insur- 
ance business is not regulated by state 
law ... Congress clearly intended for 
the FTC Act to apply to the interstate 
mail order business of the respondent 
corporation and its officers, which are 
constitutionally beyond the power of 
the state of Delaware to regulate since 
it has permitted the company to engage 
in interstate commerce beyond its state 
boundaries and particularly to use the 
United States mails.” 

Mr. Laughlin, however, rejected the 
argument of the FTC counsel in sup- 
port of the complaints that the filing 
and arguing of such pre-trial jurisdic- 
tional motions is “untimely.” He held 
that “it is clearly evident that not only 
does the hearing examiner have author- 
igy to pass upon and determine this 
motion to dismiss for lack of jurisdic- 
tion, but it is his unqualified duty to 
do so.” 

He conceded the fact stressed by 
counsel for Life Insurance Co. of Amer- 
ica that the Delaware Insurance Com- 
missioner has strong statutory powers 
over the company, but added that this 
does not empower the state to regulate 
beyond its own boundaries the compa- 
nies it charters. 

In his ruling on Guarantee Life, Mr. 
Laughlin pointed out that, unlike the 
Delaware company which is_ licensed 
only in that state, it is licensed in nine 
states. Nevertheless, he said his ruling 
on Life of America would “substantially 
apply” and cover the interstate opera- 
tions in all the other non-licensing 
states. 


Cite Broad Service 
Coverage as Necessary 


GHI HAS FAMILY- ’.DOCTOR PLAN 
Meeting Repert fwe Public Wants 
Broadening of Basic Benefits Rather 
Than Major Medical 


More than 200 representatives of labor, 
management, medicine and_ non-profit 
medical plans attending a luncheon at 
the Harvard Club April 5, heard a re- 
port on recent hearings which considered 
“Public Preference for the Extension of 
Voluntary Health Insurance.” The lunch- 
eon was sponsored jointly by the Colum- 
bia University Institute of Administrative 
Medicine and Group Health Insurance, 
Inc. a non-profit health insurance 
organization. 

Arthur H. Harlow, Jr., GHI’s presi- 
dent, announced the introduction of the 
family-doctor medical plan which will 
provide broad service coverage, a free 
choice of physician, among other items. 
The plan will be formally introduced in 
about one week. 


Hearings Held Last February 


Witnesses at the hearings which were 
held February 2-4, included leaders of 
management and labor representing more 
than one million employed individuals 
and their families. A panel was com- 
posed of physicians from the Columbia 

faculty and laymen from the GHI board 
of directors. 

Dr. Harold W. Brown, director of the 
School of Public Health at Columbia 
University, presided at the luncheon, at 
which Winslow Carlton, chairman of the 
GHI board of directors, officially sum- 
marized the testimony. Dr. Alfred P. 
Ingegno, representing the coordinating 
council of the five county medical socie- 
ties in the City, spoke on the significance 
of the report to the medical profession. 
Dr. E. Dwight Barnett, director of the 
Institute of Administrative Medicine, em- 
phasized the importance of cooperation 
between institutions of higher learning 
and corporate industry, and Arthur H. 
Harlow, Jr., GHI’s president, indicated 
the capacities of an insurance company 
to develop the kind of coverage that the 
hearings indicate are most desired. 


Broaden Basic Benefits 


The most important phase of the re- 
port indicated that the majority of wit- 
nesses who testified before the hearings, 
said that they would prefer a broadening 
of the basic benefits of their policies 
rather than be afforded coverage under 


Pansing Urges Company: Petition 
For Fair Trade Practice Conference 


Nevada Director of Insurance Thomas 
R. Pansing this week sent a letter to 
the chief elective and appointive officers 
of the seven major national life and 
A. & H. trade associations, the Federal 
Trade Commission, and the National 
Association of Insurance Commissioners, 
urging that a fair trade practices con- 
ference between the FTC, NAIC and 
the insurance industry become a reality 
in the near future. Declaring that “juris- 
dictional pride has no place in such mat- 
ters,” Mr. Pansing suggested that 
proper industry representatives submit a 
petition directed jointly to the FTC and 
the NAIC, asking that the three groups 
meet together in a tripartite conference 
or its equivalent, in order to define ad- 
vertising standards which all might 
agree to be representative of good prac- 
tice. 

Speaks Solely for Himself 


Mr. Pansing made it clear that he of- 
fered the suggestion as one state Insur- 
ance Commissioner, speaking solely for 
himself, who believes that every reason- 
able effort should be exerted to reach 
the ultimate goal common to all three 
groups—honest and forthright advertis- 
ing of private accident and health insur- 
ance facilities. By directing the pro- 
posed petition to both the FTC anJ 
NAIC, he asserted, no company need 
worry about implied public assent to 
FTC jurisdiction. 

Commissioner Pansing wrote that it 
was his understanding that the principal 
objection to a petition for a fair trade 
practices conference is “that it might be 
viewed, at least by the public, the Con- 
gress and perhaps state regulatory au- 
thorities, as a tacit admission of full 
jurisdiction in the FTC over all insur- 
ance advertising practices.” He admitted 
that the extent and type of jurisdiction 
now lodged in the FTC is a hotly de- 
bated question and an unknown quan- 
tity at this time. However, he said: “I 
believe that every interested, informed 
person does agree that with the facts 
as they are today the Commission has 





a catastrophic plan. The witnesses also 
felt that a provision whereby they could 
choose their own physician was neces- 
sary. In line with these opinions, GH] 
maintains that it has come up with a 
plan that fills the public’s desires. 

Mr. Harlow, as the last speaker at the 
meeting, stated that non-profit insurance 
plans offer the best hope for the exten- 
sion of group health insurance. He de- 
clared that GHI is broadening its insur- 
ance plans in the hope that people will 
recognize their value and be of a mind 
to pay higher premiums. 
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some jurisdiction over accident and 
health advertising, albeit consid lerably 
less than has been recently asserted, 
“oat is obvious,” declared the Commis. 
sioner, “that the public has a clear stake 
in obtaining a prompt resolution of 
these difficulties and an interest in the 
acceptance and enforcement of « clear- 
cut set of standards governing accident 
and health advertising practices. The 
only legitimate aim of the FTC and the 
several state Insurance Commissioners 
in this matter must, of course, be the 
furtherance of that public interest. 
“Now, since all parties must agree,” 
reasoned Mr. Pansing, “that the whole 
of the body of jurisdiction over accident 
and health advertising is vested in the 
state Commissioners and the FTC, 
jointly or severally, and since the public 
interest demands speedy solution of the 
substantive problems involved, why 


should not representatives of the three 
interested groups, viz., the FTC, the 
NAIC and the industry, sit down to- 


gether in an attempt to accomplish such 
public interest by agreeing upon such 
standards without regard for the nice- 
ties of the jurisdictional problem ? 


Both FTC and NAIC Doing 
a Credible Job 


“I believe,” Commissioner Pansing em- 
phasized, “that both the FTC and the 
NAIC are now engaged in honest efforts 
to outlaw misleading and deceptive ad- 
vertising, and that neither is concerned 
with extension or retention of jurisdic- 
tion to the extent of delaying or ham- 
pering that end. I cannot but believe 
that both the FTC and the NAIC woull 
welcome participation in such a common 
sense, non-legalistic undertaking. | 
seems that any argument that the men- 
bers of either official body could not 
meet for such a public purpose must be 
dismissed as bureaucratic evasion, mo- 
tivated by another purpose. 

“1: aim not irrevocably committed to 
this plan,” he concluded, “indeed | may 
see fit to discard it if it turns out to 
have patent faults of which I am nov 
unaware. If so, I shall gracefully with- 
draw to watch the jurisdictional fur fh 
while the public waits. Meanwhile, hov- 
ever, I should appreciate your accor: 
ing some thought to the contents of this 
letter, passing it along to appropriate 
colleagues or commitees, and informing 
me of your and their studied conclu- 
sions,” 


TO ADDRESS ANNUAL MEETING 


Wn. F. a ee” to Speak at H. & A. 
Conference Luncheon May 10 in To- 
ronto; Program Outline Completed 
Harry K. Hunt of Imperial Life, Healt 
& Accident Underwriters Conference 
annual meeting chairman, announces that 
William F, Lougheed, economist of the 
Canadian Bank of Commerce, wil! be the 
speaker at the Toronto annual meeting 
luncheon on May 10. He will discuss 
“Realities and Illusions in the Canadian 
Economy.” 
The program outline has been com 
eid for the meeting to be held in King 
Edward Hotel, May 9-11. Speakers an! 
details will be released shortly. Business 
sessions will begin Tuesday morning ani 
continue through Wednesday. Speaker: 
will cover such topics as group insur 
ance, personnel problems, insurance de- 
partment supervision, the Washingto! 
scene, and Conference and _ industt) 
activities. a 
Entertainment plans include a soci! 
hour for early arrivals on Sunday eve 
ning; golf and an all-day excursion {0 
Niagara Falls, followed by a_receptio" 
in the evening at the Royal York wit 
the Canadian companies as hosts, ° 
Monday. The annual cocktail party 2" 
banquet will close the meeting. 
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State Mutual Life 
Adds Major Med. Plan 


FOR GROUPS OF 50 OR MORE 





To Be Used as Standard Plan or Sup- 
plement to Basic Plan; Deductible 
From Fifty Dollars 





State Mutual Life announces that it 
has added a new major medical expense 
insurance plan to its other group cov- 
erages that will, in general, enable em- 
ployes and their dependents to pay large 
hospital, surgical and medical bills re- 
sulting from serious non-occupational in- 
jury, illness, or long periods of treat- 
ment either in or out of a hospital. 

It is available to groups with 50 or 
more eligible employes either as a stand- 
ard plan to supplement a basic plan 
of group hospital expense insurance or 
as a comprehensive plan, where there is 
no basic plan, or where it replaces an 
existing basic plan. 

There is a normal maximum benefit 
of $5,000 for each individual insured 
(employe and dependents) but up to 
$10,000 per individual is available on 
groups of 250 or more employes. The 
full maximum may be reinstated after 
any disability period, upon satisfactory 
evidence of insurability. 

Deductible amounts range upward 
from $50 on the comprehensive plan and 
may vary from $100 to $500 on the 
standard plan. The deductible is applied 
only once in each period of disability, 
and only one deductible is applied when 
more than one member of a family is 
injured in the same accident. In addi- 
tion, if an individual is already collecting 
major medical benefits for one cause, a 
deductible of only $50 is applied for a 
new disability. 

In most cases an employe coinsures 
the major medical plan by paying 20% 
of expenses beyond the basic plan bene- 
fits, if any, plus the deductible. Plans 
may be written with 25% coinsurance. 

There is no time limit on the benefit 
period. Benefits continue so long as ex- 
penses of 25% of the deductible, or $50, 
whichever is less, are incurred in any 
three-month period, it is explained. 
Medical expenses, whether in or out 
of hospital, including hospital daily room 
and board charges up to a_ specified 
amount, hospital extras, physicians’ fees, 
nurses’ fees, drugs, medicines, blood 
plasma, laboratory tests, X-rays, artifi- 
cial eyes or limbs, casts, crutches, braces, 
rental of iron lung, wheelchair, physio- 
therapy, and anesthetics are covered. 

The specified maximum daily room 
and board amount is based on the typi- 
cal charge for semi-private hospital ac- 
commodations in the area. Premiums for 
major medical coverage depend upon a 
number of factors such as the age, sex 
and salary of employes, the deductible, 
coinsurance factor, maximum daily room 
and board benefit, and type of plan. 





Ill. Senate Has First Cash 
Sickness Bill Since 1949 


The Illinois Senate has received a bill 
calling for the establishment of a Cali- 
lorma-type unemployment compensation 
lisability plan. Hearings on the plan 
ire expected to be held by the indus- 
inal affairs committee of the Senate. 

This marks the first time a compara- 
le cash sickness bill has been intro- 
duced into the Illinois Senate since 1949, 
when Senator Walker Butler introduced 
is cash sickness measure. Similar bills 
lave heen introduced into the Illinois 
House regularly for a number of years. 

tive unemployment compensation dis- 
ibility bills have been introduced in 
Connecticut. Hearings on these will 
‘tart on April 19 before the joint labor 
committee of the House and Senate. 

In Nevada a comparable bill ((H. 116) 
‘lied in committee when the Legislature 
adjourned on March 18, but in Massa- 
“iusetis an unemployment compensation 
(cash sickness) bill also of the Califor- 
ited e, is up for consideration in the 
bor and Industry Committee. 





NEW INCOME TAX REGULATION 


Ins. Cos. Need Not Withhold Taxes on 
Taxable Wage Benefits Payable 
Under A. & S. Policies 


A new regulation (T.D. 6128) has been 
released by the U. S. Treasury Depart- 
ment which clears the air somewhat re- 


garding withholding requirements when 
an employer provides coverage for his 
employes, using insurance company fa- 
cilities. Attention is called to this regu- 
lation by the Health & Accident Un- 
derwriters Conference this week in a 
special bulletin. It is pointed out: 

“The new regulation clearly indicates 
that insurance companies will not be re- 
quired to withhold income taxes on tax- 
able wage replacement benefits payable 
to employes under accident and sickness 
insurance policies even though the pre- 
miums are wholly or partly paid by the 
employer. When such wage replace- 
ment benefits are provided directly by 
the employer and not insured, withhold- 
ing of income taxes will be required. 

“This regulation deals only with bene- 
fits paid before the end of 1955 and pro- 
vides that no income tax withholding 
will be required on insurance benefits 
paid by an insurance company other 
than the employer even though part 
or all of the benefits may not be ex- 
cluded under Section 105 (d) of the In- 
ternal Revenue Code. 

“When such benefits are not insured 
but are paid directly by the employer, 
withholding will be required on amounts 
not specifically excluded under Section 
105(d) and even these amounts may be 
taxable if adequate records are not kept 
by the employer. 

“The portion of this regulation favor- 
able to insurance, reflects the thinking 
expressed in a memorandum filed with 
the Commissioner of Internal Revenue 
by the Conference’s Washington Office 
on October 26, 1954. 

“We understand that there will be a 
further regulation applicable to bene- 
fits payable after 1955.” 


BUREAU SEMINAR PROGRAM 


Set for May 24-25 in N. Y.; Features 
Individual A. & H.; to Discuss New 
Experiments and Pressing Problems 
Program information just released by 

the Bureau of Accident & Health Under- 

writers for its educational seminar on 
individual A. & H. insurance indicates 
that discussion will be directed towards 
new coverage experiments, and pressing 

problem areas confronting the A. & H. 

business today. 

The educational seminar, to be held on 
May 24-25 at the Biltmore Hotel, N. Y., 
is tobe directed by the educational semi- 
nar committee. 

High on the committee’s plans are two 
primary targets of industry and Govern- 
ment concern: insurance for persons in 
the older age brackets and greater ex- 
tension of coverage to the rural popula- 
tion. There will also be a discussion 
of risk selection problems. 

In papers to be delivered by promi- 

nent persons in the individual A. & H. 
business, such experiments as deductible 
hospital expense, and major medical ex- 
pense will receive special attention. A 
review of family medical costs and their 
implications for health insurance under- 
writing will be given. 
_The program also will feature discus- 
sions of pre-existing conditions and 
modified forms of cancellable and non- 
cancellable insurance. Thirty-one _per- 
sons will participate in the seminar 
representing 19 insurance companies, the 
3ureau executive staff, and the HIF. 

The Bureau's educational seminar com- 
mittee is composed of Charles Seavey, 
Union Mutual Life, chairman; Albert E. 
Haskell, Aetna Life; Harry L. Graham, 
3ankers Life Insurance Co. of Des 
Moines; Robert S. Schoonmaker, Jr., 
Berkshire Life; Francis J. Haran, Con- 
necticut General Life; Oliver F. Sieg- 
mund, General American Life; Edward 
M. Urich, Pacific Mutual Life; Everett 
D. Armantrout, Provident Mutual Life; 
— Edward S. Grandin, Sun Indemnity 
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You are not GUARANTEEING your client's right 
to renew ... you may lose him entirely. 


You are not VESTING your renewals ... you are 
not providing for your own future! 


You are not ADEQUATELY INSURING your Client's 
income ... some other Agent will! 


You are not taking advantage of the best pro- 
tection available... 


YOU SHOULD INVESTIGATE the 
NON-CANCELLABLE and GUARANTEED 
RENEWABLE DISABILITY PROTECTION 


offered by 


MASSACHUSETTS CASUALTY 





INSURANCE COMPANY 


50 Congress Street 
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Indianapolis Assn. to 
Hold DITC Course 


WM. HIGHFIELD TO INSTRUCT 





Scheduled for April 7 to June 9 at Butler 
School; Richmond, Va., to Hold 
DISC April 18-20 





In Richmond, Va., a three-day DISC 
course will be conducted April 18-20. At 
the same time, the Indianapolis A. & H. 
Association announces the first “run” 
of the new Disability Insurance Train- 
ing Council course April 7 to June 9. 

Following the pattern evolved by the 
training council after three and one-half 
years’ experience with the old DISC, the 
school will meet one night a week, two 
hours a night, for 10 weeks. Director of 
the course will be Walter Dotterweick, 
head of the insurance curriculum of But- 
ler University; and instructor will be 
William Highfield, CLU, of R. & R. 

Whereas the customary course pattern 
under DISC was as a university short 
course of three days, the basic pattern 
for the DITC will be a 10-week basis. 
The Indianapolis DITC sponsored by 
the local A. & H. association, is an im- 
proved successor to the first DISC 
school there in 1953. It ran on a 10- 
week basis under joint sponsorship with 
the Life Underwriters Association. The 
1953 school, also held at Butler Univer- 
sity, was under the direction of H. Ci. 
Graebner, CLU, then dean of the Butler 
University College of Business and now 
dean of the American College of Life 
Underwriters. 

DITC is being set up as a separate 
corporation by the International A. & fF 
Association and will have its own, full- 
time director. At the present time, John 
Galloway of Birmingham, former IAAHL 
president and last year’s A. & H. “Man 
of the Year,” is serving as interim di- 
rector until the full-time director is an- 
nounced. 

In explaining that the 10-week basis 
would be a standard pattern for the new 
DITC, E. H. Magnuson, assistant vice 
president, Federal Life & Casualty, Bat- 
tle Creek, chairman of the Interna- 
tional’s educational committee, stressed 
that the training council would still be 
glad to cooperate in university short 
courses wherever they were preferred. 


COS. TO COVER DEPENDENTS 


Of Non-operating R. R. Employes; Trav- 
elers, BARE, Continental, N. Y. 
Life Writing Groups Separately 

Group companies are moving to cover 
railroaders’ dependents, according to an 
article in the group bulletin of the 
Health & Accident Underwriters Con- 
ference. The article mentions that 
Travelers, having written the giant 
group case on non-operating railroad 
employes is now writing dependent 
groups separately. 

“A typical benefit package offered by 
the Travelers includes $10 a day room 
and board for 70 days; $200 miscellane- 
ous hospital fees; $250 surgical schedule 
with $50 for obstetrical procedures; $50 
in-hospital maternity; in-hospital medi- 
cal, $3 a visit for up to 70 days; $5,000 
polio and $25 ambulance. Employe would 
pay all in this contract, with the railroad 
agreeing to make payroll deductions. 

“Other companies among them Bene- 
fit Association of Railroad Employees, 


Continental Casualty and New York 
Life—are also in the field. BARE, for 
example, has written an 1,800 person 


group of dependents of Grand Trunk 
non-operating employes. Effective from 
the first of March, the coverage is for 
semi-private room for 120 days without 
limit on daily charges. Hospital-medical 
is provided for 120 days with no limits. 
First aid and out-patient coverage is 
provided without limit. There’s $100 
limit on hospital maternity, but no limits 
on maternity complications. 


“The policy will have a $200 limit 
for surgery other than for maternity 
complications.” 
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SEES INDUSTRIAL EXPANSION 





P. H. MacGregor Addresses Los Angeles 
Mgrs. Club on Business Outlook; 
Forecasts Greater Advances 

Paul H. MacGregor, head analyst and 
statistician for E. F. Hutton Co., stock- 
brokers, recently addressed the A. & H. 
Managers Club of Los Angeles on the 
subject: “Outlook for Business and the 
Stock Market.” 

He held that the country is on the 
verge of the greatest industrial expan- 
sion; that the increase in population, in- 
dustrial increase and demand must make 
factories more automatic to meet the 
demands. He declared he foresaw earn- 
ings making a new high record, maybe 
10 to 15% over the total of 1954. 

Citing the three industries of steel, au- 
tomobile and construction, he said that 
if these three are prosperous everything 
else must move upward. He said that 
the steel industry now is operating at 
92% of capacity operations. He said that 
there are six and one-half millions of 
owners of corporation stocks in this 
country now and that he anticipates a 
total of seven and one millions within 
the next three years. 

He estimated that insurance company 
collections had increased 196% since 1929. 
In reply to a question he advanced the 
opinion that the general prosperity of 
the country was one of the reasons for 
the increase in stock company insurers. 





PREPARE TEACHERS’ A. & S. PLAN 





Ass’t Professor Williams, Univ. of Min- 
nesota, Suggests Model Program 
for Academic Field 

A suggested model plan for accidental 
injury and sickness insurance for per- 
sons in the academic field has been pre- 
pared by C. Arthur Williams, Jr., as- 
sistant professor of insurance at the 
University of Minnesota. 

“In recent years many of us have 
become acutely aware of two important 
threats to our security—accidental injury 
and sickness,” Mr. Williams says in an 
article describing his plan. “The pro- 
tection needed may be considered mini- 
mal for several reasons. College teach- 
ers seldom are injured on the job. While 
they may be victims of non-occupational 
accident or sickness, the general im- 
pression is that they are less susceptible 
than the average man. A college pro- 
fessor often can continue to do much of 
his work during the normal recovery pe- 
riod. 

“Finally, most senior faculty members 
belong to a middle-income class and can 
pav the costs of non-serious injuries and 
sicknesses out of current income or 
savings accounts. Thus, it is mainly the 
serious and long-term disabilities for 
which this group needs formal and spe- 
cific protection.” 





Great Southern Life of 
Dallas Enters A. & S. Field 


The Great Southern Life of Dallas, 
Tex., has entered the accident, sickness 
and hospital insurance field, Pat M. 
Greenwood, president announced. The 
company is now accepting applications 
for these benefits from its regular 
agency organization. 

‘The introduction of these additional 
coverages enables the company to offer 
a complete package of personal insur- 
ance to its clients,” Mr. Greenwood said. 
“Coverage under the new program is 
based on total disability rather than 
hospitalization so that persons may re- 
ceive a replacement of lost income al- 
though not hospitalized.” 





HAND JOINS MICHIGAN DEPT. 

Ralph P. Hand of Lansing, Mich., 
who has had 31 years’ experience in the 
life and A. & H. fields, has been named 
assistant to Norman Wade, director of 
the personal insurance division of the 
Michigan Insurance Department. He 
was district manager recently for Con- 
federation Life. 


CITES CLAIMS FORMS VALUE 


D. D. Leichtung Addresses N. J. A. & H. 
Assn.; Says Forms Are Method of 
Achieving Good Public Relations 

David D. Leichtung of Martland Medi- 
cal Center of Newark, N. J., who is 
supervisor of its credit and claims de- 
partment, was the guest speaker at the 
recent meeting of the New Jersey Acci- 
dent Health Association. 

The speaker stressed the importance 
and value of claim forms in achieving 
good public relations, adding that in 
their present form the cost of process- 
ing claims to insurance companies was 
a factor that should not be overlooked 
or minimized. 

Mr. Leichtung said: “The job of com- 
pleting the forms is often divided be- 
tween the employer or union and the 
admitting clerk of the hospital. The pa- 
tient or person insured offers the least 
assistance. There are no two insurance 
carriers who have exactly the same 
forms for acquiring data from the hos- 
pital, insured and employer, and the 
burden of getting the desired data is 
usually placed on a hospital admitting 
clerk, and the complexity of the forms 
would be a challenge to many lawyers 
to complete. Some action should be 
taken in this direction and the initiative 
will have to be taken by the insurance 
carriers.” 

The speaker told the group that Mart- 
land Medical Center will recognize and 
accept identification cards and assign- 
ments of the companies represented by 
the members of the New Jersey Acci- 
dent & Health Association, which can be 
verified for coverage and status of eligi- 
bility. 

Discussion brought out that the stand- 
ardization of claim forms is an excellent 
area research by the companies, point- 
ing to their potential value for con- 
serving business and also opening the 
field for the sale of additional insurance. 
This is especially so in providing ade- 
quate coverage for loss of time to in- 
sured through the better use of com- 
pany participation in a single risk. 





HAS EXCELLENT 1954 GROWTH 


National A. & H. of Philadelphia Reports 
$2,324,696 in A. & H. Premiums; 
Life in Force $4,600,000 
The 5lst report of National Accident 
& Health Insurance Co. of Philadelphia 
shows that it continued its excellent 


growth during 1954. New high points 
were reached in amount of premiums re- 
ceived, total payments to policyholders 
and beneficiaries, life insurance in force, 
assets and surplus held as additional pro- 
tection for policyholders. These results 
were made notwithstanding a lower limit 
of business activity during 1954. 

The amount of life insurance in force 
increased $1,500,000, bringing the total 
life insurance in force at the end of the 
year to nearly $4,600,000. Accident and 
health premiums for the year were 
$2,324,696, an increase of 3.1% over the 
previous year. 

Gross receipts from all sources were 
$2,550,056, an increase of $124,110 over 
1953, or 5.1%. After paying $40,000 in 
dividends and providing $92,154.85 for 
Federal income tax due on 1954 earn- 
ings, the assets of the company increased 
from $2,279,948 to $2,377,139 and surplus 
to policyholders increased from $1,788,- 
737 in 1953 to $1,863,949. 








Canada H. & A. Assur. Corp. 


Undertakes Expansion Plan 


A continent-wide program of expan- 
sion is being undertaken by the Canada 
Health & Accident Insurance Corp. of 
Waterloo, Ont., and appointments have 


been made to widen the company’s 
services. 
These appointments include H. A. 


Skinner as superintendent of agencies 
in Ontario; Pierce O’Donnell, superin- 
tendent of agencies in Maritime Prov- 
inces; Marshall Turchan, superintendent 
of agencies in Western Canada, and 
R. O. Roche, superintendent of groups 
and special risks division for Canada. 























Hear Case Against Auto 
Owners Safety Ins. Co, 


BENSON ANSWERS FOR COMPANy 





Transacts Business in All States Except 
Virginia; Sills Asks About Complaints 


of Insurance Commissioners 





The first phase of the Federal Trade 
Commission’s case against Automobile 
Owners Safety Insurance Co. of Kansas 
City consisted of the laying of legal 
groundwork for the charges of false 
and misleading advertising of A. & H 
insurance policies. The hearings are noy 
temporarily adjourned. 

Maurice E. Benson, president of the 
company, appeared for Automobile Own- 
ers, and FTC counsel asked questions 
aimed to secure basic information abou; 
the mechanics of the company’s opera- 
tions and about its policies, with par- 
ticular emphasis on reasons why the 
company cancels or refuses to renew, A 
number of so-called “public opinion’ 
witnesses concluded the first phase o{ 
the FTC presentation. 


Select Public Opinion Witnesses 


The public opinion witnesses, selected 
at random by FTC staff investigators, 
were called upon to give their opinions 
as to what the challenged advertising 
appears to promise. 

Mr. Benson testified that the company 
does business in all states except Vir- 
ginia, and is licensed only in Missouri. 
It is domiciled in Kansas City, and has 
no agents, offices or representatives out- 
side Missouri, Mr. Benson said during 
cross-examination by the company’s 
attorney, A. Alvis Layne. 

Three policies were included in the 
case, after Mr. Layne successfully chal- 
lenged inclusion of three others. One 
sold to 3,607 policyholders within Mis- 
souri and 38,882 outside the state. 

There were 233 claims, of which 175 
were paid. Premium was $5 per year. 
The second sold 125 in Missouri and 
17,639 outside, with 2,368 claims, of which 
1,481 were paid. The premium was $2 
per month. The third sold to 989 Mis- 
souri policyholders and 63,879 out-of- 
state, resulting in 5,373 claims, of which 
2,903 were paid. The premium was #2 
per month. The figures covered 1953 
and 1954. 


Formed in January 1953 


The company was formed in January, 
1953, although a subsidiary company was 
formed about six months earlier, called 
Automobile Owners Safety. 

Main feature of the preliminary phase 
was a question by FTC Counsel Robert 
R. Sills as to whether California and 
Connecticut Insurance Commissioners 
had complained to the Missouri Insur- 
ance Commissioner about Automobile 
Owners .Association and Automobile 
Owners Safety advertising. Mr. Benson 
said he was not aware of any such 
complaints, but acknowledged there had 
been complaints involving claims, and 
said he had written on one such claim 
to the Connecticut Commissioner. 





American Hosp. & Life Has 
$500,000 Increase in Capital 


A $500,000 increase in capital was al- 
nounced by the American Hospital & 
Life Insurance Co., at its recent annua! 
meeting. It was also revealed that 1954 
was the biggest year in the companys 
history with premium income amountins 
to $6,608,996. 

Capital was increased from $500,000 to 
$1,000,000 while a climb of $18,874.500 1 
life insurance in force over the previous 
year was noted. 

Two new directors elected at the meet 
ing were Dr. Zack Johnson of Wilmore, 
Ky., and Dr, Harry Denman of Nash- 
ville, Tenn. 


FORREST RETURNS FROM FLA. 
A. E. Forrest, Jr., president of. North 
American Accident, is back at his desk 
after several weeks in Florida. 
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MISTER, YOURE REALLY PLAYING} 
\ WITH FIRE 1E270U FEED Me: 
Wy OVERSIZE me oe. am 

A 1 WHAT. YOU NEED | 


NEW WIRING. 7) 








Of course it’s annoying to have electric fuses blow. But putting in 
oversize fuses doesn’t solve the problem. It creates a worse problem 
—the danger of setting your house on fire. Frequent blowing of fuses 
usually is a warning that you have added more appliances than the 
wiring can carry safely. Get at the root of the trouble. Have your 


wiring checked by an electrician. 


ETNA INSURANCE GROUP 


AETNA INSURANCE COMPANY + THE WORLD FIRE AND MARINE INSURANCE CO. 
THE CENTURY INDEMNITY COMPANY ° STANDARD INSURANCE CO. OF N. Y. 
HARTFORD, CONNECTICUT 








This advertisement also appears —in color — in TIME, NEWSWEEK, TOWN 
JOURNAL, NATION’S BUSINESS Clinton L. Allen, President 














Homeowners! Combine 
Your Policies and Save 


Every homeowner needs these four 
basic policies: fire and extended 
coverage insurance on house—fire 
insurance on household property— 
theft insurance—personal liability 
insurance. The new Aetna Home- 
owners policy gives you all four 
coverages in one convenient policy. 
You save money. You get broad 
protection. For example, the policy 
pays for loss on your dwelling or 
contents caused by fire, windstorm, 
explosion and numerous other perils. 
Ask your local agent. 


THINK FIRST OF THE AETNA 
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(GENERAL REINSURANCE GROUP 


Largest American multiple line market 
dealing exclusively in Reinsurance 


GENERAL REINSURANCE 
CORPORATION 


Financial Statement, December 31, 1954 


ASSETS 
Cash in Banks and Office coe 6 3 OST 
Investments: 
United States Govern- 
ment Bonds . . . . $23,652,208 
Other Bonds : « s. » "230635798 
North Star Reinsurance 
Corporation Stock . . 12,538,630 
Other Preferred Stocks . . 5,071,400 
Other Common Stocks... 19,118,602 
(ee 82,444,638 
Premium Balances in Course of Collection 
(not over90 daysdue). . . . . . 1,396,027 
Accrued Interest .;|. ..... .- 324,322 
Other Admitted Assets . . . .. . 171,261 
Total Admitted Assets . . . . . $88,926,805 
LIABILITIES 
Reserve for Claims and Claim Expenses . . $34,219,514 
Reserve for Unearned Premiums .  « « —S2RRSG592 
Funds Held under Reinsurance Treaties —_. 2,939,560 
Reserve for Commissions, Taxes and 
Other Liabilities Se ea NA en meres 4,664,294. 
Capital . rem UU UU 
Surplus... www. 27,646,845 
Surplus to Policyholders . . .) . . =. ~=—- 34,246,845 
Total. . ..: .. . «. « » “§BBI926;505 


Securities carried at $6,096,486 in the above statement are 
deposited as required by law. Bonds and stocks owned are 
valued in accordance with the requirements of the National 
Association of Insurance Commissioners. If bonds and 
stocks, including those owned by affiliates, were valued at 
market quotations, Surplus to Policyholders would be 
$34,573,770. 


Casualty + Fidelity + Surety 
Accident & Health 





NORTH STAR REINSURANCE 
CORPORATION 


Financial Statement, December 31, 1954 


ASSETS 
Cash in Banks and Office ~ \s.) ww. to pn eRe 
Investments: 


United States Govern- 


ment Bonds . . . . $13,364,064 
OtherBonds. . .. . 8,804,231 
Preferred Stocks ener 3,471,300 
Common Stocks. . . . 2,925,657 
MUN eS et See ee BROS 252 
Premium Balances in Course of Collection 
(notover90 daysdue). . . . . . 1,652,584 
Prircnmerrst GS 124,442 
Other Admitted Assets. 2. 2... 364,505 


Total Admitted Assets . . . . . $33,235,882 





LIABILITIES 

Reserve for Claims and Claim Expenses . . $ 3,459,944 
Reserve for Unearned Premiums eee if 13,919,173 
Funds Held under Reinsurance Treaties —. 544,951 
Reserve for Commissions, Taxes and 

Other Liabilities AS, ics ME eee a) 2,742,317 
Gaptal. 2. skh OOOO 
Surplus . : 11,269,497 
Surplus to Policyholders . 2. 5... 12,569,497 

BN oo) ley sk eee a a we oe OOOO Oe 


Securities carried at $584,956 in the above statement are 
deposited as required by law. Bonds and stocks owned are 
valued in accordance with the requirements of the National 
Association of Insurance Commissioners. If bonds and 
stocks were valued at market quotations, Surplus to Policy- 
holders would be $12,597,258. ; 


Fire ° Inland Marine 
Ocean Marine 


Home Office: 90 JOHN ST., NEW YORK 38, NEW YORK 
Midwestern Department: 1012 BALTIMORE BLDG., KANSAS CITY 5, MO. 
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